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ELMER J. BRYANT 

A member of the ASME and the SAI 
he is a national authority n gage design. 
manufacture and us His official Greenfield 
title: Manager of the Gage and Reamer D 
partment And he believes he can do his 
job best by spending most of his time out in 
the field. 


Facts About 
Twist Drills 


Amazing differences in performance may 
be turned in by two drills that look super- 
ficially alike. Many years of experience 
have taught us that the major factors 
affecting performance are 

Steel: We maintain our own metallurgical 
laboratory where different alloys are con- 
stantly being tested in the effort to pro- 
duce the finest possible drill steel All 
drill steels used at Greenfield are made to 
our own specifications 

Design: The “Web” is the narrow por 
tion of metal joining the two lands. If it 
is too thin, the drill is weak and may split, 
if too thick it will cut hard. The web 
should taper from point to shank, being 
slightly thicker toward the shank. The 
best web thickness varies in each size drill 
and with different Other parts, 
such as the land cross-section, the width 
of “margin,” flute design, are 
also important constantly — being 
studied. These may vary as 
different steels are used or when the drill 
is used on different materials and constant 
testing 1s necessary. 


steels 


clearance, 
and 
dimensions 





























C. C. ZEIGLER 
Ever sine 1920 Greenfield business in’ ti ureat 
industrial district around Chicago has been under 


Zig’s vatchtul eye He's not only 


salesman with a host of friends, he’s 


Heat Treatment: If drills are improperly 
heat-treated, all is lost. Hence, Greenfield 
carries on exhaustive heat-treatment study 
all the time. The most modern automatic- 
ally-controlled electric equipment is used 
to insure close adherence to the standards 
set. 


a first class 
a tool engineer 


Finally, the results of this work are 
individually checked in each drill through 
a rigid final inspection system, all of which 
insure that distributors who handle Green 
field twist drills will have satisfied cus 
tomers. 


Gagesand Mass 
Production 

















Mass production couldn't exist without in- 
terchangeability of parts, and that can be 
A few 
mill supply distributors who have estab- 
lished a reputation as tool specialists are 
doing a wonderful business in gages 
There is a great chance for others to do 
likewise. Gage business is attractive be- 


assured only by the use of gages 














J. C. CARSON 
Jovial 


Carson's 


Jimmy stories are known 
throughout the territory west of the Missis- 
sipp! A Greenfield salesman of many vears 
standing, the “‘litthe Scotchman”™” probably has 
as many friends scattered over this country 


as any man 
serves them! 


in the tool business, and he de- 


TOOL LINES 
l. Serew Plates 
2. Taps 


3. Dies 

4. Twist Drills 
5. Reamers 

6. Gages 

7. Pipe Tools 

8. Machine Tools 
















Simplify 
Your Selling 


cause orders are large and prices are not 
too competitive. Once a system 1s in 
stalled orders for renewals and_ replace 
ments come along automatically. Greenfield 
has several gage experts besides Mr. Bryant, 
the head of the gage department. The 
services of any of these experienced men 
are at the disposal of any Greenfield dis: 
tributor, 


An easy way to 
Improve your 
Service on Tools 


Every tool distributor gets frequent in: 
quiries for special tools. Often the order 
unges on delivery. Greenfield carries at 
the factory a large stock of special taps, 
dies, reamers, etc., of various 
types, for which experience has indicated 
an occasional demand. Send for the “Spe: 
cial Stock List” and fit yourself to get this 
business. 


sizes and 
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Mill Supplies 
Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 
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The pages of the new Goodell-Pratt 





Goodell-Pratt Company 


GREENFIELD 


MASSACHUSETTS 
NEW YORK 107 Lafayette Street * LONDON 127 Queen Victoria Street * CHICAGO 38 North Clinton Street 


MEMBER OF THE AMERICAN SUPPLY & MACHINERY MANUFACTURERS ASSOCIATION 
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UILT in 1901, the Republic plant today occupies 45 acres—the 
floor space is approximately 600,000 square feet—about 14 
acres. This space is devoted to the manufacture of Mechanical 
Rubber Goods—no ‘clothing—no footwear—no_ sundries —just 
Mechanical Rubber Goods. It is easily seen that Republic ranks 
prominently among the giants when space and man-power are con- 


sidered as being devoted to the manufacture of one kind of material. 


THE S-POINT POLICY * &* k& k& x 


1. Aline of rubber items sufficiently complete to permit effectively supplying the 
requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering service 
results that should be reasonably expected. 


. A price basis inducing and making possible aggressive competition with 
reasonable profit return. 


. Freedom from competition from his source of supply, either direct or indirect, 
among the trade covered by his day-to-day solicitation. 


. Selling helps of reasonable amounts so that his sales force may be given 
the advantage of specialized training and a knowledge of the product sold. 


THE REPUBLIC RUBBER COMPANY 


YOUNGSTOWN, OHIO 
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Lower production cost is the objective of practically every manu- 
facturer today. Those mill supply distributors who have sensed 
the big opportunity which such a situation opens are wise indeed. 
This page tells you how and why Dayton Cog-Belt Drives enable 
you to cash in on this opportunity. The Dayton Cog-Belt's pat- 
ented "built to bend" cog construction and its other notable 
advantages make it one of the most important modern, potential 
factors in economical power transmission. 


More than $1,000,000 for replacements alone 
There's more than a million-dollar business in V-Belt replacements 
alone scheduled for 1931, not to speak of new installations. And, 
remember, Daytons can be used for replacement on all standard 
groove pulleys. 


It’s easy to stock Daytons 
It requires a very nominal investment to carry enough Dayton 
Cog-Belt stock to serve all standard drives up to 100 h. p. Where 
else can you find such a product . . . equally famous . . . that will 
give you as great potential sales? 


immediate Shipments 
Full stocks of Dayton Cog-Belt Drives are always available. You 
can get prompt service for your customers at any time. 


Let us help your salesmen 

Dayton District Sales Offices are equipped to assist distributors’ 
salesmen with information as to market possibilities and methods 
of serving these markets. 

Sales of Daytons lead to sales of other mill supplies. That's where 
Daytons serve salesmen as a key product. And distributors are 
profiting by capitalizing on the demand for Dayton Cog-Belt 
Drives. 

Get full information about Daytons and the valuable Dayton 
franchise. Write today. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 





Dayton 


COG-BELT DRIVES 


ee anes 


COG-BELT DRIVE 
IS A KEY PRODUCT 


DAYTON 
oles Tams. 
ARE “BUILT 
7 BEND” 





OUTSTANDING ADVANTAGES 
OF DAYTON COG-BELT DRIVES 


1. Minimum space required. 2. Positive speed. 
3. Rugged ... long-lived. 4. Smooth starting 
and running. 5. Vibration eliminated. 
6. Less maintenance. 7. Less adjustment. 


8. Quiet. 9. Clean. 10. Easy on bearings. 


| XUM 





GES 
IVES 


speed. 
farting 
ated. 
fment. 


arings. 


MARCH, 1931 


MILL SUPPLIES 





e¢ 
Mace 


THOSE ENGINES 


LIGHTER? 


...50 they even hollow-drilled the bolts 


—< all possible excess weight,” was 
the order received by the engineers of a 
famous airplane engine manufacturer. 

Weight was eliminated. They even drilled 
holes in the barrels of the bolts to make them 
lighter, reaching the minimum weight com- 
patible with the necessary strength. 

These hollow-drilled bolts, excellent ex- 
amples of engineering skill, made the famous 


engine lighter and thus contributed to 
greater efficiency. They were strong 
and they were light; made of a high- 
grade, special alloy steel. They were 
a distinct credit to the intelligence and 
craftsmanship of eminent airplane en- 
gine designers and machinists. 

Cost was not a primary considera- 
tion. These bolts were expensive be- 
cause of the high cost of drilling the 
hole vertically through the head and 
barrel of each bolt. The work was done 
slowly, carefully, in the engine com- 
pany’s own machine shop. 

The bolts cost 64 cents apiece, and 
eleven of them were used to bolt every 
engine together. 


oO" day, an R B & W salesman 
called at the airplane engine fac- 
tory. He believed he might be able 
to save the company money on engine 
bolts, and took one of the 64-cent 
bolts to the R B & W Engineering 


Service Department. 


After a consideration of the problem, 
the salesman was able to sell the en- 
gine makers a standard R B & W Bolt, 
without the expensive drilled hole, 
which possessed these outstanding 
advantages: 

1. It weighed only half as much as 
the former drilled-barrel bolt. 

2. It possessed greater strength than 
the drilled-barrel bolt. 

3. Itcost 4 cents, instead of 64 cents, 
a not unwelcome saving. 

Since 1845 R B & W has been amass- 
ing specialized knowledge of bolt and 
nut usage and requirements in all 
branches of industry. If you have a 
bolt or nut problem, or think there is 
a possibility of improving your present 
practices, we probably have the answer 
already worked out for a similar prob- 
lem elsewhere. 

Executives, engineers, shop men and 
purchasing agents are invited to write 
us about their bolt and nut require- 
ments. No obligation. 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


PORT CHESTER, N. Y. 


ROCK FALLS, ILL. 


CORAOPOLIS, PA. 


SALES OFFICES AT 
Philadelphia Detroit Chicago San Francisco Los Angeles Seattle Portland, Ore. 
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The U. S. Flexible 
Now the World’s 





U. S. Rotary 
Ordinary 


Impartial tests by promi- 
nent engineers (names on 
request) prove the genuine 
superiority of the new U. S. 
Flexible Shafts that makes 
these shafts easiest to sell— 
and most profitable. 





The ball bearing hand piece and lighter 
weight insure cool, accurate performance. 
Shown here dressing up castings. 


EVER before have flexible 
shafts been so easy to sell 
—and so profitable! That 


is, for distributors specializing 
on the new U. S. Flexible Shafts. 
They embody a host of new fea- 
tures long wanted by the thou- 
sands of flexible shaft users: 
Greater flexibility. Lighter 
weight. 








One test alone demon- 
strates this: In actual use, 
U. S. Rotary Files (mill cut) 
outlast ordinary files eight 





Cooler, easier, vibra- 





tionless operation, etc. All making for utmost 
accuracy, faster production, better results, 
lower costs. 















For instance, U. S. Flexible Shafts run on bear- 
ings through the full length of the housing! Slide 
couplings in casing take up all end play! Rotary 
files are mill cut and have twice the life of any 
other! SIX different speeds from 1,000 to 6,000 
r.p.m. are obtainable! The core is by far the 
strongest made! Many other features are equally 
superior. 

Below, just a few U. S. Rotary Files 
(one-half actual size). All are mill 


eut and outlast ordinary files a 
hundred per cent! 
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Features! 
Shaft Machines 


| Fastest Sellers! 














Files Outlast 
Ones 8 to l 


times! They outrun their 
nearest competitor two to 
one! Anybody can prove this 
to his own satisfaction if he 
wishes. 


The smoother, vibrationless opera- 
tion gives operators complete con- 
\ trol of the tool. Shown here re- 
\ grinding a die under a hammer. 


What a powerful sales 
point for you! And what an 
opportunity for profitable re- 
placement business! Read 
the facts below. Wire or 
write today for the complete 
story. 


The U. S. Flexible Shaft line 
is not only unusually profitable 
in sales as factory equipment, 
but it also brings very attrac- 
tive replacement orders. A full 

line of files, rasps, engraving 
4 et ~~ tools, grinding wheels and rolls, 
polishing pads and brushes, ar- 
bors and other attachments are 
big repeat sellers. 











You can supply every need for flexible shafts, 
too, for the U. S line is complete. U. S. Flexible 
Shaft Machines range from 4 to 3 H. P., and come 
in all styles of mountings: Overhead or vertical. 
Trolley. Floor or stand. Bench or horizontal. 
Every one built ruggedly for long, hard service— 
equal to all other U. S. products that have been 
“The Good Mechanic’s Choice” for over thirty 
years. 





There is hardly any hand work which cannot be done better e e 

and quicker with U. S. Flexible Shafts. Oil Grooving (as Write or wire today for 

— — oS a ee ee ‘ 

a ° fe » ete. n in S S sas 
we a7 tie U. S. Distributor’s Proposition 





THE UNITED STATES 


DEPT. H, 2498 WEST SIXTH ST., 


Export Sales Representatives—WESTINGHOUSE ELECTRIC 
Canadian Division—MAPLE LEAF 
British Distributors—THE B. E. N. PATENTS, Ltd. 


ELECTRICAL TOOL CO. 


CINCINNATI, OHIO, U. S. A. 
INTERNATIONAL CO.—150 Broadway, New York City 
ELECTRIC TOOLS, Ltd.—Toronto 

92 Tottenham Court Road, London, W. 1. England 
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SAFETY 





O small, flat, steel binder bars are firmly swedged to 
each hook and run the entire length of the strip. 


To use Safety Belt Hooks cut the two binder bars the 
desired length for the belt to be laced. Special nip- 
pers are in each box... Then lace the belt in the cus- 
tomary manner. 


When laced, the binder bars remain firmly fixed to every 
hook so that each hook must stay in its exact position 


and stand its pull and equal share of wear and strain. 
Safety Belt Hooks stop belt hook accidents because there 


can be no loose hooks to injure hands. 


All strips are twelve inches long (84 hooks). Twelve 
strips, six high-quality rawhide pins and a special nipper to 
cut the binder bars, in each box . 


Write for sample strip. 


SAFETY BELT-LACER COMPANY 
SECTION H, FACTORIES BLDG., TOLEDO, OHIO 





With each box of Safety Belt Hooks 
you get a specially made pair of 


nippers for cutting steel binder place when the strip is straight- 
bars. Eliminates waste and pro ened. Steel Binder Bars prevent 
tects hands. loose hooks. 





Put Safety Belt Hooks to this ex- 
treme test. Every hook will be in 





Safety Belt Hooks cannot be bent 

or destroyed even by unusual pres- 

sure. Steel Binder Bars hold each 

hook in perfect alignment. Waste 
is eliminated. 


Perfect alignment of hooks certain 
Prevents end hooks breaking loose. 
damaging machines and injuring 
hands. Flush fitting of bar with 
belt reinforces connection. 


BELT HOOKS 














XUM 


MARCH, 1931 MILL SUPPLIES 9 








ROUND STEEL WIRE BRUSHES AND 
FLAT STEEL WIRE BRUSHES « « « 


an important part of the great 
Milwaukee Industrial Brush Line 


5 tae brushes illustrated on this page are - 
only a small part of the very complete 
Milwaukee Industrial Brush line, which includes 


all types of bristle, fibre and wire brushes, either 


























Com 


specifications. 





MEANS “BRUSH EXCELLENCE” 














hand or power operated. But every item is an 
THE MILWAUKEE LINE} sits DISTRIBUTOR PROFITS 
Reeisiens important one for the distributor, with extensive Real profits for the 
Brooms sales possibilities. Study the complete Milwau- eer br 5p 
nae . : : portunities with the 
Bristle kee Industrial Brush line in Catalog No. 29. Pilwaukee Industrial 
) : Brush Line. Every 
Fibre (If you haven’t a copy, just ask for one.) > fig oe, 
Wire It will show you clearly what a complete brush cm = — = 
— ‘oO omer ol 
Hand service you can offer your customers when you Milwaukee brushes, 
Pp repeat orders will 
stained represent Milwaukee. Besides, we’re prepared flow in. 
to manufacture special brushes according to 





ee 





THE MILWAUKEE BRUSH MANUFACTURING Co. 


764 TO 790 SOW STREET 





MILWAUKEE 





WISCONSIN 
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Jobbers 


When you handie SKF 
Transmission Equipment 
your salesmen have the 
most complete line of Ball 
and Roller Bearing Pillow 
Blocks to offer to their 
customers for every type 
of application—and they 
are all self-aligning. 


SS UNIT PILLOW BLOCK 
for applications where 


simplicity of installation is desired 





SS SPLIT PILLOW BLOCK 
for normal and heavy duty 
standard applications 





SCS’ ROLLER BEARING PILLOW BLOCK 
for the most severe applications 
in industry. 


SSF FAN BOX 
for universal use 
on majority of 
fans and blowers 


exacting requir ts of 


SSS” UNIVERSAL PILLOW BLOCK 
adaptable for the varying and 


ke 


applications 





A NEW COMPLETE 


LINE OF SKF PILLOW BLOCKS 


OMPLETE bearing units ... 
housings and bearings... in 
variety to meet every need and 
produced up to KNOWN Ss 
standards of quality. 


SSS Pillow Block housings 
are made with the same atten- 
tion to essential detail that is 
characteristic of SSF Anti- 
Friction Bearing Production. 

Designed to meet the lubri- 
cation needs of the bearings... 
machined to FIT the bearings 


to the exacting requirements of 
good performance... these hous- 
ings, coupled with the bearings, 
offer you the advantage of a 
perfectly coordinated bearing 
unit that will measure up in 
every way to time-tried stand- 
ards of performance. 


And where performance takes 
preference over price, there is 
an &3fS Bearing and Housing 
.-. for every need. Write for 
more details now. 


SKF INDUSTRIES, INC., 40 East 34th Street, New York, N. Y. 


SKF | 
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Say “‘Sure we have 
that in stock”’ 


when ecustomers ask about 
these new Starrett Tools 


Shops are interested in new Star- 
rett Tools. They know that every 
new Starrett is developed to take 
care of a troublesome situation 
somewhere—a trouble that they 
are very likely having themselves. 
That’s why it pays to stock the 
new Starrett Tools and keep your 
customers acquainted with them. 


Write for extra copies of Starrett 
Catalog No. 25 “EG”. 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 

Steel Tapes—Standard f: 


or 
Athol, Mass., U.S.A. 






RReo 
prRe, = 






















eeler Stock in 
No. 666 


Junior Cylinder 
Gage No. #52 AA 











O As 


i 
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HYDROSTATIC TEST 
400 LBS. ON BODY 
ed LBS. ON SEAT 


STED : 
GU JENKINS BROS “BY | Wal | 





















A Jenkins Policy 
that gains your 
customer’s 
confidence 


HEN the jobber sells Jenkins 
Iron Body Gate Valves, he 
serves a confident customer. Valve 
users know that the name Jenkins 
means uncompromising quality. 


Through the efforts of Jenkins Serv- 
ice Representatives and Jenkins pub- 
lication advertising, valve buyers 
have been familiarized with the 
advantages of Jenkins “Certified” 
Gates. Every valve is individually 
tested, identified, and certified. Each 
valve catalogs itself. A glance tells 
the valve ratings for steam-oil-water- 
gas. 


These are the valve advantages which 
your customers want. Jenkins adver- 
tising directs valve buyers to their 
supply houses. Can you give them 
these modern valves? Write. 


*Facsimile of certified brass plate car- 
ried by Fig. 326, Jenkins Standard Iron 
Body Gate Valve, stationary spindle. 


, 


JENKINS BROS. 


80 White Street 524 Atlantic Avenue 133 No. Seventh Street 
New York, N.Y. Boston, Mass. Philadelphia, Pa. 

646 Wash. Blvd., Chicago, Ill. 1121 No. San Jacinto, Houstm, Texas 
JENKINS BROS., Limited, Montreal, Ne London, Soros 
Factories: Bridgeport, Conn.; El Canada. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 





*CERTIFIED FOR SERVICE 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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Analyzing the Market 


The first step in Mill Supplies’ Market Deter- 
mination Plan calls for a thorough study of 
industrial plants in the territory served 








locality? What annual volume 


a nutshell, is what MILL CHART ae | of sales are you getting from 


ELL known products in tial customers are there in your 
S known markets. That, in DISTRIBUTORS MARKET ANALYSIS : 










































































SuppPpLiEs is advocating through [[ wousrus | cts | ata Pomme femaees each type of plant? What is 
its Market Determination Plan, | Tt —1 3-1 i aeotaeeee the potential? 
announced last month. a ee To assist distributors in main- 
The day h ape | 008 aini > | ining thi 
_The day has passed when a {- —} $$ a gee fa er taining a record containing this 
distributor can expect to get by as es essential data, MILL SUPPLIES 
with slipshod sales methods. — will furnish the Market Analy- 
U 4 ; ae ay Ee Cae ae a ca * 1 his 
sers today are not buying; f t {24.000 | 22000} sis Chart* reproduced on this 
they’re being sold. Distributors — +—— } page. When filled in, as indi- 
have got to recognize this fact : t= Re seas cated here, you have an excel- 
and set up their organizations ao lent picture of your market. At 
to meet the trend of the times. - | — pf a glance, you can check actual 
The Market Determination Plan = ——— sales with potential sales, cus- 
will help distributors keep step = 7 i eT tomers with prospective ones. 
with changing conditions. rene t ee se This chart can be used in two 
“But how shall we go about f—>— 2 aos aoe ways—for a general analysis of 
putting your Plan into effect?” ——— ——— gross sales of all products or an 
you may ask. Is it a compli- = ee) = individual analysis of the mar- 
cated procedure? Does it entail ———— ket on specific products. 
. 4 1__4F 4A Pe 20CC | ot ad . . 
considerable expense? ———— so This is but the first step in 
The Plan is neither compli- f { t } | the Market Determination Plan, 
cated nor expensive. It calls = je ee but a vital one. Many distrib- 
for hard work, sensible manage- | = t [| 2} ae utors already have the data 
ment, and thoughtful planning. foe te oe ee ames Soa called for, or at least a portion 
The first step in putting it into | nme [Seems Ft Seeercos seein of it. Tabulate this informa- 
operation necessitates a_thor- |. foes tion on the Market Analysis 
h itory SS Chart. Then you are ready for 
oug Ba - oe territory —- gt et pte art you =~ 7 “ 
served. Ow many plants are |_| =m = rae }—7e a 1500 | 1a.006 the next step which wi e 
there? What kind of plants seme snomnet Sesmnea = Sone eS fully explained next month. 
are they—automotive, textile, ~... peas ee —— : 
nal i +? H a *Mitt Suppties will furnish dis- 
Letrariataetpeer ay, ae ore __ Sa Seee 8h bee tributors with copies of the Market 
customers? How many poten- eee 9s er 279 200 1907, 207) Analysis Chart free.Write for them. 
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Number five in a series of arti- 
cles pointing out sales oppor- 


Increasing 
Pump Sales 
by SPECIALIZATION 


HAT is the indus- 
trial distributor’s 
market for pumps? 
Is it big enough to warrant 
specialized sales effort? 
How about the profit to be 
made by concentrating on 
the sale of pumps and kin- 
dred lines? Is the poten- 
ital large enough to bear 
the burden of increased ex- 
pense which a real program 
of specialization calls for? 
Mitt Suppties has just 


completed a nation-wide investigation concerning the 
marketing of pumps which goes a long way toward 
supplying the answers to these important questions. 


In order to give a definite 
comparison as to the results 
to be obtained by specializ- 
ing as opposed to non-spe- 
cializing, let me cite a spe- 
cific example of two dis- 
tributors operating in the 
same territory. Each of 
these distributors is well es- 
tablished and adequately 
financed; in fact, neither 
has any decided advantage 
over the other so far as 
opportunity is concerned. 
Yet, the first distributor, 
while doing but 60% as 
much volume on pumps as 
the second distributor, se- 
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The question, ‘‘Does it pay 
to specialize on pumps,’ 1s 
answered very definitely in the 
affirmative by a nation-wide 
investigation just completed 
by Mill Supplies, in which is 
brought out the fact that 
specialized sales efforts boost 
business 84.7% on the average 


By H. W. BARCLAY 


Research Editor, Mill Supplies 
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| Average Inventories and Sales Reported 
by Distributors 


Product Average Average Increased 





Stock Annual _ Sales in 
Sales 5-Year Period 
Steam pumps........ $954 $2,414 None 
| Hand pumps.......... 592 1,917 47% 
Automatic water 
systems .............. 923 3,571 92% 
Centrifugal pumps 758 2,337 66% 
Power reciprocat- 
| ing pumps.......... 740 2,112 80% 
| Rotary pumps........ 259 411 67% 



























28% of Distributors 46% of Distributors 26% of Distributors 
reporting employone reporting pump sales carry partial 

Or more specialists 
and sell 63% of  salesmenand do3I% only © % of total 
the total sales 


sell through general stocks and sell 


of total sales sales reported 





cures a net profit 14% 
greater. 

A very peculiar situation, 
is it not? However, there 
is a very definite reason 
why this condition prevails. 
Distributor number one is 
doing a specialized job of 
selling. Distributor number 
two is merely taking orders 
at a price. Here are the 
real facts of the case. 

The first distributor em- 
ploys two special salesmen, 


who sell pumps, air compressors, electric motors, pipe, 
valves, fittings, pump leathers, belting, lead pipe, pump 
valves and other products usually required to complete 


a pump installation. In 
other words, these men sell 
complete jobs. 

His competitor, on the 
other hand, sells through 18 
general salesmen, all of 
whom take orders for 
pumps whenever a prospect 
is in the market, and they 
can quote the lowest price. 

As a result, the first dis- 
tributor gets the bulk of 
the business from buyers 
who want the best pump in- 
stallation for their purpose ; 
while the second gets or- 
ders from buyers who want 
cheap pumps that will an- 
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ing costs can be reduced by replacing an obsolete or 
inefficient pump with a modern, efficient one. Original 
cost and technical features of the pump do not influence 
purchasing nearly as much as do facts proving lower 
operating and maintenance costs. 

Securing sales information of this character, how- 
ever, is not always a simple job. Frequently it has 
been necessary for distributors’ salesmen to observe 
individual installations over a long period of time to 
get the facts. Because of this situation many distrib- 
utors have organized their pump sales by departments 
or pump specialists. The results obtained by industrial 
distributors, who have so organized their efforts as to 
do a real specialized sales job, have been unusually 
satisfactory. 

Average sales of non-specialized distributors handling 
pumps, for example, show an average annual stock 


This pump supplies cold water from a deep well for con- 

denser service in a manufactured ice plant. It has paid for 

itself through economy in operation and increased efficiency 
in the plant. 


swer the general description of poorly written specifica- 
tions. 
The essential difference between these two distrib- 


utors is this. The first sells guaranteed pumping service 
for which buyers are willing to pay a fair profit. The 
second sells price entirely, and his report shows that 
buyers in his territory are not willing to pay much of 
a profit to a distributor operating on such a basis. 

The biggest asset to any salesman who aspires to do 


a real job in selling pumps and allied lines is a com- Practically every cable manhole requires a drain pump. 
prehensive knowledge of how maintenance and operat- Watch new buildings for this kind of business, 


In this paper mill an extensive aeration, coagulation, sedimentation, and filtration plant was required to remove turbidity and correct 
acidity and alkalinity at different seasons. Three low-lift pumps draw water from the river, force it through aerator nozzles and at 
the same time mix it with a soda and alum solution for coagulation; while three high lift pumps force the filtered water through the mill. 
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turnover of approximately 1.7, while 
the turn-over of specialized distrib- 
utors averages 3.7. In other words, 
the specialized distributor, on the 
average, sells more than double the 
volume of the non-specialized dis- 
tributor. Furthermore, he generally 
secures a larger net profit on the 
business. 

There are two general classes of 
trade which are good prospects for 
pump orders. The primary and 
largest market exists in the replac- 
ing of obsolete or inefficient pumps 
in general industrial use. The second 
market consists of new opportunities 
which are constantly developing. 
This business frequently must be 








Oil refineries and natural gas plants offer an excellent 
market for pumping units to handle oils, gasoline, 
napthas, and water. 
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Service stations and indus- 
trial plants servicing their 
are prospects 
for rotary pumps. 


own trucks 








Bulk oil stations are large users of rotary pumps and present a market well 
worth cultivating. Here is a four-pump unit installation. 


secured from small industries and contractors. Often 
this group is made up of prospects not regularly con- 
tacted by distributors’ salesmen. 

Every plant which is isolated from high pressure 
water service is a prospect for a pump order at regular 
intervals. The life of a pump used on this service, of 
course, depends largely on local water conditions, the 
care taken of the pump in maintenance, and the length 
of the operating period. Mines frequently replace 
pumps annually or even oftener, depending upon the 
ability of the pump to stand up under 
the corrosive effects of mine-water. 
Nursery plants, greenhouses, and ir- 
rigating companies are other good 
pump prospects. The uses for pumps 
in the oil producing and distributing 
industries have been expanding rap- 
idly and new sales opportunities are always coming up 
in this field. 

Selling pumps to any of these buyers requires a thor- 
ough knowledge of operating conditions. Specialized 
salesmen can secure the necessary information while 
general salesmen frequently cannot. The pump special- 
ist, of course, aims to sell pump installations. This 
means that, in addition to selling pumps, he secures 
orders for the additional supplies required to install 
them. The cost of these supplies frequently equals or 





PROFITABLE PUMP MARKETS FOR 
DISTRIBUTORS 
Percentage of 


Industries Mfrs. Reporting 


Increasing Sales 
} Oil wells, pipe lines, refineries, bulk oil stations, 


| service stations ......... eee erecessccsvess seeccsees 73% 
| Food products plants, dairies, canning factories, 
cheese factories, beverage plants............-++eee0+ 61% 
Laundries, dry cleaning plants, institutions, hospitals... ... 67 % 
} — quarries, sand and gravel pits............+..0.: 58% 
| Cold storage plants, refrigeration plants, ware- 
| houses and public buildings...........-...--e.s-e0e- 41% 
Dredging, road building, irrigation, sewer and 
} GEE ELLIO LETTE APT 27% 
Power plants, pumping stations, filtration plants, 
sewerage disposal plants, and municipal WINS 6 oaceces 26% 
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exceeds the cost of the pump itself, and in almost every 
case the margin of profit is so attractive that the com- 
bjned order of pump and supplies actually is secured 


at a lower sales expense than the average incurred in , 


selling a general line of supplies. 

There is a widespread tendency in many industries to 
eliminate privately operated power plants, replacing them 
with central station power service. When an individual 
plant makes such a change, new pump business is 
created. Every steam operated pump in the plant, for 








PROSPECTS BY INDUSTRIES FOR DEEP 
WELL PUMPS 





Asylums, hospitals, and sanitariums.................. 7,699 
SIR SUUMMENRUEIOUD «5c. bcce cect etsuceeeseveeee 414 
SS OE ED a nig.0 65-9 9 0.0 .0:0:5'9 210 6. 0 soe Seed 1,197 
I etre cate aris Sing 5a.<,4.6. bra $0,604.05. Sema nemmeee 2,590 
IIL ice a 6re'a-o.0:sie e066 sew eee adewes es 260 
Chemical and acid manufacturers...............es000: 815 
| EE ANE eee ee 
rere pir eperyrees Syn eneraner sne 7,649 
ee ee rr er 5,174 
6 enki hike anead a+ 'es4e eee em tnnt. ene eney 1,707 
SE a on nc 50 66.6-45.6.06 00 05:6. 0:000s 0a5 1,964 
Electric light and power plants...........--..eeeeeees 7,719 
Land improvement companies. .......ccccsccccccceese 4,387 
paneeneee EOI ee 1,598 
OE BR rr ere ee 
I EIN, 0:5 6 6th eewbeeitegnceceeeneen 6,325 
Oil producers ........ 3,492 
Pulp and paper mills.. 896 
Rubber goods plants. . 851 
Sand and gravel quarries tinal ait RR ease eae 2,940 


Steam railroads, pumping stations, round houses and 


SN I Ss 6.6 v5. 60.0 vb 4004.00:00:900000 0005 847 
Steel and iron manufacturers. ...........cceccecesees 1,007 
NOOR TET eT Cr eT ee 406 
I MO anne 5-4.54d dn ee bee bbore hte 233 


Towns and villages (Over 5,000 Pop.).........seeeee> 1,613 
Public works plants, filtration plants and pumping 








SOOO CCE ETO TTC CTT 288 
NN a cutaensiaig ce ahAcdd 40090 9E4 4S SORES EO CORED 2,161 
Pe SIONS 5. 5 ainc kccdddarevevcsseorsscese 1,344 

















example, has to be changed and replaced with an electric 
motor driven pump. Thus, by carefully following up 
the work of power salesmen operating out of local public 
utility offices, distributors’ salesmen can often secure 
many valuable leads which, if followed closely, can be 
developed into orders. 

Many distributors, who are doing a specialized sales job 
on pumps, find it helpful to augment the work of their 
salesmen with direct-mail advertising. 
One distributor, for instance, covers 
60% of his pump prospects by mail, the 
less important ones, of course, thereby 
releasing his salesmen for work on the 
larger customers. Some plan of follow- 
up advertising is generally necessary, for 
there are always a large number of pros- 
pective pump buyers in a territory on 
whom salesmen cannot afford to call 
regularly. In many cases, distributors 
report, the mailing of attractive pro- 
motional pieces not only keeps their 
names before a large number of pros- 
pects whom they could not hope to con- 
tact in any other way, but also has proved 
very helpful in developing repeat busi- 
ness from old customers who require 
occasional small orders of pump valves, 
repair parts and other supplies. 

A summation of our survey on pumps 
answers very definitely the question as to 
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Buildings—office, store and others—are good prospects for 
fire and water supply pumps. 


whether or not it pays distributors to specialize. Twenty- 
eight percent of the distributors cooperating with us in 
our investigation sell 63% of the business reported. 

These distributors employ one or more pump special- 
ists. The average increase in sales brought about as a 
result of specialization is 84.7%. The minimum increase 
was 10% for a distributor who changed to specialized 
selling during 1930. The maximum increase was 300%. 

The principle of specialized selling, so far as pumps 
is concerned, is economically sound. It reduces sales 
expense, and increases net profits. The user secures bet- 
ter service ; the manufacturer better representation. Dis- 
tributors who follow a carefully planned policy of 
specialization in developing their pump sales will find it 
a sure way to increase net profits, and net profits after 
all, are the very lifeblood of any business. 





Iowa Machinery and Supply Company, Des Moines, has proved that dis- 

playing and demonstrating pumps increases sales. This display is unusually 

complete and even when customers are not in the market they often stop 
long enough to give the salesmen a good lead to follow up later. 
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River and harbor commissions, light-house service departments, and government departments operating marine equipment, dry 


docks, dredges, boats, or marine repair shops buy considerable industrial supply items. 
the Mississippi River Barge Line at St. Paul, Minnesota. 


Pustic LNsTITUTIONS- 


Here is shown the river terminal of 


More than $100,000,000 of industrial supplies 
are purchased annually by public institutions and 
distributors have an instde track to most of this 


r \NHERE is an average of 
more than 50 public insti- 
tutions for every distrib- 

utor in the United States. This 

includes hospitals, water-works, 
filtration plants, sewage disposal 
plants, pumping stations, boards 
of education, city, county, state 
and national governmental pur- 
chasing offices, river and harbor 
commissions, and important irri- 
gation and reclamation commis- 
sions. As a market for indus- 
trial supplies, these institutions 
represent an aggregate purchas- 
ing volume of more than $100,- 
000,000 annually, exclusive of 
equipment purchases. 
Distributors have an important 

competitive advantage over di- 

rect-selling manufacturers in 

dealing with city, state and 
county institutions. In Minne- 
sota, for instance, many institu- 
tions of this kind make a definite 
effort to purchase from business 
houses paying taxes in the state, 
rather than from sources of sup- 
ply outside of the state. 

Arthur G. Hopcraft, commis- 
sioner of purchases and supplies 
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important business 





“Distributors take care of our essential re- 
quirements and we consider them of primary 
importance to the maintenance and operation 
of municipal institutions,” says Arthur G. 
Hopcraft, commissioner of purchases and 
supplies, Cleveland. “ In industrial supplies 
alone, our annual volume of business amounts 
to almost three-quarters of a million dollars 
and practically 80% is bought at home from 
local industrial supply houses.” 


for Cleveland, expresses an atti- 
tude which is typical of the 
larger municipal purchasing de- 
partments when he says: 

“A community benefits by pat- 
ronizing its local supply houses. 
These concerns are a part of the 
local industrial community. 
Often, they have been in busi- 
ness in the community for a long 
time and probably will continue 
for many years to come. There- 
fore they are a very essential 
part of the commercial life of 
any city. Their success helps 
that of the community at large 
which, after all, is dependent 
upon the success of individual 
concerns. 

“Patronizing local distributors 
means that any profits secured 
from the business will help to 
increase the amount of money in 
circulation locally. Because these 
concerns maintain salaried em- 
ployees, the income of the com- 
munity as a whole is increased. 
Orders placed with manufactur- 
ers located in distant industrial 
centers, on the other hand, do 
not benefit Cleveland tax-payers 
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PRODUCTS % TO TOTAL PURCHASES 


Power transmission supplies and belting................... 1.9% 
ee ee ee ee rere 1.1% 
RN DEUS GRNNUIINR. .. vis o.i.c05c0 sc ovelcves bee nsee’s 9% 
een, GO Oe No occ cleeentedenvaleeece 7% 
| pny «MN ~~ WINI gos y  S 8 oc cc sa wiki v6 lw ssedepeed 3.3% 
| TIN I a 6h oS tas orcs aver ilo nd abr a mTroreratt 11.2% 
Picks, shovels, axes and wheelbarrows.................00- 2.1% 
SE er ee ee 6.1% 
Valves and parts, exclusive of A. W. W. A. valves........ 5.7% 
EE, IIE IN oy an os bhikt dow eda wwelnaesseaneo <% 1% 
I cat orig as id Mireles bak 9A We io Cai hr SANG de, WH-:K 6 Aiden hve Aoi ee 1.2% 
Bebiders hardware, locks, hinges... .i...cccccceccccccccses 3.6% 
Nuts, bolts, nails, screws, CAP screws.......ccasccscccccer 1.7% 


This analysis, based on 1930 reports, shows the relative demand 
for industrial supplies in a plant of this type. The items bought are 
representative of purchases which will be made by any sewage dis- 











Industrial Supplies Purchased by Chicago Sanitary District 


PRODUCTS % TO TOTAL PURCHASES 


es el SN I MINI 6. icin.. 5.< ow vielglhn aga GOn-o0.0 ROS 11.8% 
ES Cache ee pe RaDOe> vv sn camer eek Wetec 8.7% 
Asbestos pipe covering and cement..............0..55. 1.4% 
SO EE EP ET Pe ree 9% 
Pumps (exclusive of plant equipment)................ cae eee 
Machinery and tools for repair shops..................0000: Z 


Chain and electric hoists and parts...... cc. cccccccccesccccs 
Hose and mech. rubber goods................ 
Materials handling equipment, repairs and parts. 
Oe ee Ee eer ree 

Metal shop furniture, storage bins, lockers...... 
poe oe err eee 
Miscellaneous 







posal plant, pumping station or filtration plant operating steam power 
plants. Salesmen who follow up municipal business should compare 
this chart with their actual sales. 

















in the same way. Therefore, we patronize the Cleve- 
land supply houses which are set up to provide for the 
needs of Cleveland industries. In industrial supplies 
alone, this annual volume of business amounts to almost 
three-quarters of a million dollars and practically 80% 
is bought at home. 


66 HERE are still other advantages to dealing with 

local distributors,” continues Mr. Hopcraft. “Their 
salesmen can render a very essential service to the institu- 
tions that go to make up the municipal departments of our 
city. It is often true that the type of employees retained 
for maintenance of public institutions frequently come 
into employment through political influence. These men 
are usually of a different type than those employed to 
perform similar tasks in privately owned industrial 
plants. Usually these men need to be educated as to 
the merits of products used for maintenance purposes, 
and methods of using them most economically. Indus- 
trial supply salesmen often render invaluable service in 
helping us work out this problem. They keep city em- 
ployees well informed on products and methods of 
using them. Frequently, they make special efforts to see 
that employees have actually used products as suggested, 
endeavoring to correct any misapplications. This type 
of assistance from distributors’ salesmen, obviously, is 
one of their most important assets. 

“The direct advantage of buying from distributors 
most noticeable in the purchasing department has to do 
with adjustments and complaints. The distributor is 
anxious to straighten out any differences quickly and 
equitably, because he is a resident of the city and has 
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A WORTHWHILE MARKET 


for DISTRIBUTORS 


a direct interest in its welfare. Manufacturers selling 
direct, however, frequently do not have local distribution 
or service facilities and therefore are unable to make 
adjustments with the same efficiency because they are 
so far removed from the actual problem that it is diffi- 
cult for them to come to a decision. 

“This fact brings up the most obvious of all advan- 
tages. Distributors are always on the job representing 
manufacturers whose lines they handle. They work 24 
hours a day to provide us with the best kind of service. 
It is not feasible to expect a direct-selling manufacturer 
to give equal service. Because first-class service is avail- 
able from distributors, it is possible for us to function 
efficiently in all departments with a minimum of supply 
stocks on hand. Many purchasing agents overlook the 
fact that they can actually save maintenance and oper- 
ating costs by letting distributors carry stocks for them, 
instead of attempting to maintain stocks of their own. 


¢¢ J N Cleveland all departments are operated on appro- 

priations, which are split up by departments on a 
monthly basis. Thus, each department orders minimum 
requirements based on a monthly period. By the time 
a requisition comes in from a department, and the for- 
malities of taking bids completed according to regular 
procedure, there is so little time left that it would be 
practically impossible to order supplies from distant 
sources of supply and get them soon enough. There- 
fore, it is very essential to have stocks of supplies imme- 
diately available. Because distributors’ prices are com- 


*Number five in a regular monthly series of articles, deal- 
ing with distributors’ markets, 
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What Hospitals Buy for Maintenance Purposes 
ENGINEERING SUPPLIES 


I id citacaland donee a Nou Gay ele dee prod anaes we elie Mwai Shieas 
OR: tle ena once wle cient Sa dead eet nee ce 
Boiler Compound (drums). 
Calcium Chloride (drums) 
DL on eceabaGewws atiehkiodaeneddaticninceescartenc ws 
Electric lamps 
Electric fans 


Graphite (lbs.) 
Grease (lbs.) 
Hose (ft.) 

SS a ee eae 
Pipe cleaner (Ibs.)........... 








Ce CONNER, (cc ccccteeceboscetive wee ee eel 935,700 
EE thes ata neue WeSae peer wrens eames wath eeeaaels 586,000 
Soa eel Can etec nian Gehan coeuuealeseeundhawen ei 915,000 

Pedbplvdutheesdiad we ceaeh aes 644k e CEs Meedeese ck 89,00 

PAINT SHOP SUPPLIES 
NS SS ES Se Pe Pee ee ee 46,100 
ES a hoo 0 ste aes 6 ars og dai sica abe arew we Oe OR 3,458,400 
i Ciel ot ss de ceasing genbanheteenamne beeen 213,300 
I A I nao hea wah oieiy ob a C ONles-e MeKes-4'6ueeelsn 76,900 
I 0 Sido gc dandiere paw a wwd ale eb eedwe 50,000 
RE ENESREE 96 22 RE ei eS i een eee 48,000 
cca da dc eavicegernedaw Hew eR es. aees es .08ee 416,900 
oo oon caus oe ke dew he wad och eohed 5,764 
A a Na, Sein skank eh Ee ek Re Ce mes 48,000 
Bee ie acer CRRA OA See ORL RE SHOE OEE 67,250 
ra wr Me Wigiisho.ecnalale nS wed Milnes 46,100 
Turpentine if Godda Geen re eee ehtadeceeeucanecs 172,900 
EY bia tia ae Dh realnaed eee enka ee auee ee sun 251,700 
White my M ibe } satiate dice tp patil: GL 0a 4. tally amine apie Coe 192,100 
MISCELLANEOUS SUPPLIES 

SG NON 6556-9:6:0 5-00.04 5606s ecicbee ss haretsoorneesie 329,400 
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Brushes, floor 
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POE EE ETT ECE ERT ETRE Cle er 

NE, MONG cic ce cctad ents IIA Nehaorrn tees + 33,725, "000 
Brass RIEL, dcitnc wenaaaeee terete’ Uae maa 329,400 
Soap, cleaning compound, walls, floors (Ibs.)............ 64, 624,000 
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CD crscegendees ¢6God caster vennncersens een 68,625,000 





How a billion dollar maintenance budget is divided by 7,317 
| hospitals. Statistics do not include state, county, city or govern- 
; mental institutions, prisons, workhouses, and asylums, which also 

purchase large quantities of these products. Other products regu- 
| larly purchased but not itemized by total annual purchases include : 
| nuts, bolts, and screws; 


pipe and fittings; packing, gaskets, and 
mechanical rubber goods ; 


and metal shop furniture. 














petitive and their products of high quality, they answer 
our essential requirements and we consider them to be 
of primary importance in the maintenance and opera- 
tion of municipal institutions.” 

Mr. Hopcraft expresses facts which should be of 
tremendous significance to all distributors. He speaks 
from long experience as a purchasing agent, and having 
been formerly president of the National Association of 
Purchasing Agents, he expresses a trend of thought 
which is typical of that encountered among progressive 
buyers of today. Individually, many other municipal 
buyers have expressed themselves similarly. Even oper- 
ating men in municipal institutions have indicated that 
they fully appreciate the value and importance of serv- 
ice from distributors. Fred Walter, superintendent of 
the Detroit Filtration Plant, for example, says, “Local 
concerns are entitled to first consideration and they get 
it in Detroit. An outside manufacturer who tries to 
get business from city institutions in competition with 
local distributors is choosing a rocky road to business.” 

Distributors’ salesmen should make the most of their 
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advantages in selling public institutions. 
Mr. Hopcraft, 


According to 
institutions need the cooperation of 
salesmen to work with maintenance men in. getting the 


best service out of supplies. Salesmen should carry out 
this responsibility in selling institutions, and strengthen 
the close relationship which it will produce. 

The purchases of individual institutions are fre- 
quently small, but in the aggregate they make up an 
important part of the market for industrial supplies. 
The greatest difficulty encountered by salesmen in se- 
curing orders from public institutions develops through 
the formality of submitting competitive bids and the 
resulting political problems of securing full considera- 
tion for proposals after they have been submitted. 
There appears to be only one solution to this problem 
and that is to follow up every proposal personally to 
see that bids have received fair consideration. Usually, 
mechanical department heads will cooperate to see that 
satisfactory supplies are purchased. Frequently they 
write specifications for materials in such a manner that 
products will be acceptable to them only when they 
meet specific standards. This helps eliminate unfair 
practices which are apt to crop out when specifications 
are written broad enough to include several different 
makes of products. 


EVERAL distributors who follow up municipal bids 

regularly have reported that their salesmen have 
been unusually successful in securing business. One well- 
known Illinois supply house secures average sales of 
more than $3,000 per month from institutions alone, and 
its salesmen report that the political angle of securing 
this business is the least important of all the factors 
involved. Politics is rapidly losing ground because of 
the increased attention paid to methods providing for 
maintenance and operating economy. 

Standardization is becoming more and more impor- 
tant as a factor in determining purchasing practices. 
Government departments have recognized the need for 
standardization in mechanical equipment so as to secure 
advantages of interchangeability of parts. The U. S. 
Engineers in the War Department office at Rock Island, 
Illinois, follow a definite standardization policy. It is 
apparent, therefore, that increased emphasis upon the 
importance of standardization would help salesmen to 
overcome many of the difficulties encountered in selling 
institutional buyers. 


The charts on pages 19 and 20 should be studied care- 
fully by distributors. Comparing actual sales to potential 
sales existing in institutions may reveal new sales op- 
portunities. A distributor located in one of the south- 
eastern distributing centers recently secured considerable 
new business on chain hoists by making a special effort 
to sell institutions. His experience on this line awak- 
ened him to opportunities for selling other specialties, 
and, as a consequence, his institutional sales have in- 
creased over 300% in one year. 

Distributors who have overlooked their opportunities 
for selling institutions should check this market, for it 
is an important one. All distributors have natural ad- 
vantages in competing for this kind of business and 
those who will recognize and supply the needs of insti- 
tutions for special service will find their efforts well 
rewarded with increased profits. 
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Sales Preparedness 
that gets the 
BUSINESS 


“* *Plan your work and then work 
your plan’, is a slogan we aim to 
live up to’’ 


BASEBALL manager never 
A sends a pitcher into the box 

“cold”, because, without the 
necessary warming up and prepara- 
tion, the key-man of the game is 
only 50% efficient. Furthermore, 
his preparation must be mental as 
well as physical. While he is lim- 
bering up his arm in the bull-pen, 
his mind is busy running over the 
character of his prospective opposi- 
tion and planning his method of at- 
tack. He knows both the strong 
points and the faults of the team he 
is to face. He knows what kind of 
balls they have been hitting, and 
plans his work accordingly. 

It is equally important for the 
industrial supply salesman to be 
prepared at all times and to make 
his bid for orders on the basis of a 
definite plan—a plan constructed 
from a knowledge of his customer’s business and its re- 
quirements. He must also include in his preparation 
sufficient knowledge of the goods he is selling to meet 
those requirements promptly and intelligently. 

There are a great many ways in which to prepare for 
a successful approach. Everyone in the house can con- 
tribute something to better the chances of the men on 
the firing line. In the program of preparation, there 
are two divisions: 1. The plans of the salesmen who 
actually bring in the business; and 2. The steps taken 
by the house to back up its salesmen’s efforts. 

The first of the house’s duties is to furnish the sales- 
man with a good set of 
“tools” — salable mer- 
chandise, catalog, up-to- 
date prices, literature.- 
leads and any special in- 
formation necessary. We 
want our men to be fully 
armed and ready in all 
ways to answer custom- 
ers’ questions, doubts, 
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Says C. W. KRUEGER 


Vice-president and sales manager, 
The Western Iron Stores Company, 
Milwaukee 


LANNED SALES EFFORTS, 

based on a knowledge of what is being 

sold, plus a thorough understanding of 

the prospect’s characteristics, methods, 

and requirements, will bring about 
profitable results 


and special requirements as they 
come up. 

Next, it is the duty of the house 
to maintain a permanent record of 
what has taken place in the sales- 
man’s contacts with the trade. This 
includes a definite picture of the 
plant’s operations, requirements, 
buying and supervising personnel, 
and all purchases made. We keep 
this data on one card and no sales- 
man has to depend on his memory. 
By referring to our card record he 
knows when to bear down, when to 
offer new articles, and when to go 
after business which was not avail- 
able when the entry was made. 

Another means of paving the way 
for our men, and one we take very 
seriously, is seeing that they get the 
right kind of help from both our 
own specialists and those from the 
factories who come into our territory to give us a lift. 
Although all our men have made special studies of cer- 
tain items, they cannot be experts on every line, so tech- 
nical assistance is always welcome. 

We now have three specialists or sales engineers who 
concentrate on seven important specialties. The work 
of these men gets us business which otherwise might 
slip away. They can do this not only because of their 
specialized knowledge, but also because they can get on 
the job in a moment’s notice. Our regular men cannot 
be in several places at once and the fact that they can 
call on the specialists for assistance is a big help. In 

' this connection, we have 
found the routing of the 
sales engineers a very 
important matter. We 
take especial care not to 
have them dogging the 
footsteps of the regulars. 
Instead, they travel in a 
manner which avoids du- 
plicat- (Turn to page 94) 
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SELL 


“Every buyer, of course, is in- 
terested in getting his money’s 
worth but that does not neces- 
sarily mean buying at the lowest 
possible price.” 


NDUSTRIAL USERS do not want the lowest 
| possible price at which an article may be sold. This 

statement may appear radical to salesmen who take 
to heart the lusty howls of customers who insist that 
your price is out of line and that other houses are offer- 
ing the same goods cheaper. However, it has been my 
experience that many customers of this class may be 
educated out of this attitude. Many more already 
realize that a house cannot be the cheapest in town 
and still render the best service. 

If this were not true all industrial distributors in a 
town, save the cheapest, would be forced out of busi- 
ness. Dependable service, 
honesty, and a knowledge 
of the buyer’s problems are 


VALUES4 


There’s a real distinction between the 
terms value and price although frequently 


users confuse them 


By F. J. MCDEVITT 


Salesman, Casanave Supply Company, Philadelphia. 


ter how low a price is offered, the buyer always feels 
that he might have done even better had he held out 
a little longer. Also there is always a question in his 
mind as to whether some other buyer isn’t getting a 
better price than he. 

I recall well an experience I had with a large buyer 
of industrial supplies who had just moved to Philadel- 
phia. Several other salesmen had gotten to this man 
before I made my first call. The greeting I received 
went something like this. 

“Well,” he growled sarcastically when I introduced 
myself, “I suppose that you also represent the biggest 
industrial supply house in the city.” 

“No sir,” I told him, “I don’t represent the biggest 
house in the city. But did you ever stop to think that 
a big house can be mighty small or a small house mighty 
big? If service counts with you in rating a house, I 
am sure you won’t find a bigger one than ours. All I 
ask is a chance to prove it.” 

He thought that over, then smiled a bit and became 
human. It seems that he was in the market for a 

; variety of articles that were 
not ordinarily carried in 
stock, but he placed an 








far more important than a 
slightly lower price. 

Buyers respect salesmen 
who will stand up for fair 
prices, and this, all will 
will agree, is absolutely es- 
sential to successful selling. 
If you lose one profitless 
order, but still maintain the 
respect of the buyer, you’re 
ahead of the game, for an- 
other chance will come and 
when it does the buyer will 
be more favorably inclined 
than ever toward placing 
his order with you. 

The fellow who sympa- 
thizes with the buyer, when 
told that lower prices are 
in order, and offers to “talk 
it over with the old man” 





‘* Buyers respect salesmen 
who will stand up for 
fair prices and this is 
absolutely essential 
successful selling. If you 
lose one profttless order, 
but still maintain 
respect of the buyer, 
you're ahead ofthegame, 
for another chance will 
come and when it does, 
the buyer will be more 
favorably inclined than 
ever toward placing his 
order with you.”’ | 


order on the assurance that 
I would deliver everything 
he needed. 

You will note that serv- 
ice, not price, was the key 
to that opened the door to this 
account. The buyer was 
looking out for the interests 
of his company, and while 
he would have resented be- 
ing overcharged, he knew 
that good service does not 
come with profitless orders. 

It was not long before 
this buyer began to trust 
me with details regarding 
orders. On one occasion he 
ordered a complete black- 
smith outfit. “Just make 
it a complete outfit with 
everything a man needs,” 
—— was his instruction. 


the 








is never trusted. No mat- ——— 
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“[T went to work on that order and never 
before was there such a complete outfit sold 
by our house. I happened to be there when 
the order was delivered and naturally was 
anxious to know what his reaction would 
be when he saw what an extraordinarily 
complete outfit he was getting. 

He looked over the assortment of big 
hammers, little hammers, tongs, and stocks 
for every possible job, Then he turned on 
me with a smile and said, ““You’ve certainly 
furnished a real outfit. I appreciate your 
cooperation very much.” 

A point in selling that has enabled me to 
maintain a reputation for service is to make 
a personal delivery once in a while. Occa- 
sionally a customer will want an order of 
about $.80 worth of goods, but he will want 
it just as badly as the largest order he ever placed. If 
possible on these occasions, I rush out with the order in 
my own car and hand the goods to the customer per- 
sonally. If he is not there I see to it, in a quiet way, 
that he finds out I am sufficiently interested in his busi- 
ness to make the trip myself. 


GUARANTEE of satisfaction is another impor- 

tant aid in selling, and this can be given where 
quality goods are sold at a fair price. I recall one inci- 
dent of this kind in which a contractor wanted to buy 
some shovels, but did not want to pay the price for a 
good grade, because he maintained that his men were 
naturally careless with them and that a good shovel is 
no better than the cheapest if it is abused. 

Naturally I took the stand that a good shovel would 
not only last longer, but would enable a man to do a 
better day’s work. As considerable business hinged on 
our getting an initial order from this man, I offered to 
place some of my shovels on the job with the under- 
standing that if they did not last longer and do better 
work than his regular ones, he would be under no obli- 
gation to pay for them. 

He thought he had me hooked on that one, so gave 
me an order. Now it happens that I make it a practice 
of contacting the men who actually do the work. I 
cultivate their acquaintance because, in addition to the 
fact that I enjoy their friendship, they can often give 
me helpful sales information. 

So when the shovels arrived, I simply told the men 
about the details of the agreement and reminded them 
that they could help me by using ordinary care in 
handling the shovels. 

At the end of the specified time, the buyer and I made 
a check up. He probably expected to find the mangled 
remains of shovels that had been run over by trucks 
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While I do not practice “back-door selling” by attempting to go over 
the head of the purchasing agent, I do keep on friendly terms with the 
men in the plant who actually do the work. 


and otherwise abused, but he was doomed to disappoint- 
ment for it was revealed that every shovel was in good 
condition. Of course an order went through for the 
rest of the shovels the customer had agreed to buy. 

It will again be noticed that price in this instance 
was the objection raised by the customer, but that an 
explanation and a proof of values overcame it. This 
is typical in most cases where customers object to buying 
items on the ground of price. They are really thinking 
of value and thus confuse the terms. 

Having a specific item to offer a prospect is one way 
of getting attention. Let me illustrate. I walked into 
a prospect’s office one day intent on talking shovels. 
[ had a sample with me which I proceeded to show him. 
“It’s the cheapest shovel on the market,” I said. 

“How much?” he wanted to know. I gave the price 
and he laughed in my face. “Why I am not paying 
nearly as much for shovels now, and here you tell me 
you have something cheaper. How come?” 


667 STILL claim I have the cheapest shovel,” I in- 

sisted. Then I showed him why a man could do 
better work with this perfectly balanced tool, why it was 
made to last longer, and other points that made it a really 
cheap shovel when the amount of service it would give 
was taken into consideration. The interview ended with 
my procuring a shovel order which marked the begin- 
ning of a worthwhile account. 

This latter incident was just further evidence to me 
that selling values—not price—is the most important 
factor in building permanent business. 

Every buyer, of course, is interested in getting his 
money’s worth, but that does not necessarily mean buy- 
ing at lowest price. As a matter of fact, values rather 
than price are what users are really interested in and it’s 
up to us salesmen to see that they get what they want. 
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“WHo's WHO 


W. P. MARS 


President, W. P. and R. S. Mars Company, Duluth 














HE career of W. P. Mars is a 
practical argument against the 
present-day popular contention 
that men over 50 are “out” so far as 
efficient business activity is concerned. 
For, at the age of 57, W. P. Mars 
started his own business and now, at 
65, he is its active head. 

Born in Chicago in 1866, he at- 
tended the public schools there until 
he was 15 years of age, when he 
moved with his parents to Marinette, 
Wisconsin. After a few additional 
years of schooling, it was necessary 
for him to go to work, so he secured 
a job in the machine shop of the 
Marinette Iron Works Company. 

Two years later he moved to Flor- 
ence, Wisconsin, where the Marinette 
Iron Works Company operated a 
branch. His stay there was short- 


Frorcep, at the age of 55, 


to give up business because of poor health, 
W.P. Mars remained in retirement no longer 
than he had to. 
regained, the urge to get back into business was 
so great that, with his son, he organized his own 
company. 


Two years later, his health 


Today, at 65, he is the active head 


of a steadily growing business 








lived, because a fire destroyed the plant 

and he was transferred back to Mari- 

nette. A year or two later he was placed in complete 
charge of the machine shop in the Menominee, Michi- 
gan, plant. 

About this time the northwest was rapidly building 
up and young Mars was sent to Duluth to construct and 
establish another foundry and machine shop for the 
Marinette Iron Works. 

At the age of 27, with several years of practical expe- 
rience behind him, he went to Virginia, Minnesota, 
where iron ore had just been discovered. Here he went 
into the mining machinery and supply business with 
F. M. and L. L. Prescott. These three men organized 
the Prescott and Mars Company, handling pumps, boil- 
ers, hoists, drilling machinery and other necessary 
equipment to supply explorers and prospectors who 
opened up what is now known as the great Mesaba Iron 
Range. 

Five years later the partnership was liquidated and 
Mr. Mars returned to Duluth, where he became asso- 
ciated with the Marshall-Wells Hardware Company, in 
charge of its mining and railway supply department. 
That he did a good job for Marshall-Wells is evidenced 
by the fact that some years later he became vice-presi- 
dent and continued in that capacity until 1923 when ill 
health forced him to resign. 

The next two years Mr. and Mrs. Mars lived in Cali- 
fornia, where Mr. Mars took steps to regain his health. 
He soon recovered and feeling he still had many pro- 
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ductive years left to give to the industry in which he 
had grown up, he and his son, R. S. Mars, organized a 
partnership to distribute industrial, mining and railway 
machinery and supplies. Two years later in 1926, the 
company was incorporated under the name of W. P. 
and R. S. Mars Company. 

Sales specialization has been a prime factor in the 
success of the Mars Company. Because of its location 
in iron mining territory where the demand for welding 
equipment and supplies is already great and steadily in- 
creasing, the company has put forth concentrated sales 
efforts on this particular class of merchandise with capi- 
tal success. 


R. MARS says work is his only hobby but it has 

been rumored by his friends that he very seldom 

misses a good baseball game and has been quite an ardent 
fisherman up to the past few years. 

During his many years as an official of Marshall- 
Wells Company, he was a member of the Board of 
Directors of the National Pipe and Supply Association, 
and is now an enthusiastic member of the Duluth Cham- 
ber of Commerce, Rotary Club, the Shrine, Scottish 
Rite, Knight Templars and other civic and social or- 
ganizations. 

Mr. and Mrs. Mars have four children. At present, 
two of the sons are associated with Mr. Mars in the 
business. 
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How I Sold Him Something More 





A SPECIAL VISE SOLVED THIS PROBLEM 
Irregular work in the drill press offered a problem to 
this customer until we sold him a special vise made espe- 
cially to hold irregular work. 





A NEW WHEEL BROUGHT BETTER RESULTS 
In checking up grinding conditions, I found that the cus- 
tomer was not using the most effective grain and grade of wheel 
for the material he was grinding. After proving that our 
recommendations would bring about greater efficiency, we got 
his business on that line. 





BRONZE BUSHINGS SAVED MONEY 


Another item, on which I found we could offer a 
saving to our customer, was bronze bushings. Not only 
did our bushings last longer, and work better than those 
he had been using, but the quality was such that only 
1/16 of an inch had to be cut from the outside of the 
bar to prepare it for use. 
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Published by The Osborn Manufacturing Co. 


Advertisement) Copyright 1031 


OSBORN “BRUSH CONSCIOUS’ 
DISTRIBUTORS ARE BUILDING 


BIGGER BRUSH BUSINESS 


Worthwhile gains in brush volume are secured by Osborn “Brush Conscious” 
Distributors. Even in 1930, increases up to 50% over 1929 are matters 
of record. 4 These successes are extremely gratifying as they confirm 
Osborn’s confidence in the Mill Supply business. Osborn Distributors 
are to be congratulated for their successful efforts in 1930. 4¢ Said 
one distributor—and his comments are typical—“The Osborn line was 
one that gave us a marked increase in 1930 which everyone knows 
was a pretty tough year.” ¢ What's the answer? Briefly, there are three: 





No. 1—Recognition of the potential market for 
Osborn Brushes. 


No. 2 — Specialized Sales efforts to build up that market. 


No. 3—The greater Osborn Plan of Co-operation with 
Mill Supply Distributors. 


The following concerns recently joined the ranks of Osborn “Brush 
Conscious’ Distributors — 


THE E. A. KINSEY COMPANY 
Cincinnati, Ohio 


WESTERN IRON STORES COMPANY 
Milwaukee, Wis. 


THE INDUSTRIAL SUPPLY COMPANY 


Terre Haute, Ind. 


Hand in hand with the new development of the Mill Supply business moves 
the Osborn Plan to help Distributors build their market for Osborn Brushes. 








GENERAL OFFICES AND MAIN PLANT SALES BRANCHES 


5401 HAMILTON AVENUE THE OS80RN MANUFACTURING COMPANY EN YORK CHICAGO LOS ANGELES 
CLEVELAND, OHIO, U.S. A ee, DETROIT ~~ '7~ SAN FRANCISCO 





































































































Every Customer is a Prospect for One 


The Osborn “brush conscious” Distributor knows that every customer he 
serves has uses for one or more types of Osborn Brushes. The drawing, 
therefore, is a composite of all customers’ needs for Osborn Brushes—some 
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KUN aN s HE POTENTIAL MARKET for Osborn Brushes 
VA 4) is graphically illustrated by this composite 
~ | ‘h \\ -< ™ i drawing. All industrial plants are represented 
_ 27) —~ /¢ SNS as one plant in which all types of Osborn 
\ 1 4 las A . Brushes are in use. 
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‘One or More Types of Osborn Brushes 


using all types—others one or more types. 4 The sum total of this business 
means VOLUME and Osborn stands back of every Osborn Distributor 
and his salesmen to help make the Osborn line an outstanding leader. 
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The buyer who purchases Osborn Brushes is getting the most for every dollar invested, 


You Save on Brush Purchases 
by CONCENTRATING on Osborn Brushes 


In one move, the industrial buyer who centers his purchases 
of brushes on the Osborn line, gains these advantages. 


1. Concentrates responsibility in the quality line of Osborn Brushes. 


2. Assures that every dollar spent for brushes will return excellent 
brush service. 


3. Assures that every brush purchased is the correct combination of 
materials and design to match job requirements. 


4. Simplifies purchasing of brushes and saves valuable time. 


There's an Osborn Brush for practically every industrial maintenance and 
production job that a brush can do—priced right and built right to deliver 
greatest service at least cost. 


THE OSBORN MANUFALTURING LOMPANY 


INCORPORATED 
5401 Hamilton Avenue . Cleveland, Ohio 


Sales Branches. New York, Detroit, iia San Francisco, Los Angeles 





Wire Wheel Brushes 
Wire Scratch Brushes 
Floor Brushes 


Paint and Varnish Brushes 
Push Brooms 

Upright Bass Brooms 
Rotary Brushes 

Special Purpose Brushes 


Counter Brushes 
Window Brushes 











This advertisement appears in the March issues of national business 
magazines read by buyers and prospective buyers of Osborn Brushes. 
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You get what you wart 
when you want it: 


Interest in the campaign is being stimulated by an active magazine and direct-mail program. 


Merchandising Committee 


Reports 


T the February 9 meet- 
Ans of the Joint Mer- 
chandising Committee of 
the Mill Supply Business held 
in Chicago, the progress of the 
research work was reviewed, 
the advertising program dis- 
cussed, methods of securing additional subscribers gone 
into thoroughly and plans made for presenting the mer- 
chandising program to the coming triple convention in 
Washington. 

R. M. Gattshall, chairman of the advertising commit- 
tee, went into detail concerning the advertising efforts 
being put forth. Four direct-mail pieces have been pre- 
pared and are being sent out once a month to distribu- 
tors and manufacturers who are prospective subscribers. 
In addition, space is being taken in the February, March 
and April issues of Mitt Suppriies and Mill and Fac- 
tory, Illustrated. 

In the absence of F. M. Archer, chairman of the re- 
search committee, D. W. McAllen and H. W. Barclay 
summarized the progress being made on research. Re- 
turns from questionnaires to 2,000 distributors, 3,000 
manufacturers and 5,000 users have been excellent. A 
tremendous fund of pertinent information has been 
gathered in this manner. In addition, up to the time of 
the meeting, 121 personal calls had been made on users, 


Plans for presenting entire 

program to the triple con- 

vention in Washington now 
being worked out 


Progress 


manufacturers) and _ distrib- 
utors in various sections of the 
country, augmenting materi- 
ally the data procured by mail. 
By the time of the convention 
300 personal calls will have 
been made. 

In his report for the finance committee, Carl A. Chan- 
non reported that 193 subscribers totalling $61,477.48 
tu be paid in over a three-year period had been received. 

Several group meetings have been held of recent 
months to explain the merchandising program and se- 
cure further support for it. Alvin M. Smith, secretary 
of the southern association, has held a number of suc- 
cessful meetings in the south. As a result of these meet- 
ings, 19 new subscribers were obtained. 

A very successful meeting, attended by 58 distributors 
and manufacturers was held in New York City Febru- 
ary 16, with D. W. McAllen in charge. Several new 
backers for the campaign unquestionably will be pro- 
cured as a result of this get-together. 

New subscribers, not already reported by Mitt Sup- 
PLIES include Columbus-McKinnon Chain Corporation, 
Tonawanda, New York; Carolina Supply Company, 
Greenville, South Carolina; Interstate Machinery and 
Supply Company, Omaha, Nebraska; Lombard Iron 
Works and Supply Company, (Continued on page 92) 
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Make Your Reservation Now for the 
Triple Convention 


COMPLETE REPORT of the activ- 
A ities of the Joint Merchandising Com- 

mittee of the Mill Supply Business— 
the research work accomplished, advertising 
done, and future plans—will be the keynote 
of the coming triple convention of the South- 
ern, National and American Associations. 


That alone should be enough to assure the 
record breaking attendance, which, advance 
reservations indicate, will be in Washington 
for the meeting April 27, 28 and 29. 


But many other interesting and construc 
tive features will be found on the programs 
of each of the three associations. For ex- 
ample, the subject of market determination 
will be thoroughly discussed. Then, too, sev- 
eral “groups by industry” meetings of man- 
ufacturers will be held. In these meetings 
the situation surrounding the particular prod- 
ucts concerned will be gone into thoroughly. 
One entire joint session of manufacturers and 
distributors, of which there will be three, 
will be given over to a discussion of distrib- 
uting conditions concerning 22 major lines. 
Distributors and manufacturers alike will 
have an opportunity to voice their opinions. 


In addition to the tremendous fund of per- 
tinent information which will be made avail- 
able to those present at the convention, 





another important factor which should prove 
a magnet, is the opportunity to meet with 
hundreds of fellow distributors and manufac- 
turers, talk over mutual problems, exchange 
ideas, and get to know each other better. 


To miss out on this year’s convention 
will mean the passing up of an opportunity 
to obtain a fund of constructive information 
concerning industrial distribution; to get the 
other fellow’s point of view, all of which will 
mean money in your pocket. 


It’s important to you and your industry 
that you be in Washington next month for 
the convention. Make your reservation now. 


Will the Manufacturer Cooperate 
in Determining Markets? 


ae OUR Market Determination Plan is 

Veo constructive. It points the way 

to more productive sales effort and 

no progressive distributor can afford to 

overlook its profit possibilities. I'm for the 

Plan 100% and will do all I can to put it 

into effect, but what about the manufac- 
turer? Will he cooperate?” 


That's a logical question for any distrib- 
utor to ask in connection with the Market 
Determination Plan announced last month 
in Mixx Suppuies. For this Plan is a cooper- 
ative one in every sense of the word. Man- 
ufacturers have a definite responsibility as 
well as the distributor. They must provide 
the distributor with data on their products 
which will enable him to visualize his mar- 
ket and train his sales guns where they will 
be most effective. 


Will the manufacturer do his part? Of 
course he will. Many manufacturers already 
are cooperating by whipping into shape in- 
formation concerning specific uses for their 
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products in particular industries—informa- 
tion which will be made available to distrib- 
utors as rapidly as possible. Additional man- 
ufacturers are pledging their support every 
day, too. 


The advertising pages of this very issue 
offer convincing proof that the manufacturer 
will do what is expected of him. 


The extent to which any distributor can 
or will profit by carrying out the Plan, there- 
fore, depends largely upon how his own or- 
ganization functions. In other words, the 
distributor must write his own ticket so far 
as the results to be obtained are concerned. 


What About Your Responsilibity? 
C LOSER COOPERATION between 


manufacturer and distributor is abso- 
lutely essential if conditions in the 
mill supply industry are to be improved. 


How many times that warning has been 
sounded! How many conventions have 
harped on the subject! How many manvu- 
facturers and distributors have voiced their 
approval! 


All of us connected with industrial distri- 
bution know that “cooperation” has been the 
keynote of more conventions than any other 
one topic. It has been the most talked-about 
subject in the industry. But aside from a lot 
of conversation about cooperation, little has 
been accomplished. 


Now cooperation is a great thing in any 
field of endeavor. Particularly is it desirable 
in the mill supply business. But merely talk- 
ing about it won't bring much in the way of 
results. Results are obtained by action, not 
conversation. 


But why, you may inquire, has there been 
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such a wealth of talk about cooperation and 
a dearth of action? 


The answer is simple. Up until just re- 
cently there has been no organized plan 
available to permit manufacturer and distrib- 
utor to join hands in a cooperative movement 
to promote the business interests of the 
industry. 


All this is changed now, however. The 
Joint Merchandising Committee of the Mill 
Supply Business has developed a definite con- 
structive plan, which not only makes action 
possible, but absolutely necessary. 


If all distributors and manufacturers who, 
in the past, have talked so lustily about close 
cooperation, would just assume their share of 
the responsibility in getting behind the com- 
mittee’s program, the improvement in indus- 
trial distributing conditions talked about and 
hoped for so long would soon be a reality. 


Ceo 


On What Lines Shall We 
Concentrate? 


() NE of the most important questions 


which faces the distributor operating 

under Mitt Suppuies’ Market De- 
termination Plan is that of choosing lines 
upon which to concentrate sales efforts. 


There is no set rule on this question, of 
course. A line on which it would pay one 
distributor to specialize might be entirely un- 
suitable for another. It is up to each dis- 
tributor to decide for himself just what lines 
are worthy of specialization and how many 
lines can be handled on such a basis. 


Market and profit possibilities, plus man- 
ufacturers’ cooperation, should be the decid- 
ing factors in making a decision as to the 
choice of lines to be sold intensively. 


TOONAMI A 
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hats Being Said About 
DISTRIBUTION 


Pertinent Comments on Timely Topics 


Lower Margins 

N DISCUSSING the marketing of 

institutional supplies, John M. 
Anderson, Edinburgh, Scotland, raises 
the point recently in The Institutional 
Jobber, that cutting the distributor’s 
discount reacts unfavorably for both 
the manufacturer concerned and the 
distributor. His remarks show that 
the problems of distributors in Eng- 
land are no different from those of 
distributors in this country. 

The inevitable consequence of low- 
ering discount margins is to remove 
the incentive for the distributor to 
push individual lines. Eventually, he 
is attracted to lines of competitive 
manufacturers who offer more sub- 
stantial discounts and, as a result, the 
value of the distributor as a market- 
ing organization is nullified so far as 
the manufacturer who has narrowed 
his discount margin is concerned. 


ene 


“Spot Stocks”’ 
66 ODERN MERCHANDIS- 

ING requires ‘spot stocks’,” 
says J. H. Frederick, Warton School, 
University of Pennsylvania, in a 
pamphlet recently issued by The 
American Warehousemen’s Associa- 
tion. “The carrving of strategically 
located ‘spot stocks’ by manufacturers 
has within recent years become of in- 
creasing importance. By ‘spot stocks’ 
is meant stocks of goods which are 
shipped by the manufacturer and held 
or stored as his property at a center 
where the manufacturer feels the 
goods will be needed to supply con- 
sumer demand.” 

It is questionable whether the use 
of “spot stocks” is essential on lines 
handled by industrial distributors. A 
survey by MILL Suppties shows that 
during the past 20 years, distributors’ 
stocks have been greatly enlarged. 

Stock turn-over, however, has in- 
creased only .3 since 1911. At present 


it averages about 4.1 times per year. 
Considering the comparatively slow 
rate of stock turn-over, it is obvious 
that “spot stocks” are not of primary 
importance in this field of distribution. 


ewe 


Market Analysis 


N AN ANNOUNCEMENT of 

the creation of an industrial mar- 
keting division in the Bureau of 
Foreign and Domestic Commerce, H. 
C. Dunn, Chief of the Merchandising 
Research Division, is reported by 
Sales Management, to have said: 
“The movement of industrial mate- 
rials represents a volume estimated at 
$35,000,000,000 annually. These are 
the goods that go into industry as 
well as those that are used by the 
factories. The importance of this 
work is indicated by the various esti- 
mates of losses and waste in the field 
largely due to inefficient distribution 
methods. These preventable losses are 
estimated at several billion dollars a 
year, but present data are not suffi- 
cient to enable distributors to prevent 
them by properly analyzing their in- 
dustrial markets. This work is de- 
voted to a single purpose—to furnish 
manufacturers and distributors with 
the means of scientifically adjusting 
their merchandise and their methods 
to present-day needs.” 

While Mr. Dunn has not specific- 
ally mentioned it as a part of the 
responsibilities of this division, he 
probably has the manufacturer as well 
as the distributor in mind when he 
says that present data are inadequate 
to enable distributors to analyze their 
markets. 

For distributors, market analysis 
can be handled in two ways. Sales 
analysis based on a study of invoices, 
can be used to determine the compari- 
son of volume of sales by products, 
and by percentage of profit compared 
with sales expense. This type of 
analysis is of great value in checking 


inventory and sales expense losses. 
Another method, and one which is 
of great practical value to the dis- 
tributor, involves the cooperation of 
manufacturers. It consists of a de- 
tailed analysis of the supply needs of 
the distributor’s customers by prod- 
ucts and by service requirements, to 
determine the selection of products 
for which there is a broad market, 
and upon which the distributor can 
profitably specialize. By this method, 
the comparative value of sales oppor- 
tunities on new, improved lines of 
products can also be determined. 
The most difficult problem facing 
distributors today is that of determin- 
ing what products to sell and where 
and how to sell them. Manufacturers 
are largely responsible for the seri- 
ousness of this problem for they have 
often developed modern products, but 
have not known where or how to sell 
them. Because of their own lack of 
knowledge, obviously, they could not 
furnish distributors with proper sales 


‘information. When distributors failed 


to show any interest, because they 
were unable to visualize a market, 
the manufacturer frequently laid the 
blame at their doorstep instead of 
his own. Added educational data on 
the uses for their products in indus- 
try must be provided by manufac- 
turers before distributors can be ex- 
pected to function at maximum effi- 
ciency. 
ewe 


Sales Policy 

ECAUSE VARIABLE and 

intangible human factors com- 
plicate the problem, analysis of dis- 
tribution costs is a more difficult task 
than analysis of production costs, 
says F. R. Goodell, in Printer’s Ink 
Monthly. He suggests the application 
of “the gravity idea” in marketing by 
manufacturers, who are confronted 
with problems of rising costs of dis- 
tribution. (Continued on page 92) 
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ESTABLISHED 
IN 1886 





HESE Penberthy Products are used 
throughout industry and are consist- 
ently recommended by operating men 
who have long been familiar with the 
Penberthy record for dependable service. 


Penberthy Products are sold exclusively 
through the jobbing trade and assure the 
supply house that stocks them a steady and 
profitable flow of business. 
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Have You Heard ‘That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Lewis Supply Increases Lines, 
Personnel 


GOOD many changes have 
been made in the Lewis Sup- 
ply Company, Memphis, 


since coming to Memphis in Oc- 
tober when the E. C. Atkins 
and Company supply business at 
Memphis was taken over. The com- 
pany is now handling the following 


lines: Dodge Engineering Corpora- 
tion transmission line; Black and 


Whitman and 
3roderick and Bascom 


Decker electric tools; 
Jarnes drills; 


wire rope; New Bedford cordage; 
Thornhill rotary skein wagons; 
Wheeling Steel Corporation pipe, 


sheets, and wire products; George 
W. Moore and Company conveyor 
and elevating material for oil mills; 
and Detroit Graphite Company 
paints. 

New sales manager for the com- 
pany is W. R. Peete, recently with 
the New Bedford Cordage Company, 


Chicago, and formerly manager of 
Crane Company, Memphis, and the 
N. O. Nelson Manufacturing Com- 
pany, Memphis. 

Lewis Supply is continuing to op- 
erate its store in Helena, Arkansas, 
and has added four new salesmen, 
which makes a total of ten salesmen 
traveling out of the two stores. 


*x* * * 


A Mill Supply Family 
C. W. Peat and Sons of 2735 First 


Avenue, South, Seattle, certainly rep- 


resent a clan. The three owners of 
this company are C. W. Peat, C. E. 
Peat and A. E. Peat; and the young- 
est one of the lot, A. A. Peat, is local 
manager at the Tacoma house, which 
is known as the Tacoma Industrial 
Supply Company. This company em- 
ploys two salesmen working out of 
Seattle and two out of Tacoma. Be- 
tween the two houses they cover all 
of Western Washington. 





. ; 


Joseph Winship, vice-president of the Fulton Supply Company, Atlanta, is at the left 


in this picture. 


With him are: T. G. Eubanks, service manager; George Vest, sales- 


man; R. H. Trammell, manager machinery division; W. M. Lane, price clerk; E. C. 
Rae, salesman; W. G. Archer, stockman; and J. W. Still, W. B. Botts, L. H. Calloway, 
W. A. Calloway, and J. W. Tillinghast, all salesmen. 


Armstrong Supplies Reestab- 

lished After Fire 

G. R. Armstrong Manufacturers 
Supplies, Incorporated, Boston, is 
now established at 145 High Street, 
where it moved immediately after 
fire destroyed its old building at 130 
High Street on January 20. The 
move was effected in time for busi- 
ness the following morning. 

With the cooperation of the man- 
ufacturers whose products the com- 
pany handles, and friendly competi- 
tors in Boston who offered their stock 
to fill orders coming in during the 
first few days, the company was able 
to carry on its business as efficiently 
as usual. 

* * ok 


New Supply House in Amarillo 

A. C. Rynders of the White Star 
Company, Wichita, Kansas, and R. 
I. Plott have opened a store at 609 
Fillmore Street, Amarillo, Texas, to 
be known as the Star Equipment 
Company. 

According to Mr. Rynders, the 
company has a very complete line 
of elevator and mill supplies, and 
wood-working and transmission ma- 
chinery. 

x ok * 


Scallan Supply Opens New 
Department 

A safety first department to be 
operated under the direct supervi- 
sion of Robert E. Scallan, has been 
opened by The Scallan Supply Com- 
pany, Cincinnati. Safety appliances 
of all kinds will be distributed, in- 
cluding Dayton safety ladders, fire 
extinguishers, safety ladder shoes, 
oily waste cans, watchman’s clocks, 
safety goggles, safety gasoline cans, 
respirator gas masks, and safety 
clothing. 

The new catalog being distributed 
by Scallan has a large section de- 
voted entirely to safety appliances. 
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“BUY if ERE THE DUTTRinu+cn SS 


George is waiting for Henry! 
Henry waits for George 


Your Committee 1s waiting 
for both George and Henry 


OUR COMMITTEE took you at your word. 

You said you wanted action. The Committee 
spent time and money—and plenty of it—to eliminate 
conversation and make a plan of action. The plan is 
now ready. All it takes is that which you alone can 
give. Funds. Not much is needed from anyone—some 
is needed from everyone. That, together with the help 
of yourself and your sales force, will turn the trick. 


You personally will benefit—your industry will benefit. 


Have you Subscribed? 


Bount MERCHANDISING COMMITTEE 
of the MiILt SupepLy BUSINESS 


Representing an ever-increasing number of the leading Manufacturers 
and Distributors of Mill Supplies 


ADDRESS CORRESPONDENCE TO THE SECRETARY — 916 CLARK BUILDING — PITTSBURGH — PENNSYLVANIA 
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Mill and Mine Supply 
in New Home 

Mill and Mine Supply 
Company, Seattle, Wash- 
ington, has a new home in 
one of the most modern 
and well laid out build- 
ings in the northwest ter- 
ritory. It is well away 
from the old machinery 
wholesale district, so that 
there is plenty of parking 
space, and the company 
can have a spur from the 
Northern Pacific. 

The building has 180 
feet of frontage on 
Fourth Avenue, South, an 
arterial thoroughfare, and is 270 feet 
deep on Lander Street. It is of con- 


crete construction one story high ex- 
cept for the corner, which is two 
stories. The lower floor of this 


corner part is largely given up to 
offices and display room showing a 
small exposition of the numerous 
lines for which this company is dis- 
tributor. Part of the display is ma- 
chinery and equipment set up on the 
floor and part is in the form of large 
display boards which are mounted on 





= 
é 


the walls on two sides of the room. 

In the warehouse the latest prac- 
tice in the arrangement and han- 
dling of stock have been followed out 
with particular attention to lighting, 
so that everything is out in racks or 
bins or on the floor where it can be 
seen, thus eliminating dark, mussy 
corners. Several entryways for 
trucks are provided, each with an 
incline in one-half of the driveway, 
so that high or low trucks can be 
backed up to the platform and be 


conveniently level with it. 

Heavy cable reels are 
pulled in on the floor di- 
rect from the car and han- 
dled with special reels and 
cables with the minimum 
of manual labor. 

This company does a 
large business with log- 
ging camps and saw mills, 
mines, contractors and in- 
dustrials. The organiza- 
tion, including the Port- 
land branch comprises 
some 50 people in all ca- 
pacities. 

The photographs shown 
on this page display 
various parts of the new Mill and 
Mine Supply Building. At the top 
is a view of the entire building show- 
ing the frontage on two streets. Be- 
low is a picture of part of the main 
office and display room. This room 
is located in the corner of the build- 
ing. In the lower part of the page, 
is shown some of the wall displays 
featured in the display room. Sub- 
jects of these exhibits range from 
logging blocks to saws, 
wheels and rubber goods. 


grinding 



































LYNX BELT AFFORDS THE DISTRIBUTOR 


nm unequaled opportunity 
for protits? 





Es 
e 
; HE duck is different, the rubber is 
4 different, the way it is put together 
i“ is different. Although others have en- 
deavored to produce a similar belt, 
m none have been successful in produc- 
,- ing its equal. This gives the distributor 
S, of Lynx Belt an offering entirely out- 
n- ay side the competitive class. 
ni ON There is no drive too hard for this 
OY belt. It wins out over the best belts of 
- eis other makes and types, on the most 
; difficult drives. Its superior endurance 
- under the most trying conditions has 
Ly been proved over and over again, in 
nd actual service, and in the most severe 
op laboratory tests. 
all Lynx Belt so far surpasses other 
3e- “best” belts in length of service, and in 
wi freedom from repairs and take-ups, 
ld- that its purchase is an economy. This 
ge, frequently enables the distributor of 
Avs Lynx to take a hard-fought order on 
ub- “comparative cost.” 
_ Lynx Belt enables the distributor to 
ing 


give his customer service. Note the 
sizes always in stock at Akron. Many 
of these sizes are also stocked in our 
branch warehouses, and when neces- 
sary shipment can be made from 
that stock direct to the distributor’s 
customer. 





Full details in a pamphlet which we 





. . Sk shall be ha to mail upon request. 
Stock Size: ‘9 nies es 
1¥,” 3-ply 5” 4 Gi ™ 
e 3-ply 6”  A¢3 , 6 CH. Pr 
' 3” 3-ply 7” 
F 2” 4-ply 8” 
: a 4-ply 10” 
4” 4-ply 8” 
5” 4-ply 10” MARKETING PROGRAM 
6” 4-ply iz” 
4 8” 4-ply 14” 


4” 5-ply 















IN THIS CASE, P. ( 
Diamond Distributor at 
Arkansas, 


Lynx Belt to drive a pair of 38” 


Prousnitzer, 
Little Rock, 
sold an endless 8” 5-ply 
cut- 
off saws in a large stave mill. The 
customer found it gave service “far 


beyond and 


that “the stretch in these belts is very 


our expectations,” also 
negligible.’ The distributor has since 
had the satisfaction of belting every 
plant 


drive in the customer's 


with Lynx Belts. 


new 


Hiow LYNX BELT helps distribu- 
tors to secure MORE ORDERS 





LYNX BELT sold by Drillers Supply 
I ureka Kansas 


(Lompany ot operat 


ing on an otl field drive. The tirst belt 
sold to the distributor's customer (a 
large producer in the Nlid-k insas 


I teld ibout 
sulted in orders for two entire rolls of 
1t” Lynx Belt. The 


operating 


two vears ago, has re- 


customer ts now 


seven of these belts) on 


walking beam ind four on 


pumps, 


single tool drilling outfits, and states 


they have never had to cut one of 


them for stretch, and the belts are 


giving them the best service of any 
make ever used by them 

ANOTHER CASE where the tirst 
sale of Lynx Belt resulted in attrac- 


business for the dis 
This is an 18” S-ply Len 
sold by Nelson Hardware Com 
the Dh 


Roanoke, Virginia. to a large 


tive additional 
tributor 
Belt 
Distributor if 


brick 


pans imond 


plant This plant is now operating a 
number of heavy drives verv efh 
ciently with Lynx Belts, sold to them 


by the Diamond Distributor 


vormiit i fo mentor 

F f the Diam 1 Distributors wi 
isin h ' ind prot ith th 

i vu ftic is that it deal for thi 


pose. Upon request, a Diamond repre 


ative will be lad to al and ive full 
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SPECIAL COMPACT 
HARD-WOVEN DUCK, 
thinner and stronger than 
ordinary belt ducks. Unique 
non-oxidizing brown rubber 
friction between plies. Edges 
straight-cut (not folded) and 
rubber-seaied. 


_— you sell your customer a Lynx Belt, you give him 

a belt without any seams, on the top, bottom, or inside 
of the belt. 

You give him a belt of heavier, closer-woven, stronger duck 

yet so compact that a 5-ply belt is only '4” thick. 

You give him a belt in which two different and better rubber 
compounds are used, producing extraordinary adhesion and 
life. 

\ belt so flexible that it makes cflective contact with 
crowned pulleys from one edge of the belt to the other —less 
stretch, greater pulling power. 

A belt that, because of its close-woven fabric, affords a firm 
hold for fasteners of all types, and practically climinates 
fastener trouble. 

\ belt that has so little stretch it can be made endless, 
installed on motor drives, and operated month after month 
without any take-up. 

\ belt that operates on the smallest pulley, at the highest 
speed, without ply separation 


\ belt that stands constant shifting better than any other 


oa iv ns ; | 
composition belt we know of, because of tts compact, flat-plied, 


rubber-sealed edge. 


LYNA BELT does for your cus- 


fomers what other belts won't dof 








No seams—top, bottom, or inside. 


Hleavier, closer-woven, stronger 
duck 


Compact—5-ply only §4" thick 
I ‘ 


Flexible—etffectively contacts 
crowned pulleys trom one edge of 
the belt to the other 


Less stretch—greater pulling 
power. 

Close-woven—holds fasteners of all 
types firmly 

Little stretch—operates month 
after month without take-up 
Operates on smaller pulleys, at 
highest speed, without ply sepa 
ration 

Compact, flat-plied, rubber-sealed 


edge—stands constant shifting 
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Lynx for 99% of all belt drives 





Pusric Utiniries 
Electric Light & Power Plants Coal Crushers and Pulverizers, Blowers, Generators, Compres- 
f 
sors, Main Drives. 


(sas Plants Main Drives, Pulverizers, Blowers, Compressors All Drives 
Water Works Pumps 


Basic INpUSTRIES 


s 


Quarries (sang Saws, Crushers, Lenix Drives Adl Drives 
(jranite & Stone | tinished Main Drives, Polishing Machines, Grindstone Drives, Exhaust 

ans, Compressors All Drives 
Crushed Rock Rock Miils, Gyratory Crushers, Jaw Crushers, Fine Reduction 
Crushers All Drives 
Main Drives, Pumps, Crushers, Screens, Jigs, Ventilating Fans. 
Compressors All Drives 
Metal Mining & Kefining Jaw Crushers, Gyratory Breakers, Conical Mills, Tube Mills, 

Roll Drives, Cone Drives, Centrifugal Pumps, Jigs, Dynamos, 

Fans, Blowers, Elevators, Compressors. 
Cement & Lime Plants Main Drives, Crushing, Grinding, Pulverizing, Pumps, Tube 
Mills, Ball Mills, Kiln Drives, Generators, Compressors. 

All Drives 

Cable Tool Drills, Band Wheel Drives, Walking Beam Pumps. 
Vacuum Pumps, Circulating Pumps, Sulphur Dioxide Compres- 
sors, Air Compressors. 


Coal Mines & Tipples 





INDUSTRIE 


cRVICk 


4 


Oil & Gras Wells 
Refineries & Pipe Lines 


SE 





( 


Road Building Rock Crushers, Elevators, Compressors. 


NIISCELLANES 


Steam Laundries - Laundry Machines, Extractors All Drives 





~I} 
Ceramics, Bri 


ck & Tile Main Drives, Crushers, Grinding Pans, Pug Mills, Brick 
Machines. Represses, Auxiliaries 


lizers Main Drives, Crushers, Pulverizers, Blowers, Rock Mills, Mixers 


(Compressors, Shaker Screens, Vertical Drives 


berti 


Koop INt 

6 ~R ; inne sal 

ugar efineries entrifugals 

(lanneries Cutters, Huskers, Sorting Tables, Graders. Elevators, Viners, 
Canning Machines, Bottling Machines All Drives 

Creameries, Ice Cream, et Motor Drives, Peanut Roasters, Bottling Machines, Compressors. 

(Grains Ir, ete (senerators, Attrition Mills, Hullers, Feed Grinders, Aspirators. 
Sifters, Separators, Mixers. Pneumatic Convevors. Feed Mills. 


Miran R 

Steel Mills & Foundries Cold Saw, Hot Saw, Motor Drives, Lathes, Blowers, Serpentine 
Drives, Compressors, Tumbling Mills 
Lathes, Drills, Abrasive Grinders, Blowers, Miscellaneous Tools. 


INDUSTRIES 


Nletal Working 
I 


rns & Out Mills Gins, Linters, Separating Equipment, Crushing Rolls, Meal 
(srinders, Pumps, Motors, Lineshafts 


1 ( 


Main Drives, Openers, Breakers, Warpers, Spinning Frames, 
Koving Frames, Looms, Felt Whippers. 


W l SIRIES 
Lumber Mills Main Drives, All Saws, Band Mills, Hogs, Planers, Fans. 


All Drives 
Planing Mills & Wood Working Main Drives, All Belts on Planers, Matchers, Moulders, Edgers. 
Fans, Compressors. 





MANUFACTURING 


Niiscr ANEOUS Ts 

Paper & Paper Products All Paper Machine Drives, Beaters, Winders, Dryers, Jordans 
Cone Pulleys. Winders, Suction Couch, Stock Pumps. 

Office Buildings. Hotels, ete. Pumps, Blowers. 

(General Sery Main Drives, Short Center Drives, Crossed Drives. Quarter 

Turns, Mule Drives. Reverse Drives, Lenix Drives, Abnormal 
High Speed, Abnormal Slow Speed, Wet Drives, Acid Fumes, 
Multiple Drives, Shifter Drives, Cone Pulleys. 











LYNN BELT appeals strongly to the jobber who cation, and enables the distributor and user to belt 
wants to carry a full range of sizes without multiply- all drives efficiently with smaller stock. Thinner than 
ing the grades. Because of its maximum strength and — a 32-ounce belt—-stronger than a 36-ounce. Further 
maximum flexibility, it permits wide latitude in appli- details on request. 
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wiMARSHALL SUPPLY CO. #¢ 


You can bank on it that the name of the Marshall Supply Company, Incorporated, 
Tulsa, Oklahoma, can be seen for some distance, as this picture of the front shows. 
This company handles a full line of mill supplies. 





Kline and Company Makes 
Organization Changes 

At the annual meeting of the di- 
rectors of Kline and Company, Wil- 
liamsport, Pennsylvania, held Feb- 
ruary 4, H. Merrill Winner was re- 
elected president ; William A. Winner 
was made vice-president ; Donald M. 
Lupold, treasurer, and Albert W. 
Fell, secretary. 

Beginning March 1, Robert C. 
Wenck is to be buyer and manager 
of builders’ hardware, shelf and 
heavy hardware, tools and paint. 
Ralph I. Bower will head the house- 
wares, electrical, stove, floor cover- 
ing and toy departments, and James 
N. Kline the sporting goods and au- 
tomotive departments. The automo- 
tive department has been greatly en- 
larged, a machine shop having been 
added for custom work. 

The company’s office space is also 
being changed. There is a new suite 
of offices for executive personnel on 
the third floor, the second floor is 
being entirely rearranged and decor- 
ated, and the first floor is also being 
rearranged. 

* * x 


Peden Increases Lines, Sales 
Force 

B. W. Cammer has been added to 
the industrial sales force of the 
Peden Company, Houston, Texas, to 
cover the territory in eastern Texas. 

The Peden Company has been ap- 
pointed distributor in the state of 
Texas for the Oliver Instrument 
Company, Adrian, Michigan. 


E. D. Peden, vice-president of the 
company recently returned from a 
trip through the north and east. He 
visited New York, Chicago, St. 
Louis, Pittsburgh, Philadelphia, and 
other important points. 


Biddle, Speaker at Mill Supply 
Club 

The Mill Supply Club of North 
Jersey, held its regular monthly 
meeting Monday evening, February 
2, at the Newark Athletic Club, 
Newark. Clement M. Biddle, of the 
Biddle Purchasing Company, New 
York City, was the main speaker of 
the evening, his topic being “General 
susiness Conditions in this Country 
and Abroad.” 

Members present included G. 
Sickles, Stulz-Sickles Company, 
Newark; E. A. Gray, president, and 
H. A. Dayer, Abrasive Machinery 
and Supply Company, Newark; Mr. 
Seither, Seither and Ellis, Incorpo- 
rated, Newark; Mr. Dale, Dale and 
Rankin, Incorporated, Newark; Mr. 
Hubert, Johnson-Mandeville Com- 
pany, Newark; Mr. Leonard, J. J. 
Leonard Hardware Company, South 
River; Mr. Howard, George A. 
Myers Company, Patterson; M. 
Hastings, Strong Hardware Com - 
pany, New Brunswick; M. Madson, 
Perth Amboy Hardware Company, 
Perth Amboy; N. E. Menaker, Cen- 
tral Supply Company, Passaic; J. J. 


El Paso Foundry Builds Hangar for Douglas 
The pictures show three stages in the evolution of an airplane hangar which the 
El Paso Foundry and Machine Company, El Paso, Texas, recently built for the city 
of Douglas, Arizona, at its municipal airport. The hangar has a clear span of 120 feet, 
a depth of 100 feet, and is 18 feet underneath the bottom chord. The company 
arrived on the ground December 1 and turned the completed hangar over to the city 


as a Christmas present. 


This house supplements its mill supply lines by outside erection and is planning on 


making 1931 a good year. 
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Breslowsky, New Jersey Engineering 
and Supply Company, Passaic; A. 
W. Clarendon, Hand MHardware 
Company, Elizabeth; F. A. Demar- 
est, Biddle Purchasing Company, 
New York City; and Mr. Cooney, 
J. M. Cooney Company, Newark. 

The custom of the Mill Supply 
Club of Northern New Jersey is to 
rotate its meetings in the various 
cities of which its membership is 
comprised. However, the March 
meeting will be held in Newark 
again, because of its central location. 

x * * 
Paddock-Graven Company 
Organized 

The Paddock-Graven Company, 
602 W. Randolph Street, Chicago, 
has been organized recently to serve 
as factory representative in the mill 
supply field. The company is han- 
dling the micrometer dial gauges for 
impersonal measuring size control 
and general testing, made by the 
B. C. Ames Company, Waltham, 
Massachusetts ; vises of the Simplex 
Tool Company, Woonsocket, Rhode 
Island; and the products of the 
Safety Tool Company, Watertown, 
New York. 

This organization carries stock and 
covers the Chicago territory and 
parts of Wisconsin, Iowa, and Indi- 
ana. It expects to take on two or 
three other small tool lines soon. 








Here is the sales department of the Syracuse Supply Company, Syracuse, New York. 
Third from the left in front is H. E. Torrel, sales manager. 


Cotton States Belting Liquidated 
The Cotton States Belting Com- 
pany, Dallas, Texas, has liquidated 
and discontinued operations. L. C. 
Brooks and R. W. Sharp, former 
owners of this company, are now 
stockholders and directors of the 
Dallas Belting Company, Dallas. 





4 ne | 


This is part of the mill supply bunch at the Fort Wayne Pipe and Supply Company, 


Fort Wayne, Indiana. From left to right are: D. V. Hull and F 


Hagerman, 


salesmen; E. H. Bengs, kneeling; A. G. Wiegand, salesman; Will Hopson, secretary- 
treasurer; and J. H. Schroeder, manager mill supply department. 





Officers and directors of the Dallas 
Belting Company are as follows: R. 
W. Sharp, president; J. O. Long, 
vice-president ; W. O. Womack, sec- 
ond vice-president; L. C. Brooks, 
secretary; and Henry Wolfenden, 
treasurer. All lines formerly carried 
by the Cotton States company have 
been transferred to the Dallas Belt- 
ing Company. 

x *k x 
Stacy Distributor for General 
Abrasive Company 

The Stacy Supply Company, 
Springfield, Massachusetts, is acting 
as exclusive distributor in western 
Massachusetts for the General Abra- 
sive Company, Niagara Falls, New 
York. 


* * * 


Buckner-Weatherby Salesmen 
Specially Trained 

Every salesman on the staff of the 
Buckner-Weatherby Company, Seat- 
tle, must first have gone through the 
company’s own shops and done the 
actual work of rebuilding and re- 
equipping machinery of all kinds; 
must be thoroughly familiar with the 
construction of every machine han- 
dled, and know how to install it and 
service it. In fact, according to C. D. 
Buckner, president of the company, 
part of each salesman’s equipment 
consists of a serviceable pair of over- 
alls, always with him, so that he can 
jump in at a moment’s notice and re- 
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New Distinctive Hack Saw 
Packed in a Distinctive Box 
The Fast am Simonds Red Streak” 
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For more Hack Saw sales, quicker turnover and better profits, tie in 
with the big SIMONDS sales plan which has put over to the user the 
BEST HACK SAW BLADE EVER MADE. It is the Red End blade—a 
SIMONDS HACK SAW which is the result of years of study and experi- 
ments in actual cutting conditions. Mechanics acclaim the Red End 
blade as the best they have ever used. 


Here is your opportunity to sell a distinctive hack saw blade quickly 
and with profit to your store. 


Easily recognized. Strongly advertised and supported by customer de- 


mand—the hack saw blade trade-marked with the RED END. 


Simonds Saw and Steel Company 


“The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, Il. New Orleans, La. London, England Seattle, Wash. 
Boston, Mass. Lockport, N. Y. Portland, Ore. Montreal, Que. 
Detroit, Mich. Memphis, Tenn. San Francisco, Calif. Toronto, Ont. 
New York City Atlanta, Ga. Los Angeles, Calif. Vancouver, B. C. 
St. John, N. B. 


SIMONDS 
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FAIRBANKS 
PRODUCTS 


SELL and STAY SOLD! 
INVESTIGATE 
Their Sales Policy 


VALVES 


Bronze and Iron 
Body—for Air, Gas, 


Steam, etc. 














HAND TRUCKS 


Two-wheel and 
Four-wheel types to 
meet every com- 

mercial need. 


WHEELBARROWS 


Both wood and steel 
frame types, for Mortar, 
Concrete, Coal, Coke, etc. 





DRAG SCRAPERS 


In three, five and seven 
cubic foot capacities; with 
runners or with double 
bottoms. 
Also Fresno scrapers. 





TRUCK CASTERS 


Practically 

Rigid and Swivel types—with Plain 

Iron, Rubber Tired, Divine Cushion 
and other types of wheels. 


anything required in 





“ALL LEADERS IN THEIR LINES” 


The FAIRBANKS Company 


Boston New York Pittsburgh 
Distribution Everywhere 








— 
































| pair a breakdown or set up a new 








machine. 


Mr. Buckner was for many years 
a machine tool salesman himself and 
later a sales manager. During three 
years, 1917, 1918, and 1919, the sales 
credited to him reached the surpris- 
ing volume of $3,500,000. 





Gu 





| The Hood Mill Supply Company, Phila- 
| delphia, specializes in power transmission 


| the 


equipment. In the picture are A. J. Innes, 
purchasing agent; and E. A. Zerr, mechani- 
cal rubber goods specialist. 





Marshall-Wells Buys Holley- 
Mason 
Announcement has been made of 
purchase by Marshall-Wells 
Company, Duluth, Minnesota, of the 
Holley-Mason Hardware Company, 


| Spokane. This action follows several 


weeks of negotiation between Seth 
Marshall, president of Marshall- 
Wells, and F. J. Finucane, president 
of Holley-Mason. The consolidation 


| was arranged because Mr. Finucane 


wishes to retire after his many years 


| of service to the industry, and be- 
| cause it was felt that the combined 


| 


resources of the two distributors 


| could serve the trade more effectively. 


No change will be made in the 
personnel or operating plan of either 
institution. It has not yet been de- 
cided whether the consolidated house 
will be operated in the building of 


| the Holley-Mason company, or in the 


_ Marshall-Wells plant at Spokane. 


——s | 


The Holley-Mason company has 
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Sound Engineering 


—a cardinal policy of 
Goodyear sales 


The success of Goodyear 
Mechanical Rubber Goods 
in all industries is solidly 
founded on engineering. 
Goodyear sales representa- 
tives know manufacturing 
and power industry. They 
work in closest touch with 
new developments and proc- 
esses — they produce at the 
right time the right Goodyear 
product for profitable, con- 


tinuous sales. 


Recent examples of ad- 
vanced practice in Goodyear 
design are Goodyear Com- 
pass (Cord) Endless Belt — 
nearly stretchless, cored with 
cord —Goodyear Thor Belt, 


seamless, with protected 


edges— Goodyear Emerald 
Cord Multiple“ V” Belting, 
Goodyear Emerald Cord 
Air and Hy-Pressure Water 
Hose. The Goodyear line 
is in the forefront — con- 
stantly improved, con- 
stantly more firmly en- 
trenched with progressive 


industry. 


These are reasons why 


Goodyear products keep 
































BELTS 











HOSE 
PACKING 






MOLDED GOODS 


THE GREATEST NAME IN RUBBER 


selling when other goods 
stand still. They are exactly 
engineered for their work. 


They are designed by 


men who know engineer- 
ing as well as they know 
sales — who produce sales 
because they know engi- 


neering. 


It will pay you to investi- 
gate the Goodyear franchise 
for Mechanical Rubber 
Goods—to get in on the grow- 
ing market these soundly- 
built products hold and 
make. For complete infor- 
mation, just write to Good- 
year, Akron, Ohio, or Los 


Angeles, California. 
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Sturdy Steel Ousts Wood 











Patented 
Patents Pending 


“Hallowell” Work-Bench Of {Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an_ honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 386 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 


OUR BEST SELLERS 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL?” Steel Work-Benches, 
Semi-Portable 
“HALLOWELL,” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 
Power Transmission Appliances 




























































STANDARD PRESSED STEEL CO. 


BRANCHES 
BOSTON 
CHICAGO 
DETROIT 











BRANCHES 
NEW YORK 
SAN FRANCISCO 
ST.LOUIS 





JENKINTOWN, PENNA. 
BOX 519 















been an active institution in the Spo- 
kane territory for the past 44 years, 
and is the successor of the original 
firm of Newport and Holley and the 
later firm of Holley-Mason-Marks 
and Company. Marshall-Wells es- 
tablished its branch at Spokane about 
20 years ago. This company also has 
houses at Portland, Aberdeen, Seat- 
tle, Vancouver, Billings and other 
Canadian and Northwest points. 


* * * 


A Pioneer Supply Man Discusses 
the Old Days 

Since the year 1902 the Atlas 
Packing and Rubber Company has 
been doing business down at Pier 
No. 2 in Seattle. At least Ralph 
Johansen, president and general man- 
ager, has been in that one location, 
and Tom Donegan, the vice-presi- 
dent, has been there almost as long. 
These two men have built up a strong 
following in the trade, always by 
square shooting methods, and back 
in the old days by the good old two- 
fisted methods that then prevailed, 
for both these men are big husky 
fellows who could meet any river rat 
or lumber jack on his own grounds 
and hold their own. 

The lines which this company car- 
ries are good, substantial ones of 
reputation. A new one which they 
have just taken on is the industrial 


























C. J. Dickinson, manager of the mill sup- 
ply department, Frank Burke Hardware 
Company, Waukegan, Illinois. 
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The value of a Whitman & Barnes franchise was again demonstrated in 
1930. 


With characteristic progressiveness, Whitman & Barnes provided its 
distributors with two new drill developments—Blue Diamond High Speed 
Drills and Hercules Major Drills—which added materially to their sales 
volume. 

Today—more than ever before—you benefit by association with such 
proven leadership. 

The W&B sales policy makes drills, reamers and milling cutters a prof- 
itable line for progressive distributors—we shall be glad to discuss our 
plan of distribution with those eager to render an efficient tool service 
to the industrial user. 


WHITMAN & BARNES 


INCORPORATE 


Manufacturers of Canadian Factory 
TWIST DRILLS - REAMERS + CUTTERS ye & R CANADIAN DETROIT TWIST DRILL 
END MILLS - COUNTER BORES + ETC. ‘Sy “CO. LTD., WALKERVILLE ONTARIO 
Se \e 


NewYork -‘ DETROIT - ~~ Chicago 
FINE TOOLS FOR 
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YOUR CUSTOMERS 
REMEMBER 


SUPERIOR 
SERVICE 


» « and you can 
provide it with 


“BOSS” 
COUPLINGS 


Super-service and depend- 
ability provided by "BOSS" 
hose couplings guarantee 
customer satisfaction and in- 
sure increased sales and bet- 
ter profits for distributors. 





"BOSS" 
Female Coupling 
with |.P.T. Spud 


The _ a 
DEXON 


Line 






"BOSS" L.P.T. 
Male Coupling 


Dixon "BOSS" hose couplings 
for steam, air or water will 
hold the line for any pressure 
and no matter where they are 
called into service. Sell your 
customers “super-service” with 
"BOSS" couplings. 


Manufacturers of Couplings 
for the Distributors 


DIXON 


VALVE & COUPLING CO. 


PHILADELPHIA 














CUTTER. wOoOO &€ 


HEAVY HAROWARE-MILL SUPPLIES 


Smee ee 





Driveway leading to entrance of Cutter, | 
Wood and Sanderson building. This com- | 
pany is located in Cambridge, Mass. 


| 


| 
line of the VParaffine Paint} 
Company, San Francisco. They are| 
much pleased with the results of| 
their efforts on this line and are| 
selling it in quantities to industrial | 
plants, mills, logging camps and for| 
bridges and structural steel work, for| 
‘both exterior and interior work. | 
They are also doing a good business | 
on Pierce renewable fuses and have} 
taken on a line of long life, red hose | 
\which is being sold to creameries at| 
a hot pace. 

They are sole distributors in the| 
| Northwest of Wadham oils and) 
Badger lubricants made by the Wad-| 
ham Oil Corporation, Milwaukee. | 
Tom Donegan especially shines at| 
this for he has been selling Wadham | 
oils for the past 25 years. Tom is| 
a trim, neat-looking chap but it is 
said that he drinks oil and sleeps} 
among the oil drums. 

This same Tom Donegan can re- 
late stories to you by the hour of 
the early days of industrial distribu- 


paint 








|George J. Twist, president of the Peerless | 
| Mill Supply Company, Buffalo, an organi- | 
| zation which has gravitated steadily toward | 
| sales specialization and now concentrates on | 

20 lines. ' 








HREE of the reasons why so 

many plant superintendents in- 
sist on Ford Triblocs: 
Malleable Iron and Steel are used 
throughout. No other block is made 
of better material. 
High Carbon Load Chain affords 
greater strength and less tendency 
to stretch. 
Hook is attached to load chain by 
means of the “Ezeejoin” Shackle 
Attachment. The oval bolt is easily 
removed and_ replaced 
when it is desired to 
lengthen the load chain. 
Ford Triblocs range in size 
from \% to 40 tons. Ford 
trolleys equipped with 
either Hyatt or Self-Align- “= ¥— 
ing Roller Bearings. An_ Associate 





Company 

° of the 

Ford Chain Block Co. “2%" 
Philadelphia, Pa. = 
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Lines which 
are sold on a performance basis 
are the most 
protitable ones 











Today we hear much of distributors’ profit- 





able and unprofitable lines. It is generally 
conceded that the lines sold on a perform- 
ance basis invariably return the greatest net 


profit. 


One of the outstanding “‘performance’”’ lines 
is precision tools. A manufacturer has too 
much at stake to gamble on his precision 


tool equipment. 


For over 80 years Brown & Sharpe Tools 
have been constantly building a reputation 
for reliable performance on every type of 
precision work. This reputation builds 
ota ee 2 good will for you as a first class source of 


supply. Brown & Sharpe Mfg. Co., Provi- | IBS 


dence, R. I. 


Brown & Sharpe Tools 


*WORLD’S STANDARD OF ACCURACY” 
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PLANT MODERNIZATION 
Opp ortumily for 
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This “D-V” Drive replaced a rope drive and made substantial savings 
in space as well as power. 

















This two-speed drive consisting of Dodge-Timken Pillow Blocks, Dodge 
Friction and Jaw Clutches and “D-V” Drives made a big saving for 
customer in first cost alone. 





A Vital Need of 
All Industry 


New life must be constantly supplied 
to production equipment in order to 
maintain plant capacity and control 
of manufacturing costs. Existing 
equipment can be made to produce 
more at lower cost with new and 
better bearings, drives, clutches and 
other standardized Dodge products. 


Management Eager 
to Get Suggestions 


A new bearing that will allow of 
higher speeds and lower costs is wel- 
comed by management today. Now 
when appropriations are small and 
new equipment out of the question 
in many cases, is the time to stress 
replacements and_ re-arrangement 
that will effect economies. 


Dodge Distributors 
Best Qualified 


You as a Dodge distributor have at 
your command a combination of 
advantages to offer industry which 
are not obtainable from any other 
single source. Dodge reputation for 
quality—unlimited facilities—special- 
ized engineering, all are potent sales 
helps in selling Dodge standardiza- 


tion for plant modernization. 
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a Sales and Profit Building 
Dodge Distributors 


Completeness an 
Important Requisite 


No other line offers the same com- 
plete coverage of plant requirements. 
In the Dodge line are bearings, V- 
Belt Drives, Clutches and hundreds 
of other items built to meet service 
conditions and high quality rather 
than price. The Dodge line will 
check item for item with power 
transmission specifications for mod- 
ernization and replacement pro- 
grams. 


Quality Alone 
Insures Performance 


Modernization cannot be accom- 
plished satisfactorily unless rugged- 
ness and quality are given first con- 
sideration. Only Dodge products 
designed and manufactured to serve 
first rather than to sell first, can be 
depended upon for continuous, low 
cost performance. 


Specialized Engineering 
Advice on Problems 


The divisional organization of the 
Dodge engineering department in- 
sures prompt attention and special- 
ized advice, which in turn safeguards 
you and your customer against in- 
correct and inefficient application of 
any product. 


DODGE MANUFACTURING CORP. 
MISHAWAKA, IND., U.S. A. 














These Dodge-Timken Pillow Blocks were installed as replacements and 
their performance led to complete standardization in a Michigan 
paper mill. 




















Abrasive dust plays havoc with the ordinary bearings. These Dodge- 
Timkens replaced the babbitt type and made substantial savings for a 
manufacturer of cutlery. 
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Water Gauge 
Model “USN” 


Gauge 


Valve 
Model “BOE” Model “WRT” 


<Lonergan> 








A name backed 
by nearly 60 years 
of square dealing 


Since 1872 users have associated the 
Lonergan name with the highest 
standards of quality in specialties 
for steam, hydraulic, air, gas, oil and 
ammonia services. 





Pop Safety 
Valve 


Dealers who handle the “Lonergan 
Model “KDP” 


Line” know that no detail is neg- 
lected that could improve any of 
our products. 


They know that the sale of a Loner- 
gan appliance means a satisfied cus- 
tomer. It means repeat orders and 
helps to build up the dealer’s repu- 


tation along with our own. 


Dealers and users both know that back 
of Lonergan appliances is a company 
with ample resources and manufacturing 
facilities; that they can depend upon 
prompt service and careful attention to 
every order. 





Chime Whistle 

Model “WV” 
Only a few of the leaders in the “Lon- 
ergan Line” are shown here. Write for 
full information. 


3 OO ierower piace 


Pop Safety Valves . . . Relief Valves 


Steam Gauges . . . Hydraulic Gauges . . . Air Gauges . . . Water Gauges 
Pressure and Temperature Gauges . . . Test Gauges . . . Gauge Boards 
Oil Gauges . . . Clocks . . . Counters . . . Gauge Cocks 


Steam Gauge Syphons Lubricating Specialties 


Sold by jobbers everywhere 


J. KE. LONERGAN CO. 


209 Race St., Philadelphia, Pa. 




















L. E. Tracy, general manager of Lewis 

E. Tracy Company, Boston; and W. W. 

Shields, Boston office manager of Standard 
Pressed Steel Company. 





tion in this territory. ‘That was long 
before the automobile came into gen- 
eral use. The salesmen of the vari- 
ous companies would congregate on 
the trains Monday morning and 
start out into the wilderness. At 
town after town they would drop 
off in little groups. Finishing up 
the prospects in a town the sales- 
man was then expected to head for 
the logging camps in the interior, 
without even a horse and buggy, and 
walk up the trails. Fifteen or 20 
miles of walking to reach one buyer 
was nothing to them in those days. 
Even now, these camps must be vis- 
ited, after the purchasing departments 
have been seen, in order to make dem- 
onstrations to the superintendents 


| and foremen, for in many cases they 


control purchases. But it is easier 
now with cars to get most of the 
way. 

Tom does not exactly sigh for the 
old days though he speaks wistfully 
of that time when much of the busi- 
ness was transacted over the bar and 
there was more of the fraternal spirit 
among the salesmen of the compet- 
ing houses. They were thrown to- 
gether more then, on their long train 
trips and their long waits at stations 
for trains. They had good times to- 
gether, passed tips around and 


played a more man-to-man game. 
Woe be to the salesman who did not 
play fair with the rest of the gang. 
He did not last long. But modern 
methods have their compensating ad- 
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Looking for Selling Points? 





<— hen Look Here 


Replaceable insert jaws that re- 
new the sharp bite again and 
again at trifling cost. 


<— and Here 


No fragile exposed spring to 
be damaged when hard usage 
comes along. 


<— and Here 


A handle drop forged, not cast, of 
special analysis steel, scientifically 
heat treated for extra strength. 


All Steel 


TRIMO 
PipeWrench 


Made by 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 
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The Wolves of Lenox Wink 
at Stories of High Sales Costs 


Quick Sales— 


Greater Profits 


That’s the story of Lenox everywhere 


Pack upon pack of the rugged, clean cut- 
ting, slashing Wolves of Lenox are ready 
to dash out after more profits for you. 
Stock up with these famous hack saw 
blades now. They are attractively pack- 
aged in plaid and backed by a strong 
sales plan. 


“The Toots in the Plaid Bor” 


AMERICAN SAW & MFG. CO. 
Springfield, Mass. 
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P. O. Rial, credit manager, Weed and 

Company, Buffalo, New York; L. C. Dav- 

enport, vice-president, and E. W. Johnson, 
sales manager. 





vantages and he has adapted himself 
to the changes. 

However, he says that orders to- 
day are not so much bigger than 
they were then, for the business now 
is divided up among a great many 
more. In those times an order con- 
sisted of no more than a scrap of 
paper with a penciled memorandum 
on it from some boss up in the woods 
or down on the wharf and some- 
times even this might be dispensed 
with and a mere verbal agreement 
made with the salesman. Now, with 
central purchasing departments there 
is more red tape, but he likes it bet- 
ter for there is less chance for 


errors. 
* *« * 


Harris Pump Takes on New Lines 

The Harris Pump and Supply 
Company, Pittsburgh, has taken on 
the Schramm line of portable and 
stationary air compressors, hoists, 





Fifty Years in the Mill Supply 
Business 


Charles Simmons, president of the John 
Simmons Company, New York, passed his 
fiftieth year in the mill supply business in 
1930. Mr. Simmons is a son of the 
founder, and one of the originators and 
past presidents of the National Associa- 
tion of Jobbers of Wrought Iron Pipe. 
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WRIGHT 
PRODUCTS 


Type “'W” Electric Hoist 


High Speed Chain Hoist 


Army Type Low Headroom Hoist 








DISTRIBUTORS 
SERVE INDUSTRY * 
EE ONOMICALLY 


WRIGHT MANUFACTURING COMPANY 


BRIDGEPORT, CONNECTICUT 
An Associate Company of the American Chain Company, Inc. 
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and welders as well as a full line of 
pneumatic tools, repair parts, and 
| drilling steels. 


| Henry E. Cole, who has been iden- 
] IM ES | tified with the company for 27 years, 
is now the president. Fred A. Har- 


| ing is vice-president and secretary; 
A. L. Kincade, treasurer; and J. J. 
| Bothwell, Thomas H. Stewart and 


H. J. Klaman are, respectively, sales 


| managers of the pipe and supply, the 
plumbing and heating, and the pump 
departments. 
OF 48" 
Distributors Report on Business 
“Business seems to be getting bet- 
| ter daily,” writes the Corby Supply 


Company, St. Louis. The Inter- 

State Equipment Company, Aber- 

deen, South Dakota, says, “1931 

| looks like a good year to us.” And 

| the Joseph Woodwell Company, 

Pittsburgh, also expresses the belief 

OMPOUND leverage that gives one man that the tide has turned, and that 
the strength of three or four, on a business from now on will keep on 
wrench with a handle no longer than a reg- improving. M. LL. Foss, Incorpo- 
ular 36” or 48” wrench. That’s the RINEID rated, Denver, Colorado, says that 
Super-Six and Super-Four for 6’ and 414” | business in its part of the country ts 


: | showing decided signs of improve- 
pipe. One man can loosen the rustiest fit- ment. 


tings easily—salvaging enough on the first The Hughes Supply Company, 
good tear-down job to pay for the tool. He Mansfield, Ohio, sends word that “A 
can tighten fittings up to 6’’ alone, and with- better tone exists in business and 
out disturbing joints already tight in the line. activity is beginning to be apparent 
Ideal wrenches for places where elbow-room _ in both the plumbing and industrial 


is scarce. 





Show these 
work-savers to 
your customers 
—and the sale 
is easy. 

Rigaip Super- 
Sixes and Su- 
per-Fours are 
profitable tools. 





There are 


RIBGID 


Pipe Wrenches 
Cutters. Vises 
& Threaders 


THE RIDGE TOOL COMPANY, Elyria, Ohio 


: | E.N. Stern, in charge of service for Miller 
' and Stern Tool Company, San Francisco. 

















SPECIALIZATION ON A 
COMPLETE LINE MEANS MORE 
BUSINESS FOR THE DISTRIBUTOR 


i righ arcs wee —_ = day of the order-taker has passed. Modern industrial 
up the Black & Decker plants look for specialized sales service; they expect to be 
Complete Line of Port- ¢ 

able Electric Tools— 
the Line that leads the 
way to More Business. 





shown why tools should be used, how they can be used, and 
where they can be used. Obviously, the distributor who special- 
izes On one line of tools—a complete line—is in a position to 
have a thorough knowledge of the tools he sells; and thus he 
holds the upper hand in making sales to modern industrial 
plants; added to which he has the edge in keeping his custom- 
ers sold, thus insuring profitable repeat business . . . The 
Black & Decker organization is committed to the policy of help- 
ing distributors find new markets and develop old ones, in line 
with the modern trend. The next three pages show illustrations 
and a helpful chart of applications of Black & Decker Drills, 
Drill Stands and Bench Grinders. Make use of these sales helps. 
They open the way to new markets—to increased sales and 


greater profits! 














Electric Bench 
Grinders 








The BLAcK & DECKER MFG. Co. 
TOWSON, Mb., U.S.A. 
World's Largest Manufacturer of Portable Electric Tools 








Electric Valve 
Refacers 


Electric Tool Portable Electric Electric Polishers and 
Electric Screwdrivers Chests Grinders Susgiies ee 














THE SALES GUIDE PLAN WILL Hetp You 
DEVELOP YOUR MARKET FOR 


BLACK & DECKER 


PORTABLE ELECTRIC DRILLS 
DriLL STANDS AND BENCH GRINDERS 


The illustrations on the opposite page and the Sales Guide Chart on the page that follows 
are part of the Black and Decker Sales Guide Plan. Both the pictures and the chart show 
applications of Black & Decker Portable Electric Drills, Drill Stands and Bench Grinders. 
Study these applications, visualize them in terms of your own customers and prospects. 


You will sce new markets emerging from old ones—you will see new possibilities in electric 
tool sales. Here, Mr. Distributor, is definite sales guidance, charting the way to greater 
sales and profit! 


. A Black & Decker Y%4-Inch Heavy Duty Electric Drill being used 
The Pictures to drill in metal. 
O t . Black & Decker ¥2-Inch Drill being used with Hole Saw to cut 
were cut hole in metal pipe. 

. No. 1 Black & Decker Electric Drill used for wood boring. 

. A Black & Decker ¥2-Inch Drill being used to drill out a broken 
stud. 

. A Black & Decker “%4-Inch Heavy Duty Drill being used with 
grinding wheel for light tool grinding. 

. A Black & Decker “%4-Inch Heavy Duty Drill being used for wire- 
wheel brushing. 

7. A Black & Decker Bench Drill Stand being used as drill press 
with 4-Inch Drill. 

. A Black & Decker 10-Inch Bench Grinder being used for small 
tool grinding. 

. A Black & Decker 10-Inch Bench Grinder being used for light 

New Uses Mean grinding of stove parts. 

More Business . Black & Decker No. 8 Drill being used to ream holes in structural 

steel. 
. A Black & Decker 6-Inch Bench Grinder being used for wire- 
wheel brushing small castings. 



































See auntie Page For sunesipanes of Appliections 





























See Next Page for Sales Guide Chart of Applications 





CHECK THIS SALES GUIDE CHART 


lt will help you to develop your existing markets 
and to find new ones. New uses mean more business. 


APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC DRILLS, DRILL STANDS AND BENCH GRINDERS 


BENCH 
GRINDERS 








DRILLS 


General Maintenance 
Applications 


DRILL 
STANDS 


Production and 


: * ae 
»duction A i . 
Production Applications Maintenance 


INDUSTRIES 


ng 
Saws 
Drilling Out 


COOOHSSOSSHOSSSSSSSOSSHOHSHSHSHSHSSSSHSSSEHSEHHHEHHHESEHHEEEE®E Broken Studs 


pal 
Light Grinding 


Reaming to Size 
borundum Sticks 


and Glass 
Metal 
Drilling 
Driving 
Hole Saws 
Drilling 
Lead Holes 
Drilling 
Shot Holes 
Drilling Out 
Broken Studs 
Lapping 
Close Fits 
Driving Car- 
Brushing 
Buffing and 
Polishing 
Rotary 


Misce 
Wire 


Hole 
Grinding 


Metal 
Driv 


COOSOHSSSSSSSSHSHSSSSHSSSHSHSSSHSHSSHSHSHHSSHSHHSEHHHSEHHHSESEE®E Dr 
SOOSSHSSSSSSSSSSSSSHSSSSEOSESSHSSHSHSHEHESHEHHESHHHHHEEEESE 


Production 
Filing 


Agricultural Implement Mfg. 


@ Wood Boring 


Apartment and Bldg. Maintenance 
Artificial Limb Mfg. 
Automobile Factories 


Automotive Products Mfg. 


Aviation Industry 
Brick and Clay Industry 
Building Contractors 


Canning Plants 
Cabinet Mfg. 


Drug and Chemical Plants 


Electrical Contractors 
Engine Motor Mfg. 
Explosive Mfg. 

Factory Maintenance 
Flour Mills 

Foundries 

Furnace and Stove Mfg. 
Furniture Mfg. Metal and Wood 
Gas Mfg. 

Glass Mfg. 

Hardware Mtg. 

Ice Mfg. 

Iron and Steel Mfg. 


Leather and Tanning Plants 

Lime and Cement Mfg. 

Machinery Mfg. 

Metal Smelting and Refining Plants 
Mill Work 

Mines 

Office Equipment Mfg. 

Oil Refineries 

Packing Houses 

Paint and Varnish Mfg. 

Paper and Wood Pulp Mfg. 
Petroleum and Natural Gas Wells 
Piano and Musical Instr. Mfg. 
Plumbing and Steam Fitters 


Quarries 


Radio Industry 
Railroad Car Mfg. 
Rubber Goods Mfg. 


Ship Building 

Steel Works 

Textile Industry 

Toy Mtg. 

Trunk and Bag Mfg. 


The BLACK & DEC 


Towson, Maryland, U.S. A. 








COCSSOSSSSSSSSSSHOHSHSHOSHSOSSHSHSHSSHSSHSHSHSHHSHSHSHHSHSHHSHHHHHS Mamenance 
COSCHSSSOSOSHOHSHSHSHSHSHSHSOSHSHSSHSHHSHOHSHHSHSHSHSHHHHHHSHHHHHHHSS 100! Sharpening 
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Sam Warriner, sales manager; N. S. Boyes, 

general manager, and W. F. Stevenson, all 

of J. T. Wing and Company, Detroit, 
Michigan. 





departments of our business. Indus- 
trial concerns generally have reached 
the point where slightly increased 
operations demand additional up- 
keep material. The policy of salvag- 
ing every possible piece of idle up- 
keep material has consumed all shop 
supplies and a gradual and definite 
demand for such supplies is coming 
along regularly.” 


* * * 


Carey Supply Distributes for 
“Namco” 
The Carey Machinery and Supply 


Company, Baltimore, Maryland, is | 


handling the “Namco” die head, 
made by the National Acme Com- 


pany. V. A. Armstrong, formerly | 
sales engineer for this manufacturer, | 


has joined the Carey machine tool 


department. In addition to handling | 


the full line of machine tools, Mr. 
Armstrong will specialize on the 
“Namco” die head. 


Carl Cook, general manager, Boebinger 
Hardware and Supply Company, Cin- 
cinnati, Ohio. 














ERE is the ultimate in paint spray 

equipment—a complete, new line so 
efficient in every part that your customers 
will want to install Imperial equipment at 
once. There are Imperial Paint Spray Guns 
to meet every painting requirement. Let us 
give you complete details on The New 
Imperial. You will be amazed at the sim- 
plicity of its working parts and the efficiency 
of its performance. It is the easiest gun to 
take apart and reassemble for cleaning that 
we know of. 

There are complete Imperial Paint Spray 
Outfits, too—compressors, tanks, fil- 
ters and regulators. Write today for 
0 our distributor sales plan. 





THE IMPERIAL BRASS MFG. CO. 
527 So. Racine Ave. Chicago, U.S. A. 
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4 first in the field” 


Electric 
Tools 


There is no Hit 
or Miss selling 
when you handle 


**CLARK”’ 
ELECTRIC TOOLS 
Because the “CLARK” Line pro- 


vides the right tool for every 
job. With “CLARK” tools you 






have unlimited sales opportuni- 
ties on a complete modern, 
speedy, dependable and durable 


line. 


**Clark’’ Disc Sander 

“CLARK” tools bring 
customer satisfaction, the 
basis of distributor profits. 
All different weights and 
speeds. Supplied com- 
plete with fiber and felt 
pads and sanding disc. 


“Wire End Brush’’ for 
removing paint and rust 
from bridges, railways, 
cars, etc. 5” diameter 
brush on special mount- 
ing. 


The “‘Clark’’ line 


includes 


Portable drills . . 
able grinders..... 
“CLARK” grinders and 
Automatic screw drivers 
ececal’ Portable sanders ..... and 
others. All powered by CLARK a 


proven motors. 





JAS. CLARK, JR. 
ELECTRIC CO. 


605 Bergman St. 
LOUISVILLE, KENTUCKY 


y 





é. 











Barrett Catalog Ready for 
Distribution 
The new 500-page catalog of mill 
supplies being issued by the Barrett 
Hardware Company, Joliet, Illinois, 
is now being distributed. 
This company is now handling the 
Novo Engine Company’s line of en- 
gines, hoists, pumps, and so on. 





Introducing the executives of the Reichle 

Supply Company, Saginaw, Michigan. Left 

to right: W. A. Leesch, C. J. Shea, Frank 
McKinley and E. L. Reichle. 





Retires After Thirty-two Years 
C. A. Williams, mill supply man- 
ager of the National Electric Supply 
Company, Washington, D. C., is 
leaving this concern in March after 
32 years of service. 
- - 


Curry Brothers Increases Lines 


Two new lines have been added to 
the stock of the Curry Brothers Oil 
Company, Boston. They are: magic 
boiler preservative, made by Garrett- 
Callahan Company, and “Grefco” 
and standard high temperature ce- 
ments made by the General Refrac- 
tories Company. 








Herbert Edge, president of Topping Broth- 
ers Company, New York, has spent 30 
years in the mill supply business. 
































Whenever you see a cloud of 
steam or hear hissing steam lines, 
it is a danger signal to the man- 
ufacturer and a dollar signal to 
you. It shows the plant is wast- 
ing money that could be saved 
by Sarco Lieam Traps. 


There are scores of such plants 
in your territory. Get after them 
and you'll find it easy to 


Boost Your 
Profits 


With the big Sarco advertis- 
ing campaign to help you and 
with more than a million now in 
use, almost everybody knows that 
Sarcos are good traps. So they're 
not hard to sell, especially when 
you can offer them at % the 
price of most others and tell 
about their big advantages. 


Let's get together and make 
more money. Write for our spe- 
cial proposition and Catalog 
Z-95. 


Sarco Company, Inc. 
183 Madison Ave. New York, N. Y. 


Branches in Principal Cities 


SARCO Canada Limited, Federal Bldg., 
85 Richmond St., West, Toronto, Ont., Canada 


Walker Crosweller & Co., 
20 Queen Elizabeth St., London S. E. |. 


Sarco 
Steam 
Trap 








For further information see our adver- 
tisement, page 38, Mill Supplies Cata- 
log & Directory. 
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An actual example of “Supersocket” effi- 
ciency. With any other type wrench, several 
pulleys would have to be loosened and slid 
over on the shaft in order to tighten this 
one slipping pulley. With a “Supersocket” 
combination it takes two minutes instead 
of one or two hours. 





WRENCHES 


Buy from Your Distributor 








“SUPERSOCKET” 





“WHERE'S 
SOCKETS?” 


Wauen cramped quarters and 


awkward places make the goin’ tough—that’s the 








job that will sell you on Williams’ “Supersockets.” 


Industry is awakening to the thousand advan- 
tages of the “Supersocket” system, with its ex- 
treme flexibility and endless combinations of 
Handles, Extensions and Parts. “Supersockets” 
enable the mechanic to do a better job in less 


time. They will “get in” and work where no other 
type of wrench could possibly be used. 


Every industrial customer on your list is a pros- 
ect for “Supersockets.” Write for prices and 
P I I 


complete facts. 


J. H. WILLIAMS & CO. 
“The Wrench People” 


75 SPRING ST. NEW YORK 
WESTERN WAREHOUSE WORKS 
SALES OFFICE, CHICAGO BUFFALO, N. Y. 
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LIME and GYPSUM 
Field for Sales of 


ee ee month JONES pointed out the definite markets for JONES 
Speed Reducers in cement plants and crushed stone, sand and 

gravel plants. On these two pages, we take up the other two 
principal groups in the Rock Product Industries—lime and gypsum 
plants. Here again are exceptional opportunities for sales of 
JONES Speed Reducers. If there are lime and gypsum plants 
in your territory, study this information and the charts 


Here is a JONES Her 
ng oD ding ‘hime and then go out and do a real sales job. (This adver- 
hydrator Mo I H.P. : ¥ : f 
we RM Ratio, 73 tisement is part of a series being presented by 


JONES, to point out to distributors and their 
salesmen definite markets for our speed re- 





ducers, in order that they—and we— 
may profit by the present day 


sntes “Wien! Gene trend toward plant modern- 
ducer, Type 575-H, drit . . 

ing “+ atc _ ding, hydra- ization everywhere.) 
tor in time plant. Motor, 5 


H.P., 1200 R.P.M. Ratio 
30 to 1. In rear, JONES 
Worm Gear Reducer, Type 
§75-H, drit ing scTeu ” 

veyor and bucket ele ato T 
Motor, 7% H.P 1200 
R.P M. Ratio, 30 to 1 


LIME PLANTS 


Lime plants of modern design are making 
full use of speed reduction units. These up- 
to-date lime plants are using from 10 to 30 
or more speed reducers to drive belt con- 
veyors, spiral conveyors, revolving screens, 
bagging machines, kilns, elevators, coolers, 
gas producers and roll crushers. The fact that 
speed reducers have definite advantages 
over other types of drives for most of the 











JONES Speed Reducer Details for 
MODERN LIME PLANTS 


Motor’ Reduction 








Installation H.P. R.P.M. Ratio Reducer 
Gas - aeapey for 
ae 2-2 900 28tol Herringbone 
Pan Feeder pews 15 900 45to1 Spur 
Elevator... . é 20 900 30tol Spur 
Apron Conveyors 
from storage to 
pulverizer...... 2-20 900 45tol Spur 
Apron Conveyor... 20 900 45tol Spur 
Pan Conveyor... . 5 900 45to1 Spur 
Belt Conveyor from 
Pulverizer to bin. 10 900 34tol Spur 
Elevator. . 10 900 30tol Spur 
Screw Conveyor 
on bin to eee s of nel w H 
rator. ¢ o orm * 
Elevator. . 10 900 30tol Spur erringbone 
Belt conveyor and 
weigher from hy- 
drator to curing 
. rrr 5 900 34tol Spur 
Elevator 10 900 30to1l Spur 


Serew conveyor 5 900 Illtol Worm 


Limestone Whiting Department 


Elevator from crush- 





ers to raw bin 10 900 30tol Spur 
Screw conveyors. 5 900 lltol Worm 
Raw bin to fine 
rinders Pan 
eeder ‘ 15 900 45to1l Spur 
Elevator. 20 900 30to ; Spur 
Apron conveyors. . 20 ono A> tol — 
Fine grinders... 2-75 4% tol orm 














Spur 
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operations in a lime plant is responsible for 
their increasing use. Motors ranging from 
2 to 75 H.P. are employed in the lime indus- 
try, with ratios of reduction of 4!/, to | to 
45 to |. All types of JONES Speed Re- 
ducers find a great market in this industry. 
Have you investigated the sales possibilities 
for JONES Speed Reducers therein? If not, 
now is the time to go after this business 


Jones Speed 


JONES Herringbone- 
Maag Speed 
Type 270-D driving rock 
gypsum plant. 
H.P., 470 
Ratio, 


dryer 


Motor, 


R.P.M., 


hard. 


GYPSUM 
PLANTS 


Applications of speed 
reduction units in gypsum 
plants include conveyors, 
dryers, elevators, pulveriz- 
ers, calciners, kettles, tube 
mills, mixers and soak belts. 
The gypsum industry is par- 
ticularly susceptible to sales 
of speed reducers, since 
modern plant design is 
highly important in keeping 
up with the keen competi- 





in 


PLANTS» A Profitable 


Reducers 


Rock Dryer 


50 


Reducer 


24 to 1 





Transfer End of Board Plant 





JONES Spur Gear and 
Worm Gear Reducers drive 
these conveyors at the 
transfer end of the board 
plant of one of the leading 
gypsum companies. 


tion that exists in that industry. Economy of space 
and economy of operation, as well as freedom 


gypsum industry. 


the May issue. 

















Sheaves, a 








from breakdown, are essential in this industry, as 
in others. That's why JONES Herringbone, Her- 
ringbone- Maag, Worm and Spur Gear Reducers 
are popular in gypsum plants. 
employed in many of the foremost gypsum plants 
in the country for years. 
will find a waiting and profitable market in the 


They have been 
JONES distributors 


This series of advertisements will be resumed in 
Jones’ April advertisement in Mill 
Supplies will appear on the front cover. 


W. A. JONES 


=== Foundry & Machine Co. 
i he W. Roosevelt Rd., Chicago, Ill. 


Manufacturers of Speed Reducers, Gears, Pulleys, ‘‘V'’-Belt 
es, Couplings, Hangers and General 
Power Transmission Appliances. 














JONES Speed Reducer Details for 
MODERN GYPSUM PLANTS 


Motor Reduction 

Installation H. P. R.P.M. Ratio Reducer 
Conveyor Feeder to crusher 50 900 45tol Spur 
Elevator to screen....... 15 900 30tol Spur 
gn from screen to 

SS 5 900 34tol Spur 
Conveyor from storage to 

eee 10 900 45tol posed 
Rotary dryer 25 900 12tol Herringbone 
Elevator from dryer to bins 15 900 30tol Spur 
Conveyor from air separa- 

tor to calciners or kettles. 5 900 34tol Spur 
Calciners or kettles....... 20 900 Illtol orm 
Conveyor and elevator from 

calciners (C) or kettles 

(K) to tube mills...... 2-15 900 C-34tol Spur 

K-30 to 1 Spur 

py Pee 75 900 6tol orm 
# Board Department 
Conveyor from tube mills to 

weigher and mixer bin 10 900 34tol Spur 
Conveyor from board ma- 

chine to cutter. 10 900 10tol Worm 
Transfer conveyor” “from ‘cut- 

ter to dryers . ; 5 900 60tol Spur 


Plaster Department 
Conveyor (C) andelevator. 2-15 900 
(E)from tube mills to bins 
Conveyor (C) and elevator 
(E) from bins to — 
pulverizer . 2-10 900 


C-34 tol Spur 
E-30 tol Spur 


C-34 to 1 Spur 

E-30 to 1 Spur 

Conveyor from bins to mix- 
ee 


20 900 34tol Spur 

Block Department 
Conveyor (C) and Elevator 

(E) from tube mills to 2-15 900 C-34to1 Spur 

hopper . E-30 to 1 Spur 
Belt conveyor from hopper ; 

to feeder and soak belt 15 900 34tol Spur 
Soak belt and conveyor to 

mixer errr 15 900 10tol Worm 
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MALLEABLE, 














CAST IRON AND 


BRASS PIPE FITTINGS 





“ILLINOIS” 
Malleable Fittings 


are made from the fin- 
est grade of malleable 
iron in standard and 
extra heavy patterns, 
screwed or flanged. 


A complete line of Quality Valves. 
Pipe Fittings of Cast Iron, Malleable 
Iron and Brass—Standard and Ex- 
tra Heavy—Screwed and Flanged. 


Malleable Castings made from cus- 


tomers’ patterns. 


ILLINOIS 














IRON CO. 


Mill Supply Distributors are assured 
of a 100 per cent jobber policy that 
affords a liberal margin of profit. A 
fast selling line and steady repeat 
business for you. 


“ILLINOIS” 
Brass Fittings of 
Standard Design 

made from mixtures of 
crucible metals under 
modern production 
methods—tested 100 per 
cent, thus guaranteeing 
a product for life and 
service. 


“ILLINOIS” 

Cast Iron Steam and 
Drainage Fittings 
are of super quality 
homogeneous foundry 
iron—tapped with pre- 
cision to provide perfect 

adjustment. 


MALLEABLE 














CHICAGO, ILL., U.S. A. 




















LEADER 


“TOLEDO” PIPE TOOLS known for 
their quality and dependability for 30 
years—A good line to sell to a new 
account. It adds prestige to your busi- 
ness to sell nothing but the best. The 
first sale is profitable but it is the 
repeat business that builds. 


The Toledo Pipe Threading Machine Company 
Toledo, Ohio. New York Office, 72 Lafayette St. 


eS 











A. R. Pannell, president, Pannell Machinery 
Company, Incorporated, Oklahoma City. 





Washington Machinery Depot 
Has Combined Service 

Thirty-two years ago, C. O. Bosse, 
now president and treasurer of the 
Washington Machinery Depot, started 
in the machine shop business; that 
was in the days when a machine shop 
was a paying proposition. He soon 
worked over into the supply busi- 
ness, which is now the company’s 
major activity, but still maintains a 
shop which normally employs 12 to 
15 men engaged in repairing and 
rebuilding machinery and building 
some new equipment. This custom 
work, Mr. Bosse says, can still be 
made profitable in connection with a 
supply business, because one natur- 
ally feeds the other at a lower selling 








, a 5 ~~ 


Walter Miller of Miller and Stern Tool 











Company, San Francisco, has developed .a 
large following in the automotive field. 





















































Making your own 
Sales Effort 


Easier - 








for 1931 
Will Reach into 
the Heart of Your Market 


The Clipper publicity program for the year 1931 
has been planned to be of the greatest possible 
benefit to distributors of Clipper belt lacing equipment. 

The Saturday Evening Post as usual will spread 
the Clipper message nationally. 

Full pages, in two colors, will appear monthly 
in a carefully selected group of major industrial 
publications reaching every important purchasing 
factor in the country. 

With this powerful advertising influence behind 
your sales organization you will find it profitable 
to push Clipper products more aggressively than ever 
throughout 1931. 










Clipper Lacers, Clipper Hooks and Clipper Pins are used 
by the leading industrial plants of the world. The Clipper 
No. 6 Speed Lacer is recognized as the last word in belt lacing 
speed and efficiency. Light and compact, yet marvelously power- 
ful, it laces both ends of a six inch belt in exactly 90 seconds. 

Clipper Hooks are unsurpassed in quality and durability, yet 
enormous production brings them to the user at a price actually 
20 to 30% lower than that of other makes. Whatever your 

a lacing requirements you can meet them with greater satis- 
~ » i ‘2 faction and economy by standardizing on Clipper products, 


Seulipper Belt Lacor Company 


GRAND RAPIDS MICHIGAN 
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There are few sports that re- 
quire greater skill, endurance 


and ability than golf. 


There are few saws that have 
the endurance, cutting effi- 
ciency and ability to stand 
up under tough usage found 
in VICTOR SAWS. 


Get after increased business 
with VICTOR SAWS today, 
and be out of the rough with 


your saw sales. 


VICTOR SAW WORKS, Inc. 
Middletown, N.Y. 











expense than when the two are oper- 
ated separately. In fact the machine 
shop not so run has a hard time to 
exist in these days, because the 
larger mills and industries have put 
in their own shops. 

Mr. Bosse has been through more 
than one business depression and 
panic and is no longer disturbed over 
such things, as his experience tells 
him that they always work them- 
selves out in due time, so he puts his 
attention to a more close scrutiny of 
the business in order to take advan- 
tage of what breaks there are and 
lets it go at that. 

* * *K 





VALVES 


& VALVE 


COUPLINGS 


Hughes Officer of Insurance 


Company 
George H. Hughes, secretary and 


general manager of the Hughes Sup- 

ply Company, Mansfield, Ohio, was 

elected vice-presicent of the Mer- | 
chants and Manufacturers Insurance 

Company at the annual meeting, 

January 15. George DeYarmon, 

president of this company, and Mr. | 
Hughes are now on a motor trip 

visiting agencies of the company at | 
Washington, D. C., and Durham, | 
North Carolina. The company has | 
recently been licensed to write insur- 

ance in Florida and Mr. Hughes and 
Mr. DeYarmon will visit Jackson- | 
ville, Tampa, and Miami to conclude 

arrangements with agencies. 








|F you want your coustomers re- 
peat business on valves and 
valve couplings---“Quick As 
Wink" Brand will secure it. 

None better made---with a 3 
year guarantee back of them--- 
and a mighty good profit besides. 
You will make a wise move in 
pushing Quick As Wink Valves 
& Valve Couplings. 


also 






“CUSHION 
ABRASIVE 
WHEELS 


C. B. HUNT & SON 


SALEM ,OHIO 





W. E. Gilkerson, president of the Bluefield 

Supply Company, Bluefield, West Virginia, 

is at the right in the photograph. Next 

him is C. E. Taylor, secretary, and on the 
left, W. E. McDougall, buyer. 
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A Complete Line of Profitable Pumps 


OU can fulfill your customer’s every pumping need if you handle the 

Goulds Line. These pumps are well known for their efficiency and 
dependability—the product of the world’s largest plant devoted exclu- 
sively to the manufacture of pumps. 


Goulds standard pumps and parts are shipped from a nearby warehouse 
within 24 hours of receipt of the order. Send for catalogue S, which 
shows the complete mill supply line. 











GOULDS 
CONDENSATION 
OUTFIT 
THE NEW AUTOMATIC-OIL- 


A new return pump and ING DEEP-WELL HEADS 











receiver for handling 2 sehdeiiy sentie 

condensation of low pres- 4-, 6-, 8-, and 20-inch strokes. 

GOULDS ROTARY sure steam heating sys- For wells up to 550 ft. deep 

POWER PUMP tems up to 15,000 sq. ft. For pressure or open 

Discharge head, 100 feet. of radiation. Ball-bear- GOULDS tank service — 

Capacity, 20 to 65 ing pump. Galvanized “MINUTE MAN” belt or chain drive, 
G.P.M. tank CELLAR DRAINER 


A leader in the field of low 
priced, high-quality automatic 
drainers for residences, stores, 
small factories, etc. Capacity, 
to 25 G.P.M 


GOULDS GOULDS 
AUTOMATIC-OILING CENTRIFUGAL 

Pyramid Pump PUMP 
Adaptable for a variety Built in nine sizes 
of service. Capacities 3 Capacities, 10 to 1300 

Tap + G.PLM Also a com- 
to 82 G.P.M. For heads plete ‘line of motor 
up to 8,000 feet. driven units 


GOULDS PUMPS, INC. 


Seneca Falls, N. Y. 


BRANCHES 
Houston, 2114 Second Na *Chicago, 12-14 So. Clinton *New York, 16 Murray St., *Philadelphia, 111 North 
tional Bank Bldg. St. 19 Park Place. Third St. 
*Boston, 194 Congress St. Pittsburgh, 636 Henry W. *Tulsa, 213 E. Archer St. 
Oliver Bldg. 
Cleveland, Union Trust Atlanta, Citizens and Charlotte, N. C., 811 
Bldg. Southern Bank Bldg. Johnston Bldg. 


*Branch Warehouses. Representatives in all Principal Cities. 


OUL 









mee I 
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ALLIGATOR 


STEEL BELT LACING 

















Alligator Steel Belt Lacing holds the belt in 
a vise-like compression grip. Prevents ply 
separation at belt ends. The smooth, flexible 
joint is reliable in service and has great surplus 
strength. 

Combines the efficiency of an endless belt 
and the convenient take-apart feature. In gen- 
eral use on light, medium and heavy belts of 
all types. Made also in monel metal. Eleven 
sizes. You can recommend it “blind.” 

Flexible Steel Lacing Company 


4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London, E. C. 2 


Only a 


i 
| 
Hammer | 
{ 


Needed 


TATES OF AMERICA 


IMPORTANT — ~ Follow Directions 
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Maratoon OK GRINDERS 

















customers. 


of merit, 





Wausau, Wisc. 


on 


MARATHON ELECTRIC MFG. CO. 


THER sturdiness, dependability and 
consistent performance will satisfy 
the most discriminating of your 


MARATHON “O. K.” Grinders 
and Motors form a distributor line 
with exceptional op- 
portunities for sales and profits. 
Write for sales literature. 

















Vonnegut Rearranges Offices 

The Vonnegut Hardware Com- 
pany, Indianapolis, is rearranging its 
offices so that all the departments, 
such as accounting, selling, and so on, 
will be located on the fourth floor. 
The builders’ hardware section will 
be moved from the fourth to the 
third floor. 











| The C. S. Mersick and Company, New 
| Haven, Connecticut, goes after speed re- 
ducer business and this display of different 
sizes and models shown on its sales floor 


helps make its customers “speed reducer 
conscious.” 





Wason President of Manning, 
Maxwell and Moore 

R. R. Wason has become presi- 
dent of Manning, Maxwell and 
| Moore, Incorporated, New York, 
iand of the Consolidated Ashcroft 
Hancock Company, succeeding C. A. 
Moore, who has been made chairman 
of the board. Mr. Wason has for 
many years been director of mer- 
chandising for Proctor and Collier 
Company, Cincinnati. 


* * * 


L. E. Tracy in the South 
L. E. Tracy, treasurer, Lewis E. 
Tracy Company, Boston, and Mrs. 
| Tracy are touring in the southern 


| states this month. 
| 














| Representing the H. B. Mehring and Com- 

|pany, York, Pennsylvania— Gunnett; 

|H. B. Mehring, Jr; H. B. Mehring, Sr., 

| President and general manager; and F. 
le, purchasing agent. 
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AN ADDED MARGIN 


OF STRENGTH... 





“TRUS rirrinG" 
| | & 
Bs. JOURNEYMEN dragging and twisting on pipe lines to make both 
ends meet. Powerful hands armed with Stillsons drawing tight joints 


tighter. Failing supports and settling buildings piling up the load on pipe lines. 


Fittings must carry these emergency loads and strains. Failures are expensive. 


Your customers will be doubly protected with Square “Gee” Trus-Fittings. 
Reinforced to give an added margin of strength, these new, exclusive fittings 
take the brunt of extra loads with ease. 


This added factor of safety costs your customers nothing. Itis an extra value that 
makes Square “Gee” fittings easy to sell . .. certain to produce repeat orders. 


THE GRABLER MANUFACTURING COMPANY 


6565 Broadway - Cleveland, Ohio 
Warehouses: NEW YORK - CHICAGO . LOS ANGELES « SAN FRANCISCO 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, BRASS 








MALLEAG LE, CAST IRON 
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TRADE 


SE- 


MARK 


M - ," 


“Uy € 











LOOK 
FOR THIS 
TRADE MARK 
WHEN YOU 
WANT 


QUALITY 


SS. 


DRILL SLEEVES 
AND SOCKETS 


Ordinary drill sockets will drive a twist 
drill only as long as the drill has a tang. 
When the tang twists off the drill is 
useless. But, if a “Use-Em-Up” is on 
hand your customers can make the drill 
as good as new; simply by grinding a 
flat on the broken drill and slipping it 
back into the “Use-Em-Up” socket. Write 
for test supply—at our expense! 








—and 


the profits are good 


Don’t overlook the possi- 
bilities that this line of- 
fers. Let us hear from 
you today. We will also 
send details on our L-R 
Flexible Coupling. 


LOVEJOY 


TOOL WORKS 
328 W. OHIO ST. 
CHICAGO, ILL. 











The Bailey-Lebby Company, Charleston, 
South Carolina, has a method for speedy 


department. In the picture, reading from 

left to right, are: J. S. Stevens, assistant 

general manager; A. W. Newton, secretary; 

W. S. Stevens, Jr., general manager; and 
W. S. Stevens, Sr., president. 





Washington Belting Strong on 
Transmission 

The Washington Belting and Rub- 
ber Company, Tacoma, Washington. 
is doing a large business in Dodge 
V-Belt drive. The company has had 
the line about six months and 
pleased at the way it is going. It also 
reports marked success with Baldwin 
roller chain for conveyors, made by 
the Baldwin, Duckworth Chain Cor- 


is 


ok 


T. G. Hyman 


* * 


North Carolina, died February 7 in 
Miami, Florida, age 61 years. 

Mr. Hyman established the Hy- 
man Supply Company in New Bern 
in 1902, and opened the store in 
Wilmington in 1906. He disposed 
of the New Bern store in 1923, and 


of J. B. Rice. 





WAGY a 








Palmer G. Black of The Charlotte Supply 


= | Company, Charlotte, North Carolina. 


DART 


handling of merchandise in its mill supply | 


poration, Worcester, Massachusetts. | 


T. G. Hyman, president, the Hy- | 
man Supply Company, Wilmington, 


continued to operate the Wilmington | 
. . | 
organization under the management | 





For that 
Better Service— 


You want to 


Give Your Trade 





UNIONS 











THE 
“HEART OF THE DART” 


is the double bronze-to-bronze ring 
It stands the strain 
and does not corrode. 


Dart Union Sales Points 


Require no re-packing because of 
the ground joint 
principle. 


construction. 


Bronze-to- Bronze 


The heavy malleable iron nut and 
pipe ends do not stretch or crack. 


Require no attention once they are 
in place in the pipe-line. 


Have all the good points of all- 
brass, without the possibility of 
stretching—all the good points of all- 
iron without the danger of rusting. 


Tees - Unions - Ells 
(Screwed - Flanged) 


E. M. DART MFG. CO. 





Providence, R. I. 


Sales Agents 


THE FAIRBANKS COMPANY 
New York and all branches 


Canadian Factory 
DART UNION CO., LTD. 
Toronto, Canada 
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| Your customers, the builders of labor-saving machines 
| specify ALLEN Hollow Screws as strictly in line with their 
_ purpose. To do otherwise is, in effect, to ask that the buyer 
| of labor-saving machines waste labor in picking out broken Tee | 
| screws as a condition to operating his machines. . . . os lage 
‘ 

j 





See the Specifiers — for orders! 


| 


-. | THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.S.A. 


7 
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Bearings 

| Hangers 

| Pillow Blocks 
Shaft Couplings 
Pulleys 

V-Belt Drives 





Elevator 





Wing Type Pulley 





A connection that offers an unusual 
opportunity for larger sales, because we 
make a complete line, which includes: 





Specialize On 


MONARCH Transmission and 
Material Handling Equipment 


Belt Conveyors 
Serew Conveyors 
Bucket Elevators 
Feeders 

Bin Gates 


and many other 
items 





for the industrial and 
construction industries. 

A man is judged by the 
company he keeps — a 


mill supply dealer by the account he han- 
dles. 


Why not investigate this unusual source of 
supply. Catalogs on request. 


Sprout, Waldron & Co., Inc. 
1240 Sherman St. Muncy, Pa. 


The MONARCH Line » » 




















HOLLOW» 


T is surprising how many big, important 
factors enter into the making of such 
a relatively small object as a Holo-Krome 


Set or Cap Screw. 


But it really is not surprising why so many 
big, important industries rely upon these 


remarkable little objects. 


HOLO-KROME 
Screw Corporation 
Hartford, Connecticut 


SALES OFFICES 
Detroit, Mich. 
3360 Pasadena Ave. 
New York City 
407 Broome St. 
Evanston, I1!. 

816 Mulford St. 


‘Every single Holo-Krome Screw 


inspected by Hand 














The Chattanooga Belting and Supply Com- 


| pany, Chattanooga, is well represented by 


this trio. Left to right: W. J. Wootton, 
salesman; Bob Borin, sales manager, and 
E. W. Doss, purchasing agent. This com- 
pany believes thoroughly in specialization, 
concentrating its efforts on belting. 





Campbell Hardware Sells 
Thompson Line 
The Campbell Hardware Com- 
pany, Incorporated, Seattle, has just 
taken on the hack saw blade line of 
Henry C. Thompson and Sons, New 
Haven, Connecticut. John Camp- 
bell is head of the Seattle company. 
* * * 


Developments in Strong 
Hardware Company 

The Strong Hardware Company, 
New Brunswick, New Jersey, reports 
that it is now well-established at 335 
George Street, in an up-to-date store, 
‘entrally located, occupying two floors 
with room to expand on two more. 
The company moved into its new 
quarters on September 15, 1930, 
after having been burned out on July 
13. Although business was prac- 
tically suspended during these two 
months, the organization was kept 
together so that there was little delay 
in making another start when the 
building was ready. 

i 


Worthington Company Honors 
Fifty-Year Employee 

On February 18 the George 
Worthington Company, Cleveland, 
honored John L. Smith, in recogni- 
tion of his 50 years of service to 
the company. Officers, directors and 
department heads attended a lunch- 
eon at the Hotel Cleveland, when a 
gold watch was presented to Mr. 
Smith. 

He came to the company when he 
was 25 years old and has had charge 
of checking hardware invoices and 
pricing orders for the entire period 
of 50 years. | 








i el 

















MARCH, 1931 MILL SUPPLIES 79 


Plants like ¢iis know 


the meaning of 
_ Drop ForeGep! 















4 
4 





| 


Only drop forging definitely assures valves and fit- 
tings of fine grain structure free entirely of hidden 
defects so common in poured metals. Where high 
pressures and temperatures 


are involved there is just one 

dependable, metallurgically 

correct valve and fitting and O 
that is 


Vogt Drop Forged 
HENRY voctmacHine co. DropForged Steel 


Incorporated 


LOUISVILLE, KY. 
New York Chicago Cleveland Dallas Philadelphia 


Manufacturers of: Oil Refinery Equipment, Drop Forged 


Steel Valves and Fittings, Water Tube and Horizontal 
Return Tubular Boilers, Ice Making and Refriger- , 
ating Machinery, Heat Exchangers. : 


= 
titeevenerbe Her 
Ps 


a 
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The Stamp 
of Quality and Service 


Mr. Supply Dealer: 


We manufacture 
supplies as listed 

















Belting & Accessories 


Leather Belting 


Flat, Solid, 
Twist, Oak, 
Chrome, Raw- | 
hide. 


Lace Leather 
(Sides and Cut) 


Rawhide, Indian 
Tan, Chrome. 


Rawhide Round 
(Safety Lace) 
Rawhide Pins 


Mechanical Leathers 
Packings, Wash- 
ers. 

Leather Specialties 


Straps, 
Covers. 


Rawhide Mallets & Hammers 


“If it’s made of Leather for 
—_- — 
we make it’’. . 


Joint 


Gears and Pinions 
(Spur, Spiral or 


Bevel.) 
(Non-Metallic) 
Rawhide, Fab- 
roid, Bakelite. 
(Metal) 
Iron, Steel, 
Brass. 


“Perfect” Oil Seals 
The 


CHICAGO RAWHIDE 
MANUFACTURING CO. 
CHICAGO 
ILL. 

St) aa ae 




















| page 


| one of the group, was walking down 








Taken in the order of their height, from 
ridgepole to eaves, we have here Lester | 
Davis, city salesman; John Webb, floor | 
salesman; Walter Benson, city salesman, and | 
Ralph Beeler, welding specialist, all of J. E. 
Fhoniiies and Company, Portland, Oregon. | 





-—-— | 
| 


James McGraw Salesmen in the 
Limelight 


Photographs of the salesmen of | 


James McGraw, Incorporated, Rich- 
mond, were included in a recent full- 
newspaper advertisement for 
the company. Soon after the ad 
appeared Tom Oxenham, who was 


the street when suddenly he was 
stopped by a deaf and dumb news- 








boy who grabbed pencil and paper 
and wrote a “fan” note. Robins | 
Bakerville and Clairborne Powell, 
two more of the McGraw men, were 
the next ones to realize the “power 
of the press.” An unknown waitress 








S. C. Parker came to the Pittsburgh Gage 
and Supply Company in September, 1930, 
as vice- -president and general 
Parker is a son-in-law of the late W. L. 


er. 


Rogers, founder of the company. 






STOCK 
U IF on the 


New 





BLADE 


\gAagaaaaaad 


LARGE TEETH FOR CUTTING A SMALL TEETH FOR STARTINGA 














HE new MILFORD DU- 

PLEX is being advertised 
to your trade. It is as def- 
initely better than the old 
style hack saw blade as bal- 
loon tires are better than 
pneumatics. 


Machinists and_ electrical 
and heating contractors will 
find it the easiest starting, fast- 
est cutting blade they ever 
used. The fine tooth section 
of the MILFORD DUPLEX 
starts the cut on the first 
stroke, and it cuts in a clean, 
straight line precisely where 
wanted. 


Write for Prices and Details — 


MILFORD DUPLEX (All Hard) 
Mil Flex DUPLEX (Hard Teeth-Flexible Back) 


MILFORD HIGH SPEED STEEL DUPLEX 
(All Hand Frame Sizes) 














14/28- pitch, 18/36 - pitch 
and 24/36 for electricians’ 
and plumbers’ special use. 
The fine teeth start the 
cut like the feed screw 
of an auger bit. 





rrrrrr vv’ 


MILFORD 
DUPLEX 


PATENTED USA 
The HENRY G. THOMPSON & 


SON CO. 
Established 1876 


New Haven, Conn., U. S. A. 


































STRONG SUPPLY CO. 


/ 


CARL Si E & 


YO ad all SUPPLYCOMPANY & 












INDus EAM SPECIALTIES 
. TRIA -ERING INFOR 
* Walls 
UIPMeEn, MORE 
Aly | 
DONNELLEY 


CATALOGUES 








Donnelleys have shown in “MIL 
Suppuies” photographs of more 
than 1000 editions of catalogues 
for distributors of supplies. 

Theclass of distributors served by 
Donnelleys is an indication of the 


worth of the Donnelley Service. 


Keeelt) xed) 


INC. ey, 
§ 
Re 
’ 
=C. y/ 
Poe 
0 
d+} 


BROOKLYN » | / 


@ Ve Veele . 





























A CAREFUL CONSIDERATION 


of catalogue prices and values has always shown 
leading distributors that Donnelleys offer the great- 


est catalogue value. 


On no other basis could Donnelleys continue 
vear after year to build more catalogues for distrib- 
utors of industrial supplies than competing com- 
pilers combined. 

Would you compare a five or ten year old price 
on one automobile with today’s price on another? 

lt is just as misleading to compare one ratalogue 
compiler’s price of five or ten years ago with an- 
other’s price of today. 

Donnelleys continue to deliver sood catalogues 
at a price so attractive as to earn nearly all compet- 


itive orders. 


RR. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET 


CHICAGO, ILLINOIS 
























































MARCH, 1931 


MILL SUPPLIES 


83 





called them by name, having recog- 
nized them from seeing the pictures. 

It is reported that these gentlemen 
will consider offers to go into the 
movies, write testimonials, or accept 
other connections where fame has a 


cash value. ee 


The Triple Convention Draws 
Near 

The program for the triple con- 
vention of the National, Southern 
and American Associations to be 
held at The Wardman Park Hotel, 
Washington, April 26, 27, and 28 is 
nearing completion. 

The keynote of the meeting, of 
course, will be the report of the Joint 
Merchandising Committee which has 
been unusually active since its ap- 
pointment at the last convention. 

3oth joint and individual associa- 
tion sessions will be of unusual in- 
terest and every distributor and man- 
ufacturer should plan now to at- 
tend. Get your reservations in early 
for a record attendance is looked for. 

x ok x 


Merchandising Committee 
Entertained 

The Joint Merchandising Commit- 
tee of the Mill Supply Business was 
entertained at dinner the evening of 
February 9 at the Tavern of the 
Four Georges, Sherman Hotel, Chi- 
cago, by C. A. Channon, A. M. 
Morris, B. P. Mast, Reed G. Landis, 
and A. E. Paxton. The committee 
had met during the day at the Pal- 
mer House. 








The Turner Supply Company, Mobile, 
Alabama, is an old and respected southern 
distributor, serving a wide territory and 
carrying an unusually large stock of mill 
and contractors’ supplies and electrical ma- 
terial. The four executives are shown in 
this picture. Left to right they are: How- 
ard M. Schramm, president; A. C. Dency, 
vice-president; H. Leo Ollinger, vice-pres- 
ident and treasurer; and R. E. Sweigart, 
secretary. The building housing the offices 
and warehouse of this firm is a block long, 
and the stock is so carefully segregated, ar- 
ranged and marked that almost any one can 
assemble orders. 


Distributors. 


Safety to the User. 





Hickory. 


the 








The only car mover that grips the rail at 
FIVE points — IT CANNOT SLIP. The 3- 
position handle enables cars to be moved from 
any conceivable place. No mover has the 
power of a Swaco. 





42 LA GRANGE ST. 


ATTENTION 
DISTRIBUTORS 


If You Are Interested in Items That Are Both Profitable and 
Saleable This Advertisement Should Interest You 


CAR MOVERS and CAR WRENCHES 
THAT ARE DIFFERENT ‘‘SSWACO” 


We Desire High Class Distributors Who Appreciate Quality 
Backed by Sales Co-operation and 100°; 


Selling Through 


WHAT WE OFFER DISTRIBUTORS 


1.—THE PRODUCT.—A Car Mover and Hopper Wrench 
Built on a New Idea Which Assures 


2.—QUALITY.—Every Part Cast Electric Steel Except 
Mover Handle, Which Is Highest Grade 


3.—SALES POLICY.—Sold Through Distributors. 
4.—SALES CO-OPERATION.—Our Men Will Work 
Field and Full 


Line of Literature Fur- 
nished. 
5.—PROTECTION.—Full Price Protection for Dis- 
tributors Who Stock. 






The ball-bearing re- 
versible ratchet head 
is exclusive with the 
SWACO Safety Hop- 
per Car Wrench. The 
handle never leaves the 
user’s hands. SWACO 
eliminates the danger- 
ous accidents which 
threaten the life and 
limb of the employees 
who open Hopper bot- 
tom cars. SWACO is 
guaranteed to give 
satisfaction. 


Write Us About Selling Safety at a Profit 


WACO 


SAFETY WRENCH & APPLIANCE COMPANY 





WORCESTER, MASS. 
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MYERS POWER PUMPS 


Self-oiling power pumps in any capacity for 
any service up to ten thousand gallons per hour. 
Powered by engine or electric 
motor. 


For deep or shallow 
wells, Myers is world headquar- 
ters for pumps, water systems, 
cylinders and well accessories. 





Tak vie fe 
MYERS > 


PUPS — WATER SYSTEMS — Ha’ 


PUMPS 








See our local dis- 
tributor or write us 
direct for catalog and 
information. 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 


WATER SYSTEMS 


HAY TOOLS DOOR HANGERS 
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The 
CAP” 


practically every 


brush 


ment. 


CAPITAL “RED 

Line covers ideally 
industrial 
and broom require- 


‘CAPITALIZE’ 


on the Huge Natural Market 


| 
| 


| 



























One of our Fast Selling | 
Numbers — The 
Bamboo Push Broom. 7 








Bass and 


——! 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
126 BRUSH STREET - 


with 


CAPITAL “Red Cap” 


Brushes andBrooms 


Are you selling enough indus- 
trial brushes and brooms at a 
profit? If not—capitalize on 
your opportunities with the 
CAPITAL “RED CAP” line. 
Capital quality and complete- 
ness plus Capital sales coopera- 
tion make selling easy — and 
Capital profits reward sales con- 
centration. 


Send for Catalog 17 and Details of 
our time-tested sales cooperation 


plan. 


INDIANAPOLIS, IND, 








REST BECAU. 





Haseltine Officials at Metal Congress 

Amby Haseltine, president and manager 
of J. E. Haseltine and Company, Portland, 
Oregon, and Sales Manager Henry L. Ern- 
strom left shortly after this picture was 
taken, to attend the meeting of the West- 
ern Metal Congress, which was held in San 
Francisco, February 16 to 20. Mr. Hasel- 
tine is at the right. This congress is 
sponsored by 14 societies interested in the 
production, selection, fabrication, treatment, 
welding and application of metals, machin- 
ery and industrial equipment. 





Tull Increases Lines, Sales Force 


The J. M. Tull Rubber and Sup- 
ply Company, Atlanta, Georgia, has 
assumed the exclusive distribution in 
six southeastern states, of the prod- 
ucts of the Aluminum Company of 
America. The Tull company has 
also taken on a new salesman, John 
Nation, who will sell Monel metal, 
nickel products and aluminum 
throughout the company territory. 

* * x 


Taylor of McGraw Studies Me- 
chanical Rubber Goods 


T. S. Taylor, sales representative 
for James McGraw, Incorporated, 
Richmond, Virginia, is spending a 
month at Akron, Ohio, where he is 
studying the fine points of mechan- 
ical rubber goods at the Diamond 
Rubber factory. 


* * & 


Paramount Supply Company, 
Tacoma 

Wade H. Coykendall, president of 
the Paramount Supply Company, 
Tacoma, Washington, is an old-time 
machinery man who has made good 
in a large way in the supply business. 
The large following which this com- 
pany has in the Pacific Northwest 
territory is largely the result of his 
jovial personality and intimate knowl- 
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NOW-<-a distinctly better 
short-center drive for you! 


THousanps of industrial plants and scores of machinery 
builders have awaited the development of an efficient, 
economical and dependable short-center drive which they 
could wisely adopt for extensive use. 

And now it is ready'for you—the Rockwoop Short- 
Center Flat Belt Drive—available for immediate delivery 
in a complete range of standard stock drives from 1 to 
50 H.P. Dealers in all principal cities will carry stocks. 
Larger sizes, and special mountings for machinery build- 
ers, made promptly to order. 

Investigate this distinctly better drive! Mail coupon 
below, for complete Specification and Price Book. 


ROCKWOOD 


abi 4 f 
oe 
= f 


GET THIS THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS, INDIANA 
HANDY THE OHIO VALLEY PULLEY WORKS, INC., MAYSVILLE, KENTUCKY 
BOOK NOW Divisions of General Fibre Products, Inc. 


@ It illustrates, de- I: WANT full information on the modern, efficient Rock woop al 


oar 
guoay conven Lhe 
DRIVE 


scribes and prices Center Drive. Please send Book G-31. (Write your name, company name, and ad- 
all sizes in detail dress in margin below and mail coupon to Taz Rock woop Manuractrunine Co., Indianapolis, Ind.) 
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Complete 
i Riicmem 


BOLTS,NUTS 


and 


SCREWS 






Auto 
Blank Bott: Step Bolts 
Carriage ts Special Bolts 
Cultivator. Be ‘ire Bolts 
Elevator Be ‘(Cap Screws 
Guard Bolts \:: : 
Hook Bolts 
Machine Bolts 
Plow Bolts 
Rim Bolts 
Spring Bolts 
Stud Bolts 
Stove Bolts 


Ma)\we ss es 
CAmBuBrG 

































BLUE GRASS 








RISSS: 








WIPING 4 CLOTHS 
“ 











Will Amply Reward Distributors 


Here is a line that brings good nip and consistent repeat 
orders to distributors. “BLUE GRASS” will increase your 
wiping cloth sales materially. Let us tell you now about our 
special distributor arrangement. 


HIGHER QUALITY — NO HIGHER PRICE 
100% Safe — 100% Sanitary 


No finer wiping cloths made. Pro- 
duced from cotton cloth from which 
all buttons are removed. Boiled and 
chemically treated, and baked in 
ovens until thoroughly dry. 


LOUISVILLE SANITARY 








@® WIPERS CO., ++ INC. © 


LOUISVILLE KENTUCKY 


edge of the industrial and mill buy- 
| er’s problems and requirements. 

He is ably assisted by J. H. Bertke, 
originally from Milwaukee, who 
| came to the western country in 1908 
| and engaged in the brick business. 
| He was later with the P. A. Buffelen 
| Lumber Company and came to the 
| Paramount company in 1924. 
| This company recently took on the 
| American Chain Company line of 
| Ford hoists. Among the other lines 
| handled are: the Goodyear Tire and 
| Rubber mechanical rubber line; and 
| Hazard wire rope. 

. + 4 


Harlan Resigns from Frick Reid 
| A. G. Harlan, sales manager, Frick 
| Reid Supply Company, Pittsburgh, 
has announced his re signation, effec- 
tive March 1. Mr. Harlan is enter- 
ing another line of business May 1. 


His successor at Frick Reid has not 
| been announced as yet. 
| . * * 


Smith-Courtney Election 

New officers and directors of the 
Smith-Courtney Company, . Rich- 
mond, Virginia, were elected at the 
annus ' meeting of the stockholders 
held in Richmond, February 17. The 
| results of the election were as fol- 
| lows: Alvin M. Smith, president and 
treasurer; B. H. Smith, vice-presi- 
dent; A. Brooke Smith, secretary ; 
L. B. Martin, assistant treasurer; 
and Seth T. Ross, assistant secretary. 

* * * 


Ralph M. Friend 
Ralph M. Friend, one of the 
founders of the Western Iron Stores 
| Company, Milwaukee, died suddenly 
| on February 10 following a heart at- 
l'tack. He was 66 years of age. He 


pany, but for the past several years 
had served as treasurer. 
* * * 
Wearne with W. P. Mars 
Company 
W. H. Wearne is now covering the 
Mesaba and Vermilion Iron Ranges 
for the W. P. and R. S. Mars Com- 
pany, Duluth, Minnesota. 
io. 


Zoeller Seeking Mill Supply 


Connection 





William A. Zoeller is seeking a posi- 
tion in the mill supply field, prefer- 
ably selling specialties, such as taps 


| and dies, drills and reamers, cut- 
| ters, etc. (Continued on page 90) 


| had been a president of the com- 


i tatiaiaies 
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DUMORE MIDGET 
A small, general utility 
grinder for bench lathe and 
offhand grinding. 1/20 H. P. 
motor, speeds to 20,000 
R. P. M. 





No. 1 JG 


A sturdy, compact, extremely 
accurate grinder for the small 
machine shop and tool room. 
Spindle speeds 15,000 R. P.M. 





No. 2 OG 


Especially adapted to the 
grinding of lathe centers and 
other external grinding opera- 
tions. Has special attachments 
for use of carborumdum pen- 
cils and pencil wheels. 





No. 2 AG 


For all grinding operations 
where extreme accuracy is re- 
quired. Speeds of 10,000 to 
30,000 R. P. M. on both ex- 
ternal and internal grinding. 





No. 3 
Adapted to a wide range of 
operations — grinding small 
openings and large internal 
work. 14, H. P. motor. Speeds 
of 3600 to 40,000 R. P. M. 





Designed for production with 
precision, 2 H. P. motor, 
speeds 4,000 to 35,000 
R.P.M. Interchangeable quills 
for internal and external 
grinding or special work. 





No. 7 


A production tool of extreme 

accuracy. Built for continuous, 

heavy service. 34 H. P. mo- 

tor, speeds with various quills 

range from 4,000 to 27,000 
R. P. M. 


EXPLAINING DUMORE COOPERATION WITH 


ONE OF A SERIES OF ADVERTISEMENTS 
INDUSTRIAL DISTRIBUTORS AND THEIR SALESMEN 





DATA SHEETS... 


THAT MAKE IT EASY TO GIVE 
YOUR CUSTOMERS AND PROSPECTS 
THE RIGHT FACTS FROM 

THE “FACTORY” 


Getting the order sometimes is not so much a matter of knowing 
how to sell as it is a question of knowing what to sell. Mr. Pros- 
pect wants to know first and foremost whether you’ve got the prod- 
uct that will “lick” the job for him. 


The Dumore Company knows that selling precision grinders isn’t just 
taking orders. When the prospect gets “technical” the Dumore staff 
of engineers and tool experts is ready to help you. Get the facts down 
on a “Dumore Industrial Call Report” and send it on to the Dumore 
factory. We'll come back with recommendations that you can rely on. 


These call reports are in the form of convenient, pocket size pads 
that are no burden to carry. They make it easy for you to get all 
the data and enable us, in turn, to recom- 
mend effectively. Ask your sales manager 
to write us about them. 


DO MORE WITH 


DUMORE, 


THE DUMORE COMPANY in WS... 


101 16th STREET RACINE, WISCONSIN 


Makers of Dumore Precision Grinders and Dumore Fractional H. P. Motors. 
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“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 








month ending February 
15, 1931, with business 
during the corresponding 


period of 1930. 





«| 
<_| 
| eq 
~< 


KEY TO CHART 

=  _ No Change 
Increase 
5% inerease 
Decrease 

— 5% decrease 
*Better comparison than last month 





| __ NEW MIDDLE | ___ EAST 
Item _ ENGLAND | ATLANTIC | CENTRAL 


SEE 





eo 





Decrease Increase | Decrease Increase Decrease Increase 
| 
Belting, Conveyor 


Compressors 


Concrete Forms, Road, 
Curb, etc. 


Conveyors, Portable 
Cranes and Shovels 


Electric Tools— 
Drills, Hammers, etc. 


Engines, Gas, etc. 


Grinding Wheels, Wire 
Wheels, Brushes, etc. 


Hand Tools—Saws, Ham- 
mers, etc. 


Hoists—Chain, Electric, 
etc. 

Machine Tools and Equip- 
ment 


Mechanical Rubber Goods 
— Belting, Hose, etc. 


Nuts, Bolts, and Rivets 
Paint Spraying Equipment 


Pavers and Mixers 


Pipe, Valves and Fittings 


Pneumatic Tools 
Pumps 


Safety Equipment—Fire Ex- 
tinguishers, etc. 

Shop Supplies—Brooms, 
Brushes,—Pails, Waste 





Tools, Pipe Threading 
Tractors and Graders 


Transmission Equipment— 
Belting, Pulleys, etc. 


“V".Belt Drives 





Wheelbarrows, Shovels, 


Wire Rope 























WEST 


CENTRAL | SOUTHERN| WESTERN 


Decrease Increase 














$$} —— 











Decrease Increase | Decrease Increase 
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“HOW MANY OF 
THESE MARKETS 


ARE {e)8 


SELLING? 


F Toncan Iron Pipe helps 
you to sell to the chemical 
plant, the ship building yard, 
the coal mine, the oil refinery, 
or any of perhaps a dozen 
industries from which you have received no 
business in the past—isn’t it worth consider- 
ing seriously? For it means not only increased 
pipe sales but also the additional business 


that usually accompanies it. 





Toncan Iron Pipe opens up your business 
possibilities. Because it is a new kind of pipe 
—an alloy of refined iron, copper and molyb- 
denum—noted throughout industry for its 
ability to resist rust and corrosion—it fulfills 
a want long felt for a pipe that will stand up 


where ordinary ferrous pipe is not satisfactory. 


Let us tell you what this longer lasting iron 
pipe can mean to you in new and increased 
sales possibilities. 





REPUBLIC STEEL 


CORPORATION 





GENERAL OFFICES: YOUNGSTOWN, OHIO 





aR 
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With Profit 






Torchweld Equipment 
and money in 


saving time 
an industrial plant. 
There are hundreds of such pros- 
pects in every territory. 


Equipment and Supplies? 


Welding & Cutting 
Equipment & Supplies 


The profitable plan for distribu- 
tors today is to specialize and con- 
centrate on lines of merit. Why 
not investigate the possibilities of 
Torchweld Welding and Cutting 


Here is a line of such quality that the 
question of price need not enter into a single sale. 


A fast seller, with 


an almost unlimited market, Torchweld will build business for you. 


Write for Details on our Exclusive Money 
Making Proposition for Distributors 











TORCHWELD EQuipMEeNT COMPANY 
224 N. Carpenter St., - - - - Chicago 


to the 
"a Distributor 





| 



















Simplex 


STEEL 
\JATI)D 


They Bring 
Repeat Orders 


CARRY a sample and forget the 

4 catalog when you approach 
your next vise customer. Put a 
Simplex Machinists’ Vise on his 
bench, and let nature take its 
course. A_ simple demonstration 
will prove that the unique steel 
slide and other points of 
Simplex superiority put it 
in a class by itself. 


| The STEEL SLIDE 


is guaranteed not to break 


under service conditions. 


Send for illustrated 
folder and price list. 


ts, 


SIMPLEX TOOL COMPANY 


Woonsocket, Rhode Island 


Vises 














Mr. Zoeller has had 20 years of 
experience in practical machine shop 
work both as general machinist and 
works manager; and in addition was 
with the Machinists Supply Com- 
pany, Chicago, for four years, as 
road salesman and as sales manager. 

Anyone wishing to communicate 
with Mr. Zoeller can reach him by 
writing or calling Mitt Supvies. 

.*¢* 


Duncan and Goodell Under New 
Management 

Control and management of the 

Duncan and Goodell Company, Wor- 

cester, Massachusetts, has been ac- 

quired by Frank C. Bellis and Albert 

R. Tattersall, of Worcester. The 


action was taken on February 11. 


| gasoline station chain. 


Mr. Bellis is to be general manager, 
and Mr. Tattersall will have direct 
charge of sales. 

The former board of directors re- 
mains the same, except that Messrs. 
Tattersall and Bellis are now mem- 
bers. The officers are: Herbert S. 
Ramsdell, president ; George J. Bridg- 
ham, vice-president ; Everett L. Park, 
treasurer, and Haven W. Goodwin, 
assistant treasurer. These men are 
also directors. 

Mr. Bellis and Mr. Tattersall were 
previously associated together in a 
Previous to 
that Mr. Tattersall had been in retail 
merchandising work, and Mr. Bellis 
had been in the oil business. 

The original firm of Duncan and 
Goodell was founded in 1825. by 
Caleb Newcomb, who sold it to Cal- 
vin Foster, in 1850. In 1853 the firm 
became Calvin Foster and Company, 
with David Whitcomb a partner. The 
business made several moves, and 


| changed its name several times, be- 


coming incorporated under its present 
name in 1887. 
* * *K 


Taylor Vice-President of 
H. Channon 
Announcement has just been made 
of the appointment of Jack Taylor 
to the office of vice-president of H. 


Channon Company, Chicago. Mr. 


' Taylor was formerly sales manager 


of this organization. 
* * * 


Vest on Tidewater Supply Sales 
Force 
George Vest, formerly with the 
Fulton Supply Company, Atlanta, is 
a new member of the sales force of 
the Tidewater Supply Company, Nor- 
folk, Virginia. 
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SPEED REDUCERS 
... im the “Power Plant” field 





“= 226 oe. 


a) 
¢ 






ARE YOU GETTING YOUR 
SHARE OF THIS BUSINESS? 


OWER plants are in a position to recognize the need for eff- 

cient power transmission. Naturally they are among the leaders 
in the present widespread move for modernization of power trans- 
mission equipment. 


Are you getting your share of this business? A well directed cam- 
paign among the power plants in your territory is sure to result in 
profitable speed reducer business. And this is only one of the scores ot 
industrial fields in which speed reducers are extensively used. Many 





of them are already covered by your salesmen. We will be glad to 
work with you in outlining a complete campaign on Speed Reducers. Worm Gear 


Planetary 
GEARS AND FORGINGS, INC. aa” 
GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, O., U. S. A. P 
: District Offices: — Pittsburgh, Detroit, Buffalo, New York, Milwaukee, Herringbone 
. Indianapolis - - - Factories: Cleveland, Chicago, Ford City, Pa. Speed Reducers 
, 


Send for our complete dealer plan 


GEARS #32 FORGINGS . 
SPEED REDUCERS 
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FORGET IT... NEGLECT IT’. 


But when you need it... it Works 








The plug moves on hard, smooth bearing surfaces of asbestos which 
keep a tight seat. Friction, turning effort and sticking tendencies 
are minimum. The specially prepared asbestos packing is vul- 

eanized into dove-tailed grooves. The gland is bolted and cannot 1001 USES 
work loose. 


Hot and Cold 


Pratt & Cady Vulcanized Asbestos Packed Cocks are furnished in Liquids 
bronze, “‘semi-steel” high test cast iron and in Reading electric Petroleum Oils 
east steel. Our engineers are at your service. Address: Mineral Oils 
READING STEEL CASTING COMPANY, Inc. Animal Olly 
An Associate Company of the American Chain Company, Inc. Chemicals 
Bridgeport, Conn. Air a Gate 
Offices and Warehouses: Steam 


Boston Charlotte Chicago Cleveland Detroit Hartford Heuston New York Boiler Service 
Philadelphia Pittsburgh Rochester St.Louis San Francisco Tulsa 


For Full Open 


PRATT: CADY Hi 











fe, VULCANIZED 
| wl ASBESTOS PACKED COCKS 















to Clean ~ 
Steel 


Portable — easily oper- 
ated — a weight 
(weighs only 8 Ibs.). 
Made in two models— 
ELECTRIC and PNEU- 
MATIC. 


BERG 


CLEANING TOOL 


Removes Paint, Rust, Scale—Quickly 


The BERG Cleaning Tool introduces a new and greatly 
improved method for removing paint, rust and scale from 
steel surfaces. Saves time and labor. Displaces tedious 
wire brushing and scraping. Cleans the surface thor- 
oughly, without injury. Produces bright, clean, smooth 
finish, permitting perfect adhesion of new paint. 

We have an unusually attractive proposition for distribu- 
tors. Details mailed upon application. Write—no obli- 
gation. 


The Concrete Surfacing Machinery Co. 


“BERG” Cleaning Tool Division 
4667 Spring Grove Ave. Cincinnati, Ohio 




















What’s Being Said About 
Distribution 
(Continued from page 36) 

“More gravity and less high pres- 
sure,” he recommends. ‘Why could 
we not elevate products and policies 
to such a point that there would be an 
easy, natural flow to the consumer?” 

To accomplish this objective, Mr. 
Goodell points out the value of market 
and product analysis for individual 
manufacturers, emphasizing the im- 
portance of data gained from direct 
contact with distributors and consum- 
ers. Granting that a manufacturer 
can gain sufficient information in this 
manner to make necessary changes or 
improvements in product design, he 
particularly stresses the importance of 
acceptable marketing policies as a 
means of creating added incentive for 
aggressive sales work by distributors. 

Increasing recognition of the im- 
portance of sales policies as a factor 
in distributor relations is evident in 
the industrial supply field. 

In the advertising pages of a recent 
issue of Mitt Suppties, for example, 
more than 40 individual pieces of 
copy refer specifically to sales policies 
or special sales plans. 

It is obvious that, as the prices 
and quality of competitive products 
become equalized, the competitive ad- 
vantages of individual manufacturers 
in their dealings with distributors are 
gradually restricted, until, as is true 
of many products at the present time, 
the major factor involves the question 
of sales policy. 





Merchandising Committee 
Reports Progress 
(Continued from page 33) 
Augusta, Georgia, and the Johnson 
Belting Company, New York City. 

Chairman Puchta, and Vice-chair- 
man Pitts appointed a committee in- 
cluding R. M. Gattshall, R. W. 
Procter and R. K. Hanson to work 
out the details of the presentation of 
the committee’s report to the triple 
convention in Washington. This 
committee will make its recommen- 
dation at the next meeting to be held 
in New Orleans, March 16. 

The Chicago meeting was attended 
by H. W. Barclay, D. S. Brisbin, C. 
A. Channon, R. M. Gattshall, F. J. 
Hofacker, H. R. Ireland, D. W. Mc- 
Allen, A. E. Paxton, J. L. Pitts, R. 
W. Procter, L. G. Puchta, R. K. 
Hanson, A. M. Smith, J. A. Channon, 
R. G. Landis, B. P. Mast and A. M. 
Morris. 
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pe heavy freight puffing its way up a steep grade 
needs the “pusher” to get over the incline. 


Today in business the grade is steep, the competition 
keen, and every pound of assistance your business can 
get in helping it up the grade means that much extra 
volume and profit for you. 


In the mill supply field the force and power of B.W.H. 
products with their nationally recognized quality, their 
ready consumer acceptance and the staunch, unqualified 
factory support back of them, are helping B.W.H. dis- 
tributors to make the grade in these competitive times. 


A distributor handling a line of mechanical rubber 
goods and competing with his own source of supply for 
the business in his territory or selling lines lacking the 
character and reputation of B.W.H. brands, is forced 
to pull most of the load himself. 


B.W.H. distributors feel the power of B.W.H. influence 
behind them as the locomotive engineer in the cab 
ahead senses the impetus of the powerful pusher help- 
ing him over the grade. 





BOSTON WOVEN HOSE_G RUBBER CO. 


Cambridge, Mass. 
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DUXBAK 


BELTING 
will help to hold 
business in other 
lines, too! 


It does pay to handle an outstand- 
ing brand of belting. Duxbak Belt- 
ing has grown on its record of ser- 
vice in every industry. Buyers know 
the name instantly and associate 
you with the prestige of quality 
that has grown up around the name. 


Reputation and service are the 
backbone of the mill supply busi- 
ness. If you handle Duxbak Belting, 
which the buyer knows as an article 
of definite value and service, he will 
conclude that your other lines, too, 
are on the same basis. One well 
known line helps to get business in 
other lines and to hold it! 


We will be glad to talk over the 
situation with you and to outline a 
sales promotion plan suited to your 
individual requirements. No obliga- 
tion on either side. 








yom 

‘mf a Ny. 
vase frarind (Kehich yon lb ; 
(fas dal Monufocteers 


42 FERRY STREET . NEW YORK 





CHAS. A. SCHIEREN COMPANY 
OF CANADA 
711 St. James Street, Montreal, P. Q. 
64-66 Front Street, W., Toronto, Ont. 
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Sales Preparedness That Gets the | 
Business 
(Continued from page 21) 
ing calls and thus much more ground 
is covered each week for the house. 


In the case of factory men, we| 


employ the same careful preparation 


‘in sending them to our customers. 


We do not simply hand a manufac- 
turer’s representative a list of plants 
and say: “Just call on this bunch 
and see what you can do.” On the 
contrary, we pick out important calls 
on plants, which need attention. | 
prefer to sit down with the factory 
specialist and give him the important 
points about each customer, writing 
it on the card for his benefit. He 
could start out blind with only the 
names and addresses of the plants, 
and not get anywhere, through no 
fault of his own. But if we tell him 
just what men he should see and 
what progress we have made, he goes 
into each place with confidence. 

We consider visits by our men to 
the factories of our suppliers and 
the talks given by factory men at 
our meetings another vital form of 
sales preparation. At these sessions, 
tests are made, notes taken, doubtful 


points cleared up and fresh knowl- | 


edge acquired. The result is always 
the same—increased sales. 


Our men always make it a point | 


to classify inquiries, especially when 
they come over the telephone. When 


a man writes, he generally gives us | 


definite information, but on the tele- 


iphone he usually says: “Have So- 


and-So run out to see me.” Or if 
he is a new prospect, he will say: 
“Have one of your salesmen call and 
ask for Mr. Smith.” When I re- 
ceive such a slip from the operator, 
[ immediately call the customer and 
find out just what he is in the mar- 
ket for, or what is his difficulty. 


Then, when I go out, I am all primed 


on the item which is to be discussed. 


Our men do the same thing and it 


works to our advantage. 

As to the salesman’s part in prep- 
aration, the man in the field must 
not only take advantage of what the 
office has done to help him but also 
have a system of his own for being 
ready. We expect him to live up to 
that good old slogan: “Plan your 
work and then work your plan.” 
With this in mind when he lays out 
his calls, he will develop many extra 
ways for making sure of the order. 

It may be taken for granted that 
the salesman, who is sold on pre- 





TWO SURE 
TESTS 


—Customer Satisfaction 
Distributor Profits 


— 


“CHICAGO LINE” 


Ball Bearing Equipment 


Passes Them Both! 


“Chicago Line” Ball Bearing Equip- 
ment is in demand today—first, be- 
cause it is ball bearing; second, 
because its quality insures efficient 
and economic service to the user. 
Your customers will be more than 
satisfied with “Chicago Line” prod- 
ucts—and you will enjoy increased 
sales and better profits. 





Daggett Ball Bearing Hanger Box 


Simple—easy to install—noiseless— 
dust-proof. Will operate at any speed 
without heating. Cannot wear the 


shaft. 


The Daggett Ball 
Bearing Line 
oo) 

Loose Pulleys 
Hanger Boxes 
Friction Clutches 
Countershafts 


Write for our catalog 
and distributor plan 


CHICAGO PULLEY & 
SHAFTING CO. 


19 N. Desplaines St., 
CHICAGO 
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A LONG-TIME INVESTMENT 
Copper-Steel 


pipe 
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FACTORY SECTIONS 








N soil, waste, vent lines and rain leaders and 
wherever pipe is exposed to atmospheric corrosion— 
NATIONAL Copper-Steel Pipe should be used to secure 
greater protection. Evidence, accumulated over a 
period of nearly twenty years, clearly proves. that 
copper-steel adds years of extra life wherever piping is 
























exposed to alternate wet and dry conditions; it is a 
RESISTS simple and economical protection requiring no extra 
CORROSION work or attention after installation. 

NATIONAL Copper-Steel Pipe is the same high- 
IN - steel pipe consumers have been using for years— 
VENT. WASTE the —. ductility, — uniformity - good thread- 
ing qualities. Just a small percentage of pure copper is 
SOIL LINES added which thoroughly alloys with the highly refined 
pew making it more resistant to this type of corrosion. 

AND RAIN Ask for Bulletin No. 11, describing— 

NATIONAL COPPER-STEEL PIPE 
| LEADERS The Original Copper-Steel Pipe 

















NATIONAL TUBE COMPANY : Pittsburgh, Pa. 


Subsidiary of United oS States Steel Corporation 


NATIONAL 
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REGULAR 
“NUT BUSTERS” 


These Lowell ‘‘Red Ratchet’’ Wrenches are— 











Built for service, strength and security. Wrenches 
with plenty of backbone for tough jobs and then 
on to still tougher ones. 


Send for our new catalog H. 


LOWELL WRENCH CO. —- WORCESTER —- MASS. 











FIRE PROTECTION 
EQUIPMENT Daoy sik 


celsior Cans —Oily Waste Cans 
Fire prevention is better than 
protection, but when preven- 
tion fails, DIENER fire protection 
equipment should be on hand 
to fight the fire evil. » » » » 








Extinguishers . 





“* @ldlei ™ 














Write for the com- 
plete catalog of .... 
Diener Fire Protec- 
tion Equipment. 











2/2 gal. Pump Type 
“ Anti-Freezing” 
Extinguisher. 


i ae 
™ (GEO. W DIENER MFG. CO. 
4146 N. MONTICELLO AVE... CHICAGO 


























paredness, will naturally start on his 
rounds with a definite idea of where 
he is going, plus what he is going to 
discuss with the various accounts. 
After that, I say the most important 
thing he can do is to squeeze from 
each call some bit of information 
which can be used in preparing for 
the next visit to that plant. 

Whether or not he gets an order 
\makes no difference. If he makes a 
sale, that in itself is a stepping stone 
to more business—either the chance 
to sell more of the same items or a 
new avenue opened up for acces- 
sories or replacement material. He 
is bound to follow up the call to 
make sure the goods are satisfactory, 
and follow-up is always preparation. 

Now suppose the salesman does 
not get the order. There is some 
delay or additional tests to be made, 
or the plant hesitates to buy at the 
moment for some reason or other. 
Whatever the reason, he should jot 
it down on his report, so it may be 
added to the office record for future 
reference. That little statement, au- 
tomatically brought to his attention 
before his next visit to the customer, 
often means the difference between 
an order and no order. 

This sales picture as I see it is a 
four-cornered affair, consisting of 
the regular salesmen, the house they 
represent, the specialists who attend 
to technical cases, and the factory 
men who periodically volunteer their 
services. All four are working both 
for themselves and each other and 
whatever one does toward prepared- 
ness adds to the success of all. 

Briefly, it works out something 
like this. The specialist lands in a 
town on a deal, well-prepared be- 
cause he carries information fur- 
nished by the territory man which 
enabled him to study the problem in 
advance. While he is closing this 
deal, need of some item may be 
mentioned which did not exist when 
the regular salesman was in town. 
So the specialist gets the dope, takes 
or sends it into the house and a 
proposition is laid out so the regular 
man can close it. 

Boiled down, preparedness in our 


| selling requires, on the one hand, a 


knowledge of the goods, an under- 
standing of the customer’s charac- 
teristics, methods and requirements, 
and complete records of previous 
calls; and, on the other hand, intelli- 
gent use of this information in de- 
veloping business. . 
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A dependable carton 


i 
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fora 


Dependable Bolt 


YOU never find a Buffalo Bolt Carton bulging or break- SERVICE 
ing or soiling the way ordinary cartons do! And there Q UALITY 
are reasons. Buffalo Bolt Cartons are made from spe- 

cially prepared, exceptionally strong carton board, ACCURACY 
wire-stitched to prevent breaking. They are large 
enough to hold standard quantities without over-filling. 
“Buffalo” Cartons always stack evenly, and being black 
they never show grease or dirt. 


Like their Cartons, Buffalo Bolts are substantially and 
accurately built for dependable service. They are made 
from billets to finished units in our own plant and are 
subjected to rigid inspection tests. 


Buffalo Nuts always fit Buffalo Bolts with marvelous 
precision. Buffalo Nuts are tapped square with the face 
with consistent accuracy. 


Complete stocks available for immediate delivery. 
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Wood's Shovels 


“Moly-Bic(Ghist-Piqua 


The world’s best Second only to “Moly” Champion of low 
at any price. in quality —lower in price. price shovels. 








Built to Outwear and Outsell 
Any Shovel In Its Price Class 


XACT uniformity ... that’s the reason “Big Fist” 
Shovels never disappoint buyers or users. Like the 
famous “Moly”, Wood’s “Big Fist” Shovels have that 
even hang and balance, wide “Moly-D” grip and comfort- 
able, patented step that makes each a twin to another. 


But in the blade and handle —that’s where uniformity 
really counts ... and that’s where “Big Fist” excels any 
shovel in its price class. 


The specially heat-treated steel in “Big Fist” Shovels is 


the toughest and hardest shovel steel available at the 


price. You can’t see this quality feature, but you'll know 
it’s there when customers begin to tell you about the 
wonderful wearing quality of “Big Fist” Shovels. 


As to handle uniformity, we'll say just this .. hundreds of 
service records show that the chances of a““Moly-D” handle 
breaking in use are less than one in athousand! Remember 
that every time you sell a “Big Fist” Shovel there is another 


one just likeitready to match thesatisfaction it’s builtto give. 


THE WOOD SHOVEL AND TOOL COMPANY 
Piqua, Ohio 








8 Checking Points 
for the 


Shovel Buyer 


Don’t take our word for it. Conduct 
your own comparative tests — bear- 
ing in mind these 8 vital points. 











9 | Balance 





3 Grip 





4. Step 








5 Li Uniformity 
Service 
Record 








Reliability 
of Dealer 
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A medium published exclusively for 
distributors and their salesmen 





WAPPING DOLLARS 


HE price-cutter is a menace in any in- 
dustry. .\bout the only thing he suc- 

ceeds in doing is to upset the market for 
the fellow who is operating his business on 
an equitable basis. 

Price cutting in the construction equipment 
business is particularly due 
largely to the necessity of taking in used 
equipment as trades on many deals. Accept- 
ing “trade-ins” at more than their face value 
is price cutting pure and simple—an insidi- 
ous practice, which, if carried to extremes, 
can lead to but one ending—failure. 


troublesome, 





Most contractors have a pretty good idea 
as to what their used equipment is actually 
worth and when a distributor makes an offer 
considerably above that figure, they begin to 
look for a “nigger in the woodpile.”’ 

Making long trades is very apt to create an 
attitude of distrust on the part of the cus- 
tomer. He realizes that profit is essential to 
the successful operation of any business and 
if he gets a better price than is warranted on 
one deal, he will likely live in fear of getting 
“stuck” on some future transaction. Under 
such conditions, future business is certain to 
be doubly hard to get. 


Why cut prices and make long trades any- 


how? Is it necessary? W. A. Kuhlman, pres 
ident, W. A. Kuhlman Equipment Company 
Toledo, hasn't found it so. When he takes in 
used equipment, he allows exactly what it is 
worth; no more. hasn't suf- 
fered as a result of this policy, either. 
his views on page 100. 

The Code of the 
Equipment Distributors, in one of its planks, 


says: 


His business 
Read 


Ethics of Associated 


“The reward of business is a fair profit, 
plus a safe reserve commensurate with risks 
involved and foresight exercised.” 

In another plank, the following statement 
is made: 

“We shall refrain from using any improper 
or questionable methods of soliciting busi 
ness.” 

Surely cutting prices and allowing more for 
“trade-in” equipment than it is worth is not 


conducive to profit-making, nor is it fair 
business practice. 
XPERIENCE has proven many times 


over that price-cutting is not only unnec- 
essary and undesirable, but absolutely ruin- 
ous. You can’t keep the business wheels 
turning without a profit and you can’t get a 
profit swapping dollars. 








The Maumee River bridge as it appeared while under construction in September, 1929. 


Management Policies|’ 


By W. A. KUHLMAN 


OV isi can bring in all the 
dollars you want, but no 
business can succeed with- 
out economical management—not 
parsimonious economies, but calcu- 
lated economies,” says Charles M. 
Schwab. Nowhere does this apply 
more specifically than in the selling 
of construction equipment. 

In the first place,” construction 
equipment takes up so much floor 
space that a very careful check 
must be kept on inventories. This 
means not only watching stocks of 
new equipment closely but also 
used equipment taken in on trade- 
ins, 

The trade-in problem is a diffi- 
cult one, the correct or incorrect 
handling of which may spell the 
difference between profit and loss. 
Let me illustrate how to take care 
of trade-ins on concrete mixers, 
which enter into the picture on 
many of our deals. 

If the mixer has not outlived its 
usefulness, we allow 70 dollars on 
it. Then we have to spend ap- 
proximately the same amount to 
put it in good condition. After it 
has been repaired, we transfer it to 
our rental department. If the 
mixer to be taken in on a trade is 
too obsolete or too worn out for 
further use, we allow only what 
the junk man will give us for it. 

Our business is 25% rental and 
25% of our rentals become perma- 


100 


President, W. A. Kuhlman Equipment 
Company, Toledo. 





Accepting trade-ins for 
no more than they are 
worth, keeping a close 
watch on inventories, 
carrying only quality 
equipment, grading 
rental charges accord- 
ing to the time used, and 
requiring a 25% down 
payment on every ma- 
chine sold with complete 
payment in six months, 
are policies which we 
adhere to strictly. 


nent sales. By that I mean, we 
rent a mixer, crane, compressor or 
other equipment with the under- 
standing that if the customer 
should later decide to keep it, he 
can apply the rent he has paid 
against the purchase price. 

It happens in a great many in- 
stances that the contractor is cer- 
tain he will not need a machine for 
more than a month. However, our 
experience has convinced us that 
he will probably need it two or 
three months, but, of course, we 
do not force our opinions. In fact, 
we feel that a month’s demonstra- 
tion under the rental plan will do 
more to make a satisfied user than 
all the high-pressure salesmanship 
we might bring to our command. 

Our rental department is man- 
aged very simply. If a machine 
costs us $1,000 we rent it for $100 
a month. In other words, we plan 
to get 10% of the cost of the 
machine on every rental. However, 
where equipment is rented for only 
two or three days, it is necessary 
to charge a higher rate. For ex- 
ample, on a $1,000 machine rented 
for two or three days, our charges 
would be around $40. The reason 
for this increase in rate is obvious, 
of course, as each time the machine 
is used we have to put a mechanic 
on it to put it in tip-top shape. 

It has always been a policy of 
ours to sell quality equipment, be- 
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cause we believe it to be the 
cheapest in the long run. 
One of the most effective 
arguments in favor of quality equipment for construc- 
tion work is that it insures against the loss of human 
life. 

Men are now at work in Toledo building a tunnel 
100 feet below the river bed. We sold the contractor 
on the job two of our best air compressors, so that 
if one went bad the other would be ready to take 
its place. This contractor told us some gruesome 
stories about horrors that he had witnessed on construc- 
tion jobs. On several sewer jobs that he had worked 
on, too much air had been blown into the tunnel, and 
' workers were shot up to the surface of the water like 
so much driftwood. It was only a miracle that these 
men survived. Too little air, on the other hand, causes 
cave-ins and even straw packs hastily jammed against 
the falling clay offer inadequate protection to the workers 
who have little chance of escape. All of these hazards 
naturally make the 
highest priced 
equipment econom- 


ical. Another in- 
teresting job for 


which we are rent- 
ing equipment is 
the building of the 
new high level 
bridge. Here the 
construction com- 
pany brought most 
of its equipment 
along with it, but 
we were successful 
in renting air com- 
pressors, busters, 
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Belt driven compressors which supplied the pressure for operating tools 


on the Maumee 





Pneumatic spaders excavating footings in the hard pan for the Maumee River bridge at Napoleon, Ohio. 


‘That Put Money In Our 
Pockets 


and spaders. In building 
the tower pier for the 
bridge, it was necessary to 
cut through 90 feet of hard clay. Here again the best 
air compressors were most economical. 

We find it almost impossible to sell construction 
equipment except on the installment plan, and here is 
where sound judgment is essential. Unless a customer 
can make an initial payment of 25% of the cost of the 
machine, and agree to close the contract in six months, 
it is usually better to turn down the order. That is 
our general policy and we seldom deviate from it. In 
transactions where we turn our installment accounts 
over to a credit company, we are just as rigid in our 
credit requirements; for after all, if the customer can- 
not pay, the credit company can do nothing for us. 
As a rule, we are even more exacting in our credit 
requirements than the credit company. 

This calculating procedure in regard to credit re- 
quirements is just one of the management policies 
which I believe 
Mr. Schwab had 
in mind when he 
“You can 
bring in all the 
dollars want, 
but no business 
can succeed with- 
out efficient, eco- 
nomical 
ment — 


said, 


you 


manage- 
not parsi- 
monious economies 
but calculated 
economies.” 

These economies, 
as applied to the 
(Turn to page 108) 


101 


River job. 





102 


MILL SUPPLIES 








NEws of the Construction 
Equipment Field ¢ 


Distributors’ News 


Interstate Makes Warehouse 
Addition 

N the February issue of “Inter- 

state Items,” an interesting book- 

let issued by the Interstate Ma- 
chinery and Supply Company, Omaha, 
Nebraska, there is an announcement 
of the new two-story addition being 
made to the company’s Tenth Street 
When this addition is 
completed, most of the space will be 
used for tractor and road machinery. 
As this new addition practically joins 
the company’s main salesroom, cus- 


warehouse. 


tomers will.now be able to inspect 
all the heavy machinery and equip- 
ment at headquarters. At present, 
the tractor and road machinery dis 
play is located at the company shops, 
at 21st and Pacific Streets. 


Cox Handles Quality Lines 


One of the substantial construction 
equipment distribution houses of the 
Northwest is A. H. Cox and Com- 
pany, Seattle, of which A. H. Cox 
is president. This company has six 
salesmen out all the time and on its 
20,000 odd square feet of well- 
located, well-lighted floor space are 
displaved many of the nationally ad- 
vertised lines which are a credit to 
any distributor. 

Incidentally, Mr. Cox does not 
have his office up in some gallery or 
back in a partitioned space. His 
desk is situated out very nearly in 
the center of the display room and 
he is almost the first one a customer 
meets 


as he goes in. He gives his 


time toeveryone in his turn, regardless 





Parts stock room of the industrial sales and service department, the Drake Tractor 
and Equipment Company, Rome, New York. The company has developed this depart- 
ment during the past two years and reports that it is proving very successful. 





J. C. Houston, 

York City, 

Equipment Company, Cleveland, and the 

Browning Crane Company, Cleveland, has 

just rounded out 30 years of sales work in 
the construction equipment field. 


50 Church Street, 
representing the 


New 
Hoisting 





of whether he is a buyer or a seiler. 

Among the many lines this com- 
pany handles are: “Rex” mixers, 
made by the Chain Belt Com- 
pany ; “Plymouth” locomotives, made 
by Fate-Root-Heath Company, 
Plymouth, Ohio; engines by Conti- 
nental Motors Corporation, Muske- 
gon, Michigan; buckets of G. H. 
Williams Company, Erie, Pennsyl- 
vania; and Van Dorn electric tools. 

x ok 


Louis Moves to Larger Quarters 
The John C. Louis Company, Bal- 
timore, is moving into larger quar- 
ters about March 1, at 511 Pratt 
Street. 
* Ok Ox 
Barnard Tractor in New Location 
The Barnard Tractor and Equip- 
ment Company, Harrisburg, Pennsyl- 
Vania, is moving from Fifteenth and 
Mayflower Streets to 825 Paxton 
Street, Harrisburg. The new quar- 
ters have 16,000 square feet of floor 
space and railroad service for deliv- 
ery on either the Pennsylvania or the 
Reading railroads. 
* * x 
B. B. Wilson Company Name 
Changed 
The Wilson Machinery and Supply 
Company is the new name of the 
company formerly known as the B 
B. Wilson Company. The officers of 
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“"V" SHAPED STEEL’ TRAY BRACES— 


STERLI he ei me — —CAN'T TWIST. 
WHEELBARROWS 










SCIENTIFIC DESIGN—PERFECT BAL- 
ANCE—-STRENGTH-LIGHTWEIGHT. 





For the new challenge of "engineer- 
ing’ salesmanship Sterling Wheelbar- 
rows give you the selling advantage 
of 12 Basic Features which help your 
customers lower their operating costs. 
Two are illustrated above. A scien- 
tific Sterling design which gives the 
greatest strength and rigidity at the 
point of load balance —over the 
wheel. Only 30% of the weight falls 


on the handles. 


Send for the full 12 Sterling Features and 
complete data on a Sterling 'engineering" 


Another Sterling factor in lower operating costs. In- sales presentation. 
creased man-power means more production — quicker, 

with less effort and delays—decreasing your customer's 

costs. 


t v uv 


ae . = be ff | oe 
STERIL STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON SILVER 
= . . 


MILWAUKEE r T ? WISCONSIN 


Branch Warehouses—BOSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, DETROIT, CHICAGO, ST. LOUIS 
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this organization, which is located in 
Lexington, Kentucky, are: E. Reed 
Wilson, president; Tilford L. Wil- 
son, vice-president and treasurer ; and 
C. G. Sageser, secretary. 

Executives of the Wilson company 
report that prospects look good for 
this year. 

*¢ 


Earnest Brothers Successful in 
Collections 

Earnest Brothers, Richmond, Vir- 
ginia, has little trouble with the 
credit and collection problem. C. T. 
Earnest reports that his company 
has lost than twenty dollars 
from bad credits during the past 
year. 


less 


* * * 


Inter-State Equipment to 
Concentrate Sales 

According to an announcement by 
W. F. Dickerson, president, the In- 
ter-State Equipment Company, Aber- 
deen, South Dakota, will, in the fu- 
ture devote its entire time to the sales 
and service of the Caterpillar Trac- 
tor Company line and allied equip- 
ment or such equipment as is hauled 
or operated by Caterpillar tractors. 


* * * 


Smith-Courtney Has Display for 
Highway Exhibit 

During the highway exhibit held at 

Lexington, Virginia, February 5 and 

6, the Smith Courtney Company, 

Richmond, Virginia, had a full car 

load of machinery on display. This 


is an annual show of road building 
equipment. 





George M. Strohleim, owner of the Maekry 

Machine Works, Philadelphia. This com- 

pany has been in business since 1899 and 

specializes on the sale of gas engines and 
Twin Disc clutches. 
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Home of the scaihiniliies Company, Incorporated, Boston. This company is 30 years 

old and handles a complete line of engines, being representative fer Continental, 

Buda and Climax, as well as Twin Disc Clutch. The company’s territory includes ali 
of New England. 








Ziegler Changes Organization, 
Location 

Word comes from William H. 
Ziegler Company, Minneapolis, Min- 
nesota, that it is now well established 
in the new building into which it 
moved in the latter part of 1930, 
marking its sixteenth year of suc- 
cesssful business. The new quarters, 
at 2329-2331 University Avenue S. 
E., have a total area of about 50,000 
square feet, which represents quite 
in increase over the space afforded in 
the company’s former building, at 
423 and 425 South Fifth Street, 
which had a floor space of 15,000 
square feet. Ziegler had been in this 
building since 1919, at which time the 
employees were increased to 15. Now 
the company employs 46 people. 

Originally, at the time of its 
founding in 1914, the company was 
housed in a small office at 320 Tem- 
ple Court, Minneapolis. This office 
had 80 square feet. Mr. Ziegler 
stayed there until 1916 when larger 


quarters were acquired at 435 Temple 
Court, and the personnel increased to 
three. 

With the move into the new build- 
ing, the Ziegler company is also in- 
augurating a change in its organiza- 
tion. A new company has _ been 
formed for the purpose of handling 
only “Caterpillar” tractors and grad- 
ers, combine harvesters, and equip- 
ment allied to the “Caterpillar” trac- 
tor, suchas crawler wagons, bulldoz- 
ers and scrapers, snow plows, and so 
on. This company is to be known as 
the General Tractor and Equipment 
Company. 

The William H. Ziegler Company 
will handle lines which apply to gen- 
eral construction, railroads, mines, 
coal and lumber yards, industrial 
plants, and other products that are 
not directly connected with “Caterpil- 
lar” tractors. Both companies will be 
located on the same plot of real estate, 
but will be distinctly separate as to 
personnel, operation, and floor space 


Manufacturers’ News 


Universal Crusher Changes Dis- 
tribution Policy 


an announcement 
Dunlap, sales man- 
ager, the Universal Crusher Com- 
pany, Cedar Rapids, Iowa, this or- 
ganization is making a change in its 
distribution policy. All its products 
will now be sold through distributors 
wherever possible. 


According to 
made by L. W. 


Satisfactory distributor connec- 


tions which have been established for 
many years will be retained and new 
connections made in all other sec- 
tions of the country. Stocks will be 
concentrated with the distributors so 
that Universal crusher owners or 
prospective users will be able to se- 
cure prompt local service. 

The Universal lines will have 
many additions and a diversified line 
of crushing, conveying, screening, 
washing and loading equipment 
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HE new form puller being made by Moritz-Ben- 

nett Corporation, Effingham, Illinois, pulls the 
pins with the forms, thus eliminating loss and bend- 
ing of pins. The pullers are 10 feet long; one foot, 
9 inches wide; and weigh 115 pounds. 








HE Clyde Iron Works, Duluth, Minnesota, are 

making a new Clyde 2- drum gasoline hoist with 
internal expanding band frictions. Special features 
include: double brake bands, air-cooled brake flanges, 
ring-oiling intermediate shaft bearings, and roller 
bearing drums. These hoists are used with either 
gasoline or electric power. They are also made in 
the single drum type. 








A LARGER and more powerful air hoist, known 








as the HU, has been added to the line of hoists 
manufactured by the Ingersoll-Rand Company, 11 
Broadway, New York. This new hoist has a rated 
capacity of 2,000 pounds at a rope speed of 120 feet 
per minute. 








HE Hughes-Keenan roustabout crane, which is 
manufactured by the Hughes-Keenan Company, | { 
Mansfield, Ohio, has been adapted to the model GU 
Trackson Allis- ‘Chalmers industrial crawler tractor.‘ 
This combination provides a crane unit for spotting, 
lifting, and transporting heavy weights. * 








NEW dial-scale weigh hopper has been devel- 

oped by the Barber-Greene Company, Aurora, 
Illinois, to be used with the newly announced model 
62 super bucket loader, a crawler-mounted, self-feed- 
ing one-man operated machine with a capacity of 62 
cubic feet per minute. The weighing unit built into 
this hopper is an American Kron scale. 











NEW model S one-yard full revolving crawler- 

mounted gasoline, oil engine or electric power 
shovel is being made by Bay City Shovels, Incor- 
porated, Bay City, Michigan. It weighs 31% tons 
equipped as a_ shovel. 
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WE WANT A 

FEW GOOD 

DISTRIBUTORS 
NOW! 


We have an interesting and profitable propo- 
sition for a limited number of energetic Con- 
struction Equipment who are 
ready to put real sales effort behind the Stolle 
“Junior” Spreader. 


Distributors 





Here is a spreader with a 
rapidly growing reputation for speed, efficiency 
and economy that holds unusual sales oppor- 
tunities for the distributor. The market is 
opening up wide now. Write to us for details. 


The STOLLE ‘‘Junior’’ 


Can be attached to any dump truck and operated by 
one man . .. Spreads uniformly any dry material up 
to and including 1'4 inch aggregate . . . Spreads 
sand and cinders on city streets . . . Eliminates stock 
piles . . . Will last for years . . . 4 sizes, 6, 7, 8 and 
9 feet. 


Stolle “Junior” spreading 
4 foot width 


only 





Stolle Road Equipment 


Company, Inc. 
3010 LaSalle St. * St. Louis, Mo. 


Illustrating ease with which 
Stolle “Junior” can be at- 
tached to truck body 











Think of Your Sales 
Prospects 
with 







ae 


New 


Cleaver 


That Most Economical 
of Tank Car Heaters * 


The tremendous selling appeal of 
the New Cleaver is apparent. It 
operates so economically that 
the industrial user or road 
builder cannot fail to be inter- 
ested immediately. For instance, 
with a fuel cost that should not 
exceed three dollars, 30,000 gal- 
lons of material can be steamed 


for ten hours. The New Cleaver 
is small and compact, simple to 
handle and quick in operation. 
It holds real money making pos- 
sibilities for the distributor. 

We will be glad to furnish 

you complete information 
J. C. CLEAVER CO., Inc. 
OREGON - - - - FEL. 











made immediately available to the 
trade. 

Additions to the plant are now 
under way to take care of the in- 
creased need for engineering and 
shop facilities. 





Stinson Joins Lidgerwood 
J. J. Stinson has accepted a posi- 
tion as southern district manager for 
the Lidgerwood Manufacturing Com- 
pany, Elizabeth, New Jersey, manu- 


facturer of hoisting equipment. For 
several years Mr. Stinson was with 
the Clyde Iron Works as manager of 
its Dallas office. During the past 
two years he has been associated with 
the Choctaw Culvert and Machinery 
Company, Memphis, prominent dis- 
tributor of construction equipment. 

Having spent the last 8 years in 
contact with distributors and 
users of construction machinery, Mr. 
Stinson is favorably known through- 
out the south as an authority on 
hoisting equipment. 


close 


He will make his headquarters at 
451 Howard Avenue, New Orleans. 


* * * 


““W arco Spirit” Enters Second 
Year 

“The Great Warco Spirit” pub- 
lished by W. A. Riddell Company, 
Bucyrus, Ohio, is entering its second 
year as a house organ for this com- 
pany’s distributors. This bulletin is 
issued every month and always con- 
tains up-to-date news and other in- 
formation of interest to distributing 
houses. 
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A *phone call to your Industrial 
Supply Distributor will bring prompt 
delivery and service on any size or 
type of Yale Chain Block or Trolley. 
Your distributor carries on hand a 
complete line of YALE — buy from 
him. Avoid transit delays, and put 
YALE Chain Blocks and Trolleys on 
the job right when you need them. 

Yale Chain Blocks, whether of the 
Spur-Geared, Screw-Geared, or Dif- 
ferential type, are built to standards 
of precision and quality that guaran- 
tee maximum maintained efficiency. 


Safe,economical, powerful and fast. 


Distributors Serve 
Industry Eeonomieally 
THE YALE & TOWNE MFG. CO. 

STAMFORD, CONN., U. S. A. 


Canadian Branch at St. Catharines, Ont. 
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TRUCK CASTERS 


Mill supply and power 
transmission executives will 
find in Bond truck casters all 
those qualities necessary for 
efficient, dependable caster 
service. Every caster in the 
Bond line must fulfill your 
most rigid requirements. Let 
us send you a catalog. 





23-A Series 


With Semi-Steel Base 


Made in various types of wheels: Plain 
bearing, Roller-bearing, Rubber Tired, 
Thread Guard, etc. 


og 


LES-NOIS Swivel- Heavy Duty Swivel- 
Type Caster. Type Caster. 





Bond Power Transmitting 
Machinery is  manufac- 
tured to conserve every 
possible ounce of power 
in your line shafting ma- 
chinery. Write for our 
catalog. 
& 


BE, & Machine Co. 


Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St., N. Y. Office: 256 Broadway 
Chicage Office: 39.S. Clinton St, 














Management Policies That Put 
Money in Our Pockets 
(Continued from page 101) 

distributor of construction equip- 
ment, are accepting trade-ins for no 
more than they are worth, keeping 
a close watch on inventories, carry- 
ing only quality equipment, grading 
rental charges according to the time 
used, and requiring a 25% down 
payment on every machine sold with 
complete payment in six months. 


+s *& 


Henry B. Utley Passes 


Henry B. Utley, a director of the 
International Harvester Company, 
died February 11, at Beverly Hills, 
California. Until his retirement a 
few weeks ago he was a vice-presi- 
dent of the company. 

Mr. Utley was born at Rome, New 
York, in 1855. In 1884 he bought 
and began the operation of a paper 
mill at Rock Falls, Illinois, and two 
years later moved to Chicago to be- 
come employed in the McCormick 
implement factory. He had _ been 
connected with the Harvester com- 
pany, with the exception of a short 
intermission, since 1886. 

* * * 


Gledhill Forms Company in 
Galion 

A new company has been organ- 
ized at Galion, Ohio, by E. C. Gled- 
hill, for the manufacture of a line 
of road graders, a complete line of 
road machinery to be developed 
later. Until recently Mr. Gledhill 
was with the Rome Manufacturing 
Company in charge of its road ma- 
chinery, department. He has ‘had 
over 30 years’ experience in using, 
building and selling road machinery 
and has had a share in designing a 
great many of the different pieces of 
road machinery now in use. 

After a number of years as road 
supervisor and later road and pav- 
ing contractor, he went to the Galion 
Iron Works and Manufacturing 
Company as a member of its engi- 
neering and sales department. He 
continued with this company for over 
18 years. 

The incorporators of the new com- 
pany are making plans for their first 
building, to be 300 by 900 feet, 
located on a large tract of land on 
U. S. Route No. 30 and on the Big 
Four and Erie Railroads just west 


| of Galion. 


AIR-WAY 
PUMPS 


Quickly and Firmly 
Attached to Drum 
Bungs 









HERE IS ANITEM 
YOU CAN SELL 


Light weight—only seventeen pounds 
including telescopic pipe. 


Every one of your customers a pros- 
pect for this fast selling—iong profit 
item. 


FOR DISPENSING 


Gasoline Varnish 
Kerosene Stains 
Crude Oils Linseed Oil 
Lubricating Oils Shellac 
Cutting Oils Turpentine 
Alcohol 
al 





AIR-WAY PUMP CO. 
625 W. Jackson Blvd. 
Chicago | 


And Back of It All 
vvv PROFITS 























AUTOMATIC 
INJECTORS 


The distributor can well afford to 
put concentrated sales effort behind 
U. S. Automatic Injectors. More than 
700,000 satisfied users attest their 
efficiency, reliability, safety and 
economy. That is a convincing argu- 
ment. There's a great field for sales 
of these superior safety devices, both 
to new users and as replacements. 
And sales of U. S. Automatic In- 
jectors pay the distributor well for 
the efforts he and his salesmen 
expend. 


Write Today for Our Distributor Plan— 
with Established Resale Prices 


AMERICAN 
INJECTOR 


COMPANY 
Michigan 





Detroit & 








RE) OR 
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STOCKHAM FITTINGS 


for straioht lines and strength 


CAST IRON 
Screwed Drainage 
Flanged Sprinkler 

MALLEABLE 

| Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 Ib. Fire Line 


ELECTRIC 
CAST STEEL 
Screwed Flanged 


STOCKHAM 
RETURN BEND 
for Cracking Stills 


By it from 
the distributor 


MILL SUPPLIES 


To many users, the measure of a good fitting is the 
threads. Of course, Stockham Fittings get unani- 
mous approval for their clean, just-right-depth 
threads, but more should be demanded. Tapping 
must be uniform to exact centers so pipe will line 
up exactly according to blueprint— inner surfaces 
must be smooth for unimpeded flow—finish should 
be good for fine appearance—galvanizing must 
stand up—metal must be flawless. Look for these 
qualities and you will find Stockham Fittings meas- 
ure up on every point. Over 12,000 different 
fittings in the complete Stockham line answer every | 
pipe line need for steam, water, gas, oil or air. 
STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 


Stocks in Boston, New York, Chicago, Houston, Los Angeles 
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Manufacturers News 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are especially destrable 








oe & 


Worthington Executives at 
Annual Meeting 
\LES executives of Worthing- 
ton Pump and Machinery Cor- 
poration, all over the 
United States, assembled for an an- 
nual meeting in Harrison, New Jer- 
it 9:30 A. M., February Y, for 
1 3-day session. 
At this meeting FH. 
mierly 


from 


Sev, <¢ 


for 
vice-president of 
America, intro- 
duced as a new vice-president of 
Worthington. He will devote his 
efforts principally to the administra- 
tion of the sales department. 
As of the same date, EF. E. 
was advanced to the 
president to 


C. Beaver, 
executive 


Rolls-Royce of was 


Yake 
vice 
direct manufacturing 
and engineering as formerly. 

The corporation 
successful 


office of 


has had a 
in spite of the 
nomic conditions, made 97 
per cent of its quota. This 
quota was the as that for 
1929. 


most 
year, eco- 

having 
sales 
same set 
* * x 


General Refractories Appoints 
Distributors 
The General Refractories Com- 
pany, Philadelphia, announces the ap- 
pointment of the West Allis 
and Supply Company, West 
Wisconsin, as distributor of 
eral Refractories Company 
ucts. These distributors 
in Milwaukee 


Fuel 
\llis, 
Gen- 
prod- 
will operate 
and Waukesha Coun- 
ties, handling products manufactured 


in the Evens and Howard Division, 
St. Louis. The line includes the 
“Acme” and “St. Louis” brands of 
fire brick and “Briklok” high tem- 


perature mortar. They will also dis- 
tribute “Grefco” chrome base high 
temperature mortar and “Grefco” 
plastic chrome ore. 

















Robert D. Allen 
































Robert D. Allen 

Robert D. Allen, for many years 
southern representative of the Wil- 
liam Company, 
died January 27, in Houston, Texas. 
“Bob” Allen was the pioneer valve 
salesman in the south and southwest. 
With his genial personality he had 
developed a wide friendship with the 
many people whom he had contacted 
during his vears of 


Powell Cincinnati, 


service. 
* * * 
Lucian Sharpe 
Lucian Sharpe, a vice-president of 
Brown & Sharpe Mfg. Co., died sud- 
denly on 26 at Chablis, 
I‘rance, motor trip, ac- 
cording to a cablegram received the 
next day by his brother, Henry D. 
Sharpe, president of the company. 
Mr. Sharpe was born in Provi- 
dence, July 16, 1871. He had been 
identified with the Brown & Sharpe 
company since his graduation from 
Brown University in 1893. For 
the past few years he had made his 
home abroad. 


January 


while on a 


Vv 
Chuck Manufacturer Reports 
Better Conditions 

The Cushman Chuck Company, 
Hartford, Connecticut, reports that 
its sales of lathe chucks in January 
have exceeded by 33 per cent those 
of the average for the two previous 
months, and that there is good rea- 
son to believe that sales in February 
should show a considerable gain over 
January. 

*k * x 


Stanley Tool Appoints Distribu- 
tors, District Manager 

The Stanley Electric Tool 
pany has appointed Lyman H. 
lows district manager with 
headquarters in Cincinnati. Mr. Bel- 
lows was formerly connected with the 
Van Dorn Electric Tool Company. 


Com- 
Bel- 


sales 


James McGraw, Incorporated, 
Richmond, Virginia, and the John 
H. Day Rubber and Supply Com- 


pany, Omaha, Nebraska, are two re- 
cently appointed distributors for the 
complete line of electric tools made 
by the Stanley company. 


* * * 


Foulds Heads Goulds Pumps 
Sales 

H. W.. Foulds, 

president, 

eral 


assistant to the 
has been placed in gen- 
charge of all sales work by 
Goulds Pumps, Incorporated, Sen- 
Falls, New York. Mr. Foulds, 
was formerly connected with Servel, 
Incorporated, as vice-president. 


eca 


*” * * 


Samuel Laird 
Samuel Laird, vice-president in 
charge of the Philadelphia district of 
Jenkins Brothers, New York City, 


died on January 26 of monoxide gas 
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PULLEYS THAT 
DELIVER MORE POWER 


The electric motor’s usefulness to industry depends first, upon its 
‘ correct application to each particular power distribution problem, 
and second, upon the efficiency of the mechanical drive employed 








to transmit its energy to the work. 


NIN 


Whether your production problem dictates the connection of large 
motors to line shafting, whether smaller motors driving groups of 
machines is the most economical system, or whether individual 
motor drives utilizing flat or V-belt connections are desirable— 
American Transmission Products deserve your consideration. 


Engineered by engineers for engineers, American Pressed Steel PY ERICAN 
HANGERS | PULLEYS 


—————=— 


Shafting Pulleys and Hangers, American Sprucolite Motor Pulleys 











\ NY 
\ \\Y 


AM ERI CAN 
SPRUCOLITE 
PULLEYS 





and American Wedgbelt Drives, all offer characteristics that are vital 
to the type of duty each is to perform in the carefully studied trans- 
mission systems of today. 


For instance, the motor pulley shown in the illustration above (in 
: use on a 250 h.p. motor, driving a compressor), grips the belt and 
. hangs on in spite of the shock of sudden heavy loads. In service for 
; many months it shows no wear either on crown or edges. It is made 
of Sprucolite, a specially durable synthetic material with an unusually 
high coefficient of friction, developed expressly for difficult motor 
pulley service. 





A 


Most good mill supply houses handle American Products. If your 
: dealer cannot serve you, write for the name of one who can. 


AMERICAN 
WEDGBELT 
PULLEYS 






THE AMERICAN PULLEY COMPANY 
4200 WISSAHICKON AVE. PHILADELPHIA 
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WHITEHE®> "RODUCTS 


Made in a Modern 
Factory by Skilled 
Rubber Crafts- 
men. 


MECHANICAL RUBBER 
PRODUCTS 


Belting 
Stearn Hose 
Air Hose 
- Water Hose 
Suction Hose 
Creamery Hose 


uction schar 
Tank Car Unloading Hose 
Spray Hoge 
Tubing 
Sheet Packings 
Washers and Valves 

Diaphragms 

Dredging Sleeves 

Moulded Goods 


Write to us 

















Backed by 50 
years Experience 


and sold for 
“Resale Only” 


for Samples 














The Whitehead Bros.Rubber Co. 


“MECHANICAL RUBBER GOODS, SINCE 1875 
Trenton,New Jersey 























or ee 


— 








SO wn He 


Pendabsey 








MARCH, 1931 


MILL SUPPLIES 





poisoning. He was found dead 
seated behind the wheel of his motor 
car in the garage of his home at 
Narberth, a suburb of Philadelphia. 
He was 54 years old. 

Mr. Laird had served the company 
for 38 years, having been a director 
for 14 years. He is survived by his 
son, Donald, and a daughter, Mrs. 
Douglas C. Miner of Ambler, Penn- 
sylvania. 








Here are 12 belts—one order for one firm 
which The Republic Rubber Company 
shipped January 29. The total weight was 
29,483 pounds. The big belt is 1152 feet 
of 30-inch by 6-ply conveyor. Four others 
total 932 feet 30-inches by 5-ply conveyors. 
Five others total 1302 feet 24-inches by 


5-ply conveyors. Two others total 394 
feet of 40-inch by 9-ply elevator belts. 





*R. E. Greenwood with American 
Chain 

Roy E. Greenwood, formerly asso- 
ciated with Simonds Saw and Steel 
Company, has been appointed assist- 
ant general manager of sales of the 
American Chain Company, Bridge- 
port, Connecticut. The appointment 
was effective February 2. 


* * * 


N. A. Strand Distributes 
Extensive Catalog 

N. A. Strand and Company, manu- 
facturer of flexible shafts and equip- 
ment, Chicago, has published a new 
56-page catalog illustrating and de- 
scribing many new types and sizes 
of flexible shaft machines. This 
book is now being distributed. 


* * * 


Deister Prepares Bulletin on 
Vibrating Screen 

An extensive bulletin describing 
the “Leahy” no-blind vibrating 
screen has been issued recently by 
the Deister Concentrator Company, 
Fort Wayne, Indiana. Besides giv- 
ing a discussion of the screen and 


some unusual views of installations | 
in various fields, there is also infor- | 
mation on the principles underlying | 
modern theory and _ practice of | 
screening. | 
. * * | 
New Colloy Folder 

The Colloy Products Company, 
St. Louis, has available form 201-C, | 
describing “Colloy,” a colloidal type, | 
inert workability admixture for con- | 
crete. | 


* * * z 
| 
| 


A. R. Pyott is Dead 


A. R. Pyott, vice-prsident of he es 


Pyott Foundry Company, Chicago, | 
died recently, at the age of 27 years. | 
He had been with the firm about five 
years doing sales and executive work. 
Previous to that he had attended the 
University of Michigan specializing 
in engineering. 

Surviving him are his wife, Mar- 
garet Meyercord Pyott, and his sis- 
ter, Mrs. M. F. Dunne. 

» s+ 2 | 

Whitman and Barnes Election | 

H. W. Anderson was elected as- | 
sistant secretary Whitman and| 
Barnes, Incorporated, Detroit, at the | 
annual stockholders meeting, Janu-| 
ary 18. 

Other officers of the company who | 
were reelected for the current year | 
are: William H. Eager, president ; 
Karl Kendig, vice-president and 
treasurer; and J. I. Holton, secre- | 
tary. | 
The directors who were reelected | 
are: A. D. Armitage, vice-president, | 
J. H. Williams and Company, Buf- | 
falo; W. H. Eager, president; J. G.'! 
Hamblen, Jr., Warren, Hill and! 
Hamblen, Detroit; C. H. Hecker, 
vice-president, Detroit Lumber Com- | 
pany, Detroit; R. T. Herdegen, pres- | 
ident, Dominion Forge and Stamp- | 
ing Company, Limited, Walkerville, | 
Ontario; Karl Kendig, vice-presi- | 
dent and treasurer; W. J. O’Neill,| 
vice-president, Union Trust Com-| 
pany; H. H. Sanger, president, Na- | 
tional Bank of Commerce, Detroit; | 
and M. B. Snow, Keane, Higbie and | 


Company, Detroit. 
x ok x 





New “Letter from Home” 

The Diamond Rubber Company, | 
Incorporated, Akron, Ohio, has just | 
sent out a new one of its “Letters | 
from Home’’—a sheet covering cur- 
rent news of the company, which is | 
sent out to its distributors. This 
letter has infor- (Turn to page 120) 














It’s easy to sell 
products that 


you can believe in 


It’s easy to sell products that 
you know will give more than 
satisfactory service—blades that 
will stand up under hardest 
tests, MARVEL Hack Saw 
Blades that have the fast-cutting, 
long-lasting characteristics of the 
best high speed steel blades and 
are at the same time unbreak- 


able. 
MARVEL Blades are made by 


a patented process by which a 
cutting edge of genuine 18% 
Tungsten High Speed Steel is 
welded to a tough unbreakable 
back. 


MARVEL 


High-Speed- Edge 
HACK SAW BLADES 


Guaranteed not to break-even in case 
of accident. Cost no more than regular 
high speed steel blades—are much 
easier to sell. 


Armstrong-Blum 
Mfg. Co. 
“The Hack Saw 


353 N. Francisco Ave. 
Chicago, U.S.A. 
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NEW perfected trammel is now being manufac 

tured by The L. S. Starrett Company, Athol, 
Massachusetts. The beam is a steel rod stiff enough 
to prevent bending, and is flattened on top so that 
the trams, once clamped in position have no tendency 
to turn when pressure is applied to the points. One 
of the trams has an adjusting screw which permits fine 
adjustments. The setting of the points is simplified 
by the arrangement of a spring friction which holds 
the trams in place when the nuts are loosened. 





HE Henry G. Thompson and Son Company, New 
Haven, announces a new “Milford” duplex hack 
saw blade. This blade is made in hand frame sizes 
only, 14 and 18 teeth to the inch. On the forward end 
oft the saw there are from 2% to 3 inches of fine teeth 





667FS HE Cincinnati” high speed cut-off machine is a 

new product of the Cincinnati Electrical Tool 
Company, Cincinnati, designed to cut steel alloys, non 
ferrous metals and fibrous materials in various sizes 
and angles up to 2% inches inclusive. 





New and Improved Industrial Products 





HE Foley Manufacturing Company, Minneapolis, 

announces that it has placed on the market a new 
automatic hammer band saw set, model 301. This ma- 
chine sets both sides of the saw at the same time, with 
a hammer stroke on an anvil, making all teeth even. 
The hammer stroke is adjustable so that any amount of 
set may be secured. This machine sets 150 teeth per 
minute. 





NNOUNCEMENT has just been made of the new 

ball-bearing model CP oil pumps recently per- 
fected by the Tuthill Pump Company, Chicago, pri- 
marily intended for hydraulic applications but also suit- 
able for handling all lubricating liquids. The new 
pumps are of the rotary, internal gear, positive de- 
livery type with improved stuffing box and the ball- 
bearing feature incorporated; and are built to handle 
pressures up to 200 pounds per square inch on liquids 
with fair lubricating qualities. Four sizes are available 
ranging in capacity from 2 g.p.m. at 300 r.p.m. to 40 
g.p.m. at 1200 r.p.m. 


HE Air Way 

Pump Company, 
Chicago, has devel- 
oped a new pump 
with a capacity of 18 
gallons per minute. 
The pump housing 
is constructed with 
liquid and air pas- 
sages, and lugs for 
interlocking with 
bung adapter. Ex- 
tension pipe is made 
of steel tubing, and 
is telescopic, adjust- 
able from 18 inches 
to 35 inches. The 
bung adapter has 2- 
inch standard pipe thread, and faced surfaces for 
gaskets. The reducer is 2 inches by 1% inches and 
provides connections to barrels with 1%-inch bung. 
Air release valve and air check valve are each made 
of all brass parts. 
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Modernize Your Shop With » » » » » 
These New and Improved BEAVERS! 











The Improved 
No. 3 Beaver Ratchet 
1% to 1” Inclusive 


An outstanding favorite the world over 
has been improved by including four oil 
holes, between the dies, for easy oiling 








g c » clearance, Oi ows ec y ) _ 7 r 
aq ao gee aies- ge P wei Figen a The New Beaver “4-Post” Die Stock rhe New No, 104 Beaver 
No, 8, Plain—No. 8-R, Ratchet y Square-End Cutter ; 
Bolt Die Heads 1 to 2”—Semi-Self-Contained Fully Automatic and Self-Contained 
For No. 3 Beaver Ratchet Have patented self-contained rear end Th e 4 a re : fd i 
> ee eit 2 ape ids Grip screw easy to tighten by hand ie utmos In simp Iclty 0 design ane 
tne A A ge Pigg AP gE Bsc matohet Grooved bolts and washers quickly and construction. Will cut standard, extra 
Stoc] ? accurately center the pipe Straight line heavy or double extra heavy pipe Iox 
: . pull— means easy cutting and better tremely rugged and durable, Gears fully 
threads, and less wear on dies and tool enclosed and packed in = grease Nickel 
Extra heavy upright posts mean greater steel housing. A practically unbreakable 
strength and durability Simple, sturdy tool. For use by hand or with Power 
ratchet pawl Open die slots for easy Drives. The pinion is in front and re- 
cleaning. Safe enclosed die-retaining mains stationary, 


device. Light in weight yet rugged in 
construction. 





The New 
No. 33— 





“3-Way’’ Beavers 
nd 4 








No, 34—'¥% and 1 
Companion tools to the popular No 
Beaver Ratchet Dies and die caps inter 
changeable with No. 3 Beaver. Oil holes 





provided for easy oiling and chip clear 
ance. A well balanced tool. Electrically 
heat treated die segments are square 





New No. 16 Beaver Power Drive, 


no off-set-——no “‘tip’’ to break off. Simple XN 11 i 11-A B . With Universal (Reversible) Motor 

sturdy tools Fully Seif- Contained pa gy Cuts and threads up to and including 1 
‘ : ; on” - i inch, Same in design, construction, 
1 to 2 weight, and price as the popular Nos. 44 
Light-weight low-priced self-contained ind 45 Beaver Power Drives Universal 
tools—adjustable for over, under or exact Motor operates on any 110 volt A.C. or 

standard. Tight joints can be made re D.C. line of any cycle. Simple and fool 
gardless of variations in fittings Good proof—no frail parts or adjustments—can 
threads and close nipples readily cut be operated safely and efficiently by your 

Simple, well made tools. Companion tools most inexperienced helper Easily port 

to popular Nos, 25 and 26, able Makes power tools of hand tools. 








2 t 
The New No. 17 Beaver Semi-Self-Conta and Adjustable No. 102 Beaver Thin-Wheel 

Ratchet Die Stock Vastly improved by fully enclosing and Pipe Cutter 

4% to 2” Inclusive packing the gears in graphite grease in a Cuts from t% to 2 inch inclusive Cas 
An excellent tool for use with Power practically unbreakable nickel-steel hous ings are of certified malleable iron Isxtra 
Drives—and ideally adapted for use where ing Impossible for dirt, sand, mud, chips long threaded barrel provides more 
simple and rugged tools are desired for to get into the gear and pinion and dam threads for greater durability. Large 
bench or ditch work. Large oil holes in age the tool an improvement which will (ross handle permits comfortable grip 
the die head permit easy oiling and ample eliminate many costly repair bills and Thin Cutter Wheel made of special grade 
chip clearance Extra long handle gives which provides the necessary rigidity to alloy” steel, electrically heat-treated for 
necessary leverage for easy cutting. Sold insure smooth free operation better durability Makes practically a burries 
in individuai units threads, and longer life to moving parts eut. 


SOLD BY ALL LEADING SUPPLY HOUSES 


MANUFACTURED BY 


THE BORDEN COMPANY 


511 Dana Avenue, Warren, Ohio 
WRITE oO 8 COMPLETE NE W CATALOG 
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| New and Improved Industrial Products 











_ CUTTING OIL 

















BERNZ COM- 


PANY, Incorporated, | A COOLING cutting oil has 
Newark, New Jersey, has just been developed by the Arm- 
perfected a new torch to be strong Manufacturing Company, 


added to its line of “Always | Bridgeport, Connecticut. It is 


COMPANY, Racine, Wisconsin, 


torches and _ fur- said that this oil prevents heat 


This torch is fitted and friction from being gener- 
with an improved burner so ated at the point of the cut. All 
constructed that it will burn | the cooling work is carried on 


announces the 


indefinitely with a blue hot by capillary attraction which is 


steel slitting shear to its line of tools 
The new shear is well built 


signed to handle a variety of work 


before a_ thorough formed at the back of the dies. 


cleaning is necessary. The oil carries away the heat. 








Manufacturing 


production on an improved type of chain { 
i The principal feature 
rapid acting cam adjustment 





polishing machine 
spindle head construction. The motor, ball bea: 
ing equipped, mounted horizontally 
base, is adjusted by 





-* 


me P 
(Same 7 7 
ey | y re 





HE Surfacer Manufacturing Company, Chicago, Illinois, 

has developed a new grinder for sharpening cutting 
tools. The complete set of attachments makes it possible 
tor this machine to grind cutters, hobs, saws, drills and other 
cutting tools 

















HE W. A. Whitney Manufacturing Company, Rock- 

ford, Illinois, is announcing a new hammer punch which 
has been added recently to its line of shect metal working 
tools. The tool is made of rectangular bar steel. 
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BOTH are LEADERS 


F.D. MORTON @ co. 
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LOUISVILLE, Ky. 


December 26, 1930. 


The Bunting Brass & Bronze Company, 
Toledo, Ohio. 


Att: Mr. E. N. Beisheim. 
Manager of Mill Supply Sales. 


aaa 


Gentlemen: 


We acknowledge receipt of yours of the 24th 
and in reply, we want to let you know that 
during the time we have been distributors 
for the Bunting Brass & Bronze Company, we 
have been well pleased with our connection 
with you and the service you have rendered. 
We hope that the pleasant relationship 
which has existed since we became your 
distributors may continue through 1931 and 
' many years to follow. 


od 


We are pleased to advise that since we 
have been handling Bunting Bronze, we find 
that if we can once get a customer started 
using Bunting S3ronze, nine times out of 
ten, we get his repeat business. 


{ We feel very confident that our sales of 
Bunting Bronze will show an increase during 
1931 and we want to take this opportunity to 
thank you kindly for the co-operation you 
have given us in the past, 


| Wishing you A HAPPY AND PROSPEROUS NEW YEAR, 
we are, 


Yours very truly, 





E. D. Morton, President. 


/n 
EDM/P IM. 








_— ———— 


Within the last three months 21 additional _ 
leading mill supply houses have joined 
the Bunting family of mill supply distribu- 
tors of Bunting Phosphor Bronze Cored and 
Solid Bars. The letter from E. D. Morton 
& Company above reproduced indicates 
why the leaders in mill supplies distribu- 








' . . . . 
tion in all sections of America are concen- Se: sine Satins, Miia 
trating on the sale of this internationally Bronze end Bunting Lead 
° Hammers are creating new 
' famous bearing metal. volume and profit for Bunting 


THE BUNTING BRASS & BRONZE COMPANY 39 
TOLEDO, OHIO 
Branches and Warehouses at 
New York Chicago Boston Philadelphia San Francisco 


Export Office: Toledo, Ohio 


BUNTING 


QUALITY’ 


CORED and SOLID BRONZE BARS 





There are 115 stock sizes 
of Bunting Phosphor Bronze 
Cored and Solid Bars. It's easy 
to meet all requirements. 
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COMPLETE new 

line of paint spray 
equipment has just 
been announced by 
the [Imperial Brass 
Manufacturing Com- 
pany, Chicago. Fol- 
lowing experiments 
made during the past 
year, a variety of guns 
for various purposes 
has been developed. 
The guns range from 
junior sizes for small 
jobs to large sizes for 
heavy-duty work 
There are also com- 
plete outfits, consisting 
of air compressors, 
pressure containers, 
} filters and regulators. 








universal motor 


i hs 
Wyzenbeek and Staff, 


being introduced 
Incorporated, Chicago, 


saw 


designed for doing all kinds ot sawing. By wv adju 
ment of the crank, the machine is changed >» a metal 
working tool, suitable for sawing templates, metal 


patterns, models, and so on. Flexible-back saw blades 
are furnished with each saw for sheet metal, brass or 
aluminum \ file holder and overarm convert 


the machine into a die filer 


also 











T B. WOOD'S SONS COMPANY, Chambers- 
e burg, Pennsylvania, has developed a new grinder 
for Tungsten-Carbide and high-speed steel tools, 
called the Universal Giant, number 1. The wheels are 
12 inches by 4 inches. Sharpening is done with edge 
of wheel rim 





"TO HE WB 600 and WB 700 reducers being intro- 

duced by The Horsburgh and Scott Company, 
Cleveland, consist of a worm and gear accurately 
mounted on suitable bearings, and totally enclosed in 
oil-tight, dust-proof housings. These units are self- 
lubricating and occupy small spac« 


HE Simplex Tool Company, Woonsocket, Rhode 
Island, is offering a new bin section for stockroom 

This section is designed so that several sections 
can be built up on top of each other like a sectional 
bookease. Each section nests deeply into the other, 
and is of sufhcient width and depth so that several 
nested together make a substantial unit. The base is 
separate from the section itself, and a top can be fur 
nished to serve as a counter, or as a shelf when large 
and small sections are assembled together, in) which 
case the larger sections are used up to counter height, 
and smaller sections on top. Each bin has a card- 
holder for description of contents. A heavy gauge 
metal is used the body and bin dividers 


use, 


for 


| 
| 
| 
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OPEN LETTER 
No. 3 


By F. W. KNOTT 


When I first started these articles in pre- 
senting to the trade an exchange of ideas, 
I realized it would require a number of arti- 
cles to properly cover the subject. 

I have received numerous letters from the 
trade, and it seems necessary now that we 
digress somewhat in order to clear up some 
of the misapprehensions apparent in a few 
of these letters. 

This, I believe, can best be accomplished 
by a brief outline of the history of our busi- 
ness from its inception. 

When we first presented our product to 
the trade it was generally accepted as a de- 
cided improvement in the belt lacing prod- 
ucts and methods. However, we were told 
in nearly every instance that we would have 
to go out and create a demand before the 
distributor would consider stocking it. This, 
of course, made it necessary for us to estab- 
lish agents to supply our product direct to 
the user. Our agents could not refer to the 
jobber as a source of supply, naturally, be- 
cause they did not stock. The result, of 
course, was that probably 80°. of our out- 
put was then distributed in this manner. 
This has gradually changed over a_ period 
of years until today at least 80° of our 
output is handled through the regular chan 
nels—namely, the distributor. 


It was because of the abnormal cost of 
merchandising in this manner that I was con- 
strained to set forth what appeared to me 
to be some possibility of a change on the 
part of the distributor which would make 
this method of distribution unnecessary, 


(and I find this is a problem confronting 
practically all of us) viz.—the necessity of 
the manufacturer to maintain a selling or- 
ganization to completely contact the con- 
sumer trade. 


I think we will all agree—both manufac- 
turer and distributor—that there is a con- 
dition existing which is unduly burdensome. 
I had hoped that I would receive in these 
communications some indication on the part 
of distributors that the time was ripe for 
something of a change in their methods of 
merchandising, which would answer, at least, 
some of the problems confronting us. 


Were it not for the fact that there has 
been a decided tendency on the part of the 
manufacturer to go direct to the consumer 
during the past number of years, there 
would have been no necessity for this dis- 
cussion. 


I do not believe that you will be able to 
find a manufacturer who does not realize the 
importance of the distributor, or who does 
not believe that some way can be found 
through which the distributor could really 
become the practical and only distributing 
agency. 


This is purely an economic question, and 
it has seemed strange to me, indeed, in the 
past years when I have listened to problems 
which have come up in various conventions, 
that with all of the ability and ingenuity 
necessarily found in these great distributing 
agencies, the solution has not been found. 

I sincerely hope that the distributors will 
accept these articles in the spirit in which 
they are written. They were not prompted 
by a desire to advertise, in the generally 
accepted term, nor in the spirit of criticism, 
but rather in an honest endeavor to promote 
serious consideration to the problems which 
confront us all. 

I invite further correspondence on_ this 
subject. 

F. W. Knorr, 

DETROIT BELT LACER COMPANY, 

Detroit, Michigan. 
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(Continued from page 112) 
mation on new selling plans for per- 
forated mats, as well as some sug- 
gestions on oxy-acetylene hose, and 
news of distributors who are doing a 
particularly successful selling job. 








F. C. Engelhart 












BALL 
BEARING 


PORTABLE 
ELECTRIC 


Three Useful Handy 
Machines inONE! 


BLOWER 
SUCTION CLEANER 
SPRAYER 


10 days FREE TRIAL 
Write for Details 


CLEMENTS MFG. CO. 


6674 &. Narragansett Ave. 
Chicago, I11. 





Hnudreds of thou- 
sands of prospective 
users of ELEM. 
ENTS _ Cadillac 
Blowers are being 
constantly reached 
through _advertise- 
ments like these. 
Cash in on this 
publicity. 
A Rapid 
Seller 
With Liberal 


Discounts. 


Live 
Distributors 
Wanted For 
Territories 
Not Already 


Covered. 


Market 
Hasn’t Been 
Scratched. 











Kester Solder Company Election 

At a meeting of the board of di- 
rectors of the Kester Solder Com- 
pany, Chicago, on February 17, F. C. 
Engelhart was elected president of 
the company. 

Mr. Engelhart has been the direct- 
ing head of the company for 20 years, 
acting in the position of general man- 
ager and treasurer. 

It is further announced that J. A 
Reitzel, formerly promotion 
manager, has been elected to the 
position of general sales manager. 
Mr. Reitzel has had a broad experi- 
ence in sales and advertising, having 
occupied executive positions with the 
Portland Cement Association and 
other well-known organizations. 

; kK * * 


sales 


Changes in Worthington Pump 
Organization 
The St. Louis district sales office 
of the Worthington Pump and Ma- 
chinery Corporation, Harrison, New 
Jersey, has been moved to 1703-4 
Ambassador Building, 411 North 
Seventh Street, St. Louis. 
Several promotions in the Cincin- 
nati Works’ organization have béen 
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No matterwhat make of sheaves 
is used ona drive, the 
efficiency of the power trans- 
mission depends upon the belt. 


Once Gilmer /. 


Lf 


V-Belis are Sold— / ba 
They STAY Sold 


TREMENDOUS, limitless market! 
That is what plant modernization 


is building up for every Gilmer V-Belt 


distributor. 


Gilmer’s reputation for quality and 


adaptability — plus the completeness of Strength, ruggedness and stamina are 
the line — makes every user of single and in-built. Whatever the job they are called 
H > 9 >» 
multiple V-Belt Drives a real and logical upon to do, Gilmer V-Belts wears let you 
: . down. — Their longer wear, their decided 
prospect. — Every one is not only an im- 


di Gi bility. b I saving of power costs will keep on sell- 
mediate profit possibility, but also a source ing your service — and Gilmer V-Belt 


of year in, year out repeat sales. For once standardization — to every customer. 


Gilmer V-Belts are sold, they STAY sold. L. H. Gilmer Co., Tacony, Philadelphia, Pa. 


For Instance ternal friction. This featurewas orig- 
J e - 


inated by Gilmer Engineers and is a 


THE NEUTRAL AXIS vital point in giving Gilmer V-Belts 


their unsutpassed lasting qualities. 


Remember ... a V-Belt Drive is no 
better than the belt... Numbered 


among Gilmer’s proven advantages 
Makers is ites construction with respect to 


the neutral axis ...a feature that defi- N 1 
W ? nitely conquers the internal friction eutra 
of the orld s that arises in ordinary V-Belts...In Axis « 
Gilmer V-Belts, superimposed layers 
8 ec st- K mow m Vv. B an I i ye of extra strong cords, placed at the 


point where neither tension nor com- 
pression take place, transmit the load 
without stretching or setting up in- 
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‘Fdgemont” 


Friction 


Clutches 


best for general factory use 


because 


ADAPTABLE 
EFFICIENT 
— He LONG LIVED 
wa =INEXPENSIVE 
SHIPPED FROM STOCK 


Write now for supply of catalogs and 
circulars that will interest your customers 


THE EDGEMONT MACHINE Co. 


2500 HOME AVE., DAYTON, OHIO 
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NEED MORE 


VISES 


Points 
of Preference 





1. Renewable Steel Jaws. Probably four out of five of your customers 
$ Geivad tas 500 dane need more vises, and as PARKER advertising 
pe ch Ag has prepared the way, it should be an easy 
I rl matter -to sell them the PARKER VISE shown 
3. Outside Saddle permits easy here It has been designed to meet every re- 
removal of screw for oiling quirement of machinists. 
4. Solid underportion ives c 
added strength . The rugged strength and effectiveness of 


PARKER VISES has been a matter of record 


5. Set screw in handle for eighty years, 


Cast 
astings of Parkco Metal. Available in all sizes, and sold thru jobbers 
Full sized screw and nut. exclusively. 


PARKER VISES 


‘oy 
The Charles Parker Co., Master Vise Makers, Meriden, Conn. *°2*” 


“oe 


s?_ Lz; 
oe 






Makers of the Famous Parker Gun  N. Y. Salesroom, 25 Murray St., N. Y. C. 





announced by H. A. _ Feldbush, 
works manager. The appointments 
are: R. L. Rickwood, general super- 
intendent; A. V. Saharoff, works’ 
engineer; and J. C. Russell, produc- - 
tion manager. 

Michael Riesner has also been 
advanced to a position where he will 
be able to concentrate more fully on 
the design and development of new 
and improved products. He has been 
chief engineer of the Cincinnati 
Works since 1911, having come to 
the company in 1892 as an appren- 
tice machinist. 

Mr. Saharoff was connected with 
the engineering and experimental 
departments for 10 years, and for 
the last year and a half has been gen- 
eral superintendent. Mr. Russell has 
had experience in various divisions 
of the works, in the drafting, pro- 
duction, and vertical compressor 
divisions. 

x ok x 


Butt Appointed by Powell 
Company 

Howard Butt has been made man- 
ager ot the engineering and export 
department for the William Powell 
Company, Cincinnati. His head- 
quarters will be at 50 Church Street, 
New York City. 


~~ * 


Adamson Machine Appoints 
Mitchella 
Clyde B. Mitchella, who has been 
chief engineer of the Republic Rub- 
ber Company, Youngstown, Ohio, 
for the past five years, has been made 
general manager of the Adamson 
Machine Company, Akron, Ohio. 
<< * 


Welding Conference at 
Oregon College 
Several representatives of promi- 
nent manufacturers were important 
speakers at the third annual confer- 


| ence on welding methods held at the 








School of Engineering of Oregon 
State Agricultural College, Corvallis, 
Oregon, on February 26 and 27. This 
conference was held under the aus- 
pices of the department of industrial 
arts and engineering shops in coop- 
eration with other departments in the 
school of engineering, and the manu- 
facturers of welding and cutting 
equipment. 

Some of the men who gave ad- 
dresses are: C. W. Frick, northwest 
engineer, General Electric Company : 
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Reamers 
that increase 
net profits 











You can sell MORSE reamers 
to the manufacturer today on 
the strength of their ability 
to increase his net profits by 
lowering, his production cost. 




















; na sa More than ever before 

: includes manufacturers are 

S ; e 

- on looking for ~reater 
REAMERS economy in produc- 
CUTTERS ’ 
TAPS AND DIES tion — and more and 
SCREW PLATES ’ 
yoo more do they appreci- 
CHUCKS 4 

" caine ate that finely made 

: MANDRELS . 

* — MORSE tools increase 

a of SOCKETS production and there- 

1e SLEEVES 











: by increase net profits. 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS.,U.S.A. 
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“CHICAGO Safety Plus” 
Socket Set Screws 


* 


A Consistent Seller 
for Distributors 
“CHICAGO SAFETY PLUS” 


socket set screws are made of se- 









on to 
rags 


lected alloy steel, carefully heat 


for distributors. A fast moving, 
quality line that makes distribu- 
tors’ sales efforts well worth the 
while. 


sured. 


The Chicago Screw Co. 


1026 South Homan Ave. Chicago, Illinois 
** Buy It From Your Distributor’’ 


Steady repeat orders as- 
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handle 



































Hollow os TOOL- HANDLES , Air vent 
center ta : 
= SELL, BECAUSE (1, = 
Casing keeps THEY stay ; 
spiral in place Yj — 7> Steel die cuts 


thread into solder 
iron stem 


Spiral of hard- 
ened square wire 
cuts thread into 
tang 


THE SHUR-GRIP 
FILE HANDLE 


Patented July 12, 1921, 
No. 1,384,154 






ferrule Steel ferrule 


THE SHUR-GRIP 


wunmnaes April 24, 1923, 


: 0. 1,453,082 
sells on sheer merit. It’s better 


than the ordinary file handle, be- 
cause it screws on and never 
splits. It outlasts the file 
and can be used over 
again. There's a larger 


never comes off and never gets 
too hot. It, too, screws on 
and can be used over and 
over. Solderers every- 
where prefer it. That's 


profit in it for you pe why it’s more profit- 
too. Send the send me able to you. Send 
details and he coux f 
coupon for ‘ the coupon for 
prices and price list on full information. 









sizes, 


ee SHUR GRIP File Handles 
. SHU R-GRIP Solder Iron Handles * 
J ot 


Coe reer ereseescceseccseseseeecceee® 


Send this coupon to 


LY AYRO MFG. CO., INc. 


205 VARICK STREET, NEW YORK, N.Y. 







ee | 


treated to give maximum strength | 


and durability. Packed especially | 


K. L. Howe, general engineer, and 
A. G. Bissell, consulting engineer, 
both with the Westinghouse Electric 
and Manufacturing Company; S. H. 
Taylor, engineering division, Lincoln 
Electric Company; L. O. Griffith, 
sales engineer, and R. W. Boggs, 
technical publicity department, Linde 
Air Products Company; and C. E. 
Rhein, sales engineer, Oxweld-Acet- 
ylene Company. 


* * 


Jurack with Chain Belt 

| Charles G. Jurack has joined the 
foundry equipment division of the 
Chain Belt Company, Milwaukee. 
Mr. Jurack is well known in the mid- 
dle western foundry and pattern 
trade, having been associated for 
some time with the Milwaukee Foun- 
dry Equipment Company, Milwau- 
kee. 

| * * 
Falk Aide to Secretary of War 


Harold S. Falk, vice-president and 


* 





* 


| works manager, Falk Corporation, 
| Milwaukee, has been made Wiscon- 


sin civilian aide to the Secretary of 
| War, succeeding the late Wheeler 
| P. Bloodgood, of Milwaukee. The 
principal activity has to do with the 
Citizens’ Military Training Camps, 
and Mr. Falk is well qualified for 
| this work as he has been chairman 
of the Wisconsin Association, C. M. 
T. C., for the past three years. 

* * * 


Frank I. Pearce 
Frank I. Pearce died recently at 
his home in Hollywood, California, 
at the age of 86. He was one of 
the founders of the Link-Belt Com- 
pany and a resident of Chicago for 
58 years. 


* £ & 


Complete New Pyott “Vee-Tex” 
Drive Catalog 

The new loose-leaf catalog being 
distributed by Pyott Foundry and 
Machine Company, Chicago, cover- 
ing Pyott “Vee-Tex” drives, is made 
up in an unusually striking form— 
having a cover of silver, black and 
red. Included in the book are a com- 
plete drive list, sheave list, belt list, 
and general drive information, mak- 
ing it a valuable reference book. 

In its present form there are 132 
pages in this catalog, but of course, 
the loose-leaf device makes it possible 

for further information to be added 
| from time to time. 
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Westinghouse Promotes 
Carrington 

Malcolm Carrington has _ been 
made assistant to the vice-president 
of the Westinghouse Electric and 
Manufacturing Company, East Pitts- 
burgh. Since 1926 he has been di- 
rector of finished stocks. In his 
new capacity he will have general 
supervision of shipping stocks, order 
procedure and office operations. 

Mr. Carrington has been with 
Westinghouse since 1904. After 
three years he was made assistant 
manager of the railway and lighting 
department in the East Pittsburgh 
works. Later he became assistant 
manager of the Chicago district, then 
general office manager and finally di- 
rector of finished stocks. 

His experience before coming to 
Westinghouse was chiefly with the 
Virginia Railway and Power Com- 
pany. 

* * * 
Recommendation on Buffing 
Wheels Available 

The division of simplified practice 
of the Bureau of Standards has just 
announced the availability of the 
printed simplified practice recom- 
mendation number R115-30 on full 
disk buffing wheels. 

Copies of this recommendation, 
which establishes the ply and outside 
diameter of full disk buffing wheels, 
can be obtained from the Superin- 
tendent of Documents, Government 
Printing Office, Washington, D. C., 
for five cents each. 

x * x 


Bailey-Burruss Issues Elevator 
Catalog 

The Bailey-Burruss Manufactur- 
ing Company, Atlanta, Georgia, has 
just issued an attractive catalog on 
the “Perfecto-Uniflow” conveyor ele- 
vator, which has a reversible double 
acting double balanced bevel gear 
drive. The catalog contains a de- 
tailed illustration of the elevator, as 
well as a blue print, showing ca- 
pacity, speed, and horsepower. 


* * * 


Morse President of Morse Chain 

F. L. Morse is now president of 
the Morse Chain Company, Ithaca, 
New York. F. C. Thompson has 
heen made vice-president and general 
manager. This company*is a divi- 
sion of the Borg-Warner Corpora- 
tion, Chicago. 








AR 





96% of the 
shops are using 


ARMSTRONG 
TOOLS NOW 


You do not have to “sell” your customers on 
the quality of ARMSTRONG Tool Holders 
and Tools—the large majority of them are al- 
ready enthusiastic users of some of them. They 
know from long experience that the name 
ARMSTRONG and the Arm-and-Hammer 
Trade Mark are certain guarantees of greater 
efficiency, extra strength, improved designs and 
performance. 


There is profit for you in this recognition of 
the ARMSTRONG name and trade mark, in 
the policy that has made every ARMSTRONG 
product a quality product, for each tool that 
bears the Arm-and-Hammer mark helps to sell 
all others so marked. The more ARMSTRONG 
Lines you carry, the more you can gain from 
the cumulative effect of the consistent supe- 
riority, continuous and abundant advertising, 
rapidly increasing numbers of satisfied cus- 
tomers. 


ARMSTRONG Lines are complete lines—do 
not require “fill-ins” from other suppliers. Then, 
they offer the economies resulting from a single 
source of supply, the increased effectiveness of 


| sales effort when it is centralized on a single 


name, a single trade mark. There is the elimi- 
nation of risk—you can never get stuck on an 
ARMSTRONG Line. There is a certainty of 
profits, for your profits are protected. 





ittractive Stock and Display Boards, Buy 

Window and Counter Displays, Direct ARMSTRONG 
Mail and other Dealer Helps are TOOLS from your 
freely furnished. Write for Catalog Supply House @ 
B-27. fas 


ARMSTRONG BROS. TOOL CO. 


‘*The Tool Holder People’’ 
305 N. Francisco Ave., Chicago, U. S. A. 





The Arm 

and-Ham- 
mer Trade 
Mark is 
known the 
world over. 
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TURNER ] KEROSENE 
Noa 45, |GASOLINE 





Hot indeed! 





AND HANDY 


anaSfere 
> Plo M5 «il! 


This Turner Master 
No. 45 generates at least 400 degrees 
of fuel. That’s an important point to 
the mechanic whose time is worthy of conserva- 


tion and whose pride is effective work. 


Handy ?—More so than any other blow torch. 
Notice the pistol grip. The user can get a man’s 


sized fist hold and work with confidence. 


The Turner No. 45 is not an expensive tool. 
Its price is well within the means of every me- 
chanic. If you are not now selling the Turner 


line, write direct for full information. 
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Cushman 
Geared Scroll 


(Three or Four Jaw) 


Universal Chuck 


toe Ee ieee 
AND YOU HAVE IT/ 


Two Ch ucks 


° ; 
= 
Cushman ae Say, 
‘Incomparable’ f; 4 x 
- 


Independent Chuck 








THE CUSHMAN CHUCK CO., 











“ITS OLD AND YET ITS NEW” 








A CUSHMAN CHUCK 


Made only as Cushman can 


make it 


THE TOOL ROOM 
FOREMAN SHOULD 
KNOW OF THIS CHUCK 





The Tri-Plex 


The Tri-Plex is the only 
Chuck of its kind. 


The ideal Chuck for a 


toolroom lathe. 


“Click”” — and you have 
it! — either a Self-Center- 
ing Chuck of extreme ac 
curacy, or an A-l 4-Jaw 


Independent Chuck. 


No measuring and test- 
ing for truth; no time lost 
in making changes. 


Catalogue No. 47 tells all 
about the Tri-Plex. It is 
built in sizes from 6 to 24 
inches, with either iron or 
steel bodies. 


HARTFORD, CONN., U.S.A. 


__ Nearer Ty VW coded 1 0le) ak ce —— 
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| quarters at 
| but supervises the sale of Landis 





| neers’ 


R. M. Chester Is Neely Sales 
Manager 

R. M. Chester has been appointed 
general sales manager of Neely Nut 
and Bolt Company, Pittsburgh. He 
will make his headquarters in the 
general offices of the company in 
Pittsburgh. Mr. Chester has had ex- 
tensive experience in the steel in- 


dustry. 
x * * 


Deute with Hamman-Lesan 
Company 
Arthur H. Deute has resigned as 
vice-president and general manager 
of Billings and Spencer Company, 
Hartford, Connecticut, and will be- 
come a member of the firm and an 
executive of Hamman-Lesan Com- 
pany, Los Angeles. 
* * * 


McNeal of Landis Machine 
Returns to England 


J. M. McNeal, European sales 
manager of the Landis Machine 


Company, Waynesboro, Pennsylva- 
nia, sailed February 14 for England 
after a three weeks’ visit to the home 
Mr. McNeal has his head- 
3irmingham, England, 


threading equipment both in Great 
Britain and Continental Europe. 
Mr. McNeal has associated with 
him a Landis specialist, D. F. Mc- 
Laughlin, also from Waynesboro. 
x * x 


New “Gilsonite” Asphalt Booklet 
The American Asphalt Paint Com- 
pany, Chicago, is distributing an un- 
usually colorful booklet on “Gilson- 
ite” asphalt. The entire story of its 
development and uses is told with 
illustrations on every page supple- 
menting the descriptive material. 

* * * 
Westinghouse Appoints Corby 
Supply 

The Corby Supply Company, St. 
Louis, will represent Westinghouse 
Electric. and Manufacturing Com- 
pany, in the eastern part of Missouri 
and southern Illinois on Westing- 
house flex arc welding machines and 
flex arc electrodes. 


* * * 


Large Contract Let in Memphis 
Hooven and Allison Company, 
Xenia, Ohio, has been awarded a 
contract to furnish the U. S. Engi- 
Office, Memphis, Tennessee. 








nd 
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with 197,000 pounds of manila rope, 
which will cost $20,685.56. The rope 
is to range in diameter from ™% to 
2 inches. Industrial Supplies, In- 
corporated, Memphis, is exclusive 
distributor for Hooven and Allison 
Company in Memphis and adjacent 
territory. 
x ok x 


New Neilan Bulletin 
Neilan Company, Limited, Los 
Angeles, is issuing a 16-page bulletin, 
descriptive of a new remote manua! 
control system which the company is 
introducing. 








R. M. Fensholt 


Rk. M. Fensholt of Fensholt and 
Fechner, 16 South Clinton Street, 
Chicago, passed away on February 1 
after a brief illness. Mr. Fensholt 
was a native of Denmark, coming to 
Chicago in 1882 as a young man of 
22 years. His apprenticeship training 
in Europe in the art of shoe making 
gave him a thorough knowledge of 
leather, and as a result of this experi- 
ence he was able to make a connec- 
tion in the manufacturing department 
of the Charles Munson Belting Com- 
pany. This was in 1883. He served 
successively as foreman, superintend- 
ent and manager of the production 
department of the old Charles Mun- 
son Belting Company and its suc- 
cessors, until 1905. 

At this time he eritered into part- 
nership with William Fechner who 
also was connected with the Munson 
organization. (Continued on page 128) 
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DIXON’S 
Graphite Products 


No other substance has such universal application in 
preventing power losses as graphite and its products. 


Dixon’s Flake Graphite alone, or blended with oil or 
grease prevents friction losses by producing dead 
smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint Compound 
eliminates loss of power in generation and transmis- 
sion by making absolutely tight threaded and gasket 
joints in cylinder heads, pipe lines, ete. Also Dixon’s 
Boiler Graphite, which keeps boiler tubes clear and 
free of scale. 


More than 100 years of experience in overcoming 
power losses by means of graphite is back of every 
ounce of Dixon’s Graphite Products. 


Write for Bulletin No. 16-C 


Joseph Dixon Crucible Company 
Jersey City, DOG N. J., U.S. A. 


Established 1827 


Flake Graphite 

Boiler Graphite 

Graphite Cup Grease 

Waterproof Graphite Grease 

Solid Belt Dressing 

Pipe Joint Compound (insoluble in water) 
Graphite Seal (insoluble in gas or oil) 
Graphite Motor Brushes 
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FLEXIBLE SHAFTS AND EQUIPMENTS 


Our New 56-page Catalog is 
Now Ready for Distribution 





Illustrates many new types— 


Motor Countershaft and Direct Drive 
Vertical and Horizontal Machines 
Both Bronze and Ball Bearing Types 


We build our flexible shafts in capacities from % to 2 





continuous lengths up to 30 ft. 


Twenty-six years of successful manufacturing in this line. 


unexcelled. 


N. A. STRAND & Co. 


Write for Catalog No. 25 


5001-5009 No. Lincoln St. : : 


H.P. Special 


Workmanship 





CHICAGO | 








“Distributors serve 
industry economi- 


cally.” 











410-416 Trumbull St. 


.-.a@ line both salesman 


and customer 
appreciate 5 


Approved by the keenest 
mechanics . . . sold by the lead- 
ing distributors . . . backed by 
over 30 years of file making ex- 
perience . . . American Swiss 
Files of Precision, when sold— 
stay sold. The busy mill sup- 
ply salesman appreciates this. 

Write for “Files of Precision” 


Hand Book. 


AMERICAN SWISS FILE 
& TOOL CO. 
Elizabeth, N. J. 


Swiss 


files of precision 


Also Manufacturers of 
Mechanics’ Hand Tools and Knurls 

















“Buy it from the | 


Distributor.” | 


Mr. Fensholt received a diploma of 
honorable mention from the World’s 
Columbian Exposition in 1893 for 
work as an expert artisan in the 
preparation of exhibits for his com- 
pany. He was prominent in local 
fraternal affairs and was a past presi- 
dent of the Leather Belting Club of 


Chicago. 
.* « 


Lincoln Electric Book on Arc 
Welding 


A booklet has been issued by the 
Lincoln Electric Company, Cleveland, 
on are welding supplies. Diagrams, 
tables, photographs and detailed de- 
scriptions compose the 20 pages of the 
leaflet. 

a. 


Hancock on Trimont Board 

At the annual meeting of the Tri- 
mont Manufacturing Company, Bos- 
ton, Wallace L. Hancock was elected 
a member of the board of directors. 

Mr. Hancock has been associated 
with the Trimont Manufacturing 
Company for over 20 years, and at 
the present time is treasurer. 

* * * 


John G. Ladrick Is Dead 
John G. Ladrick, for 42 years con- 
nected with The Cleveland Twist 
Drill Company, Cleveland, died Feb- 


ruary 14, 1931, in Geneva, Switzer- 
land. 
Mr. Ladrick was born May 17, 


1866, in Thun, Switzerland, came to 


| the United States at the age of 17 


and settled with relatives in Hannibal, 
Ohio, where he attended the public 
schools. Later he went to Cleveland 
and entered the employ of The 
George Worthington Company. 

Mr. Ladrick joined The Cleveland 
Twist Drill Company in 1889. There- 
after, for several years, he served the 
company’s customers in practically 
every section of the country. For the 
past 20 years, however, until 1930, 
when illness caused him to retire, he 
represented the company in the terri- 


| tory west of the Rocky mountains. 


* * * 


Transfers in Chain Belt 
Organization 
Thomas Cocker, formerly manager 
of the Cleveland office of the Chain 
Belt Company, Milwaukee, has been 


| made manager of the Buffalo office, 
| and Mr. Smallshaw succeeds him at 


Cleveland. Frank Gary has been 


transferred from the Buffalo office .to 
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St. Louis to take the place of Mr. 
Smallshaw. 

Hy Bergis has gone from the Seat- 
tle office to the Portland office, and 
Gerald Nichols is taking charge at 
Seattle. 

ee @ 
John A. Cave, Brown & Sharpe 
Official, Dies 

John A. Cave, secretary and assist- 
ant treasurer of the Brown & Sharpe 
Mig. Co., Providence, Rhode Island, 
died on February 5. Mr. Cave had 
been with the company since 1905 
when he came to the company as audi- 
tor. In 1914 he was elected assistant 
secretary and 10 years later was made 
secretary and assistant treasurer. 

* = @ 


Atkins Pioneers Hold 25th 
Annual Smoker 


In accordance with its annual cus- 
tom the Atkins Pioneer ‘“20-Year” 
club held its 25th annual smoker on 
January 30. It was attended by about 
125 of the members and foremen of 
the many departments. 

The Pioneer Club was organized 25 
years ago by just a few of the old 
timers, who at that time each had a 
record of 20 loyal and_ successful 
years as employees of E. C. Atkins 
and Company, Indianapolis. 

As time went on and the business 
of Atkins and Company grew larger 
more people were employed and 
naturally the enrollment in the Pio- 
neer Club grew in proportion until 
today it has a membership of 223 
active members. With the exception 
of Elias C. Atkins, and K. W. Atkins, 
vice-presidents of the company, all of 
the officials of the firm are members 
of the Pioneer Club whose member- 
ship averages from 43 to 46 years of 
service. 

During the past year one of the 
oldest members of the Pioneer Club, 
Charles F. Aumann, with 60 years’ 
service, died; John H. Patterson, 57 
years’ service, Walter Jordan, John 
Clifford, and George Faber also 
passed awav. 

The following new members were 
initiated, each one having been with 
the company for 20 or more years: 
Hiram Akers, Charles W. Carter, 
John W. Cleary, David B. Gibson, 
Clyde R. Hall, Charles W. Johnson, 
John Mirabile, Louis Need, Edward 
Shake, Oliver Shake, Mike Short, W. 
L. Sturtevant, and Charles Guedel. 

Officers of the Pioneer Club for 
1931 are as follows: honorary presi- 


Doubles the Life of 
Band Saw Blades — 


One of the leading saw manu- 
facturers in the country writes, 
“. . . On band saws the Foley 
machine adds 100% to the life of 
the blades. .. . Certainly a sharp 

saw is less likely to buckle 
or have teeth broken out or 
the blade snapped... .” 
















Increases 
Sawing Production 


The Foley automatically joints 
the saw at the same time it 
files, evening all teeth to a uni- 
form size, height and spacing, 
so every tooth cuts. That is 






FOLEY sit 
SAW FILER 


Files Band Saws, 
Circular Saws and 
all Hand Saws. 


why they cut better, cleaner, 
faster, truer and stay sharp 
longer, increasing production 
25% to 50%. 








Every saw user is a prospect for a Foley Automatic Saw 
Filer and other Foley Products. Write for complete infor 
mation and industrial distributors’ discounts. 


FOLEY MANUFACTURING CO. 
46 Main St. N. E. 


ELECTR 
sheen 


This 
NEW PROCESS BABBITT 
Hits the “Bullseye” for 


the Distributor 


Minneapolis, Minn. 














T Provides Him with a Real Product—Something He can Sell 
Proudly—and Profitably. 


OT a change in tried and proved formulas, but the 
result of a superior process of manufacture. Nickel 
Eight 
scientifically better, tougher, stronger, far more wear- Superior Points 
resisting than ordinary babbitts. Made in electric fur- - Improved Structures 
Will carry 2. Higher Compression 
; . Uniform Hardness 
Extreme Toughness 
- Greater Safety 
. Less Wear 


. Reduced Shrinkage 
makes for closer bond 


Buffalo Foundry and between Tinea and 
Machine Company oe 
Buffalo . . . . ». » New York — 


and Copper Hardened Thermo-Lectric babbitt metals are 


_ 


naces under automatic temperature control. 
greater loads at higher speeds with less wear. 


Write to us concerning territories open for representa- 
tives. 
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The Valve with the Reversible Disc & Seat 
Increase Your 


Valve 
Sales 


With Williams 


REVERSO 








itu 














your buyers want valves that 
give high efficiency at low 
operation cost. They want valves 
that insure great dependability 
and give long service. They want 
Williams Valves. Let us tell you 
how you can increase your valve 


sales. Write today. 
THE D. T. WILLIAMS VALVE 
COMPANY 


CINCINNATI, OHIO 














ECONOMY 


A Line of Proven Quality 


Service on Your 
Special Size Orders 


ECONOMY 
Safety 
Set Screws 


Socket Head 
Cap Screws 





Headless Set Screws 


(In Machine Screw Sizes) 





Special Screw Machine 
Products Made to Order 


Distributors find our line 
profitable. 


ECONOMY MACHINE 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
Chicago, Illinois 











wag | dent, H. C. Atkins ; president, Harold 
Rohr; vice-president, 
treasurer, James Wilde; secretary, C. 


Fred Noerr; | 


A. Newport, and assistant secretary, | 


W. A. Weaver. 


Following a short business meeting, 


an elaborate program of entertain- 
ment, including Glee Club, radio per- 


formers, and vaudeville stunts com- 


pleted the evening. 


‘+ « 


New Disston Saw Manual 
Henry Disston and Sons, Incorpor- 
ated, Philadelphia, has issued an im- 
portant new book, “The Disston Saw, 
Tool, and File Manual.” This book 
supplants the “Disston Saw, 
and File Book,” 
350,000 copies have been distributed. 
The purpose of the new book is to 


Tool, | 
of which more than | 


instruct.the tool user in the selection, | 


care and use of saws, tools, and files. 
It tells and shows every step neces- 
sary for doing accurate work, 229 


illustrations making clear the points | 


brought out in the text. 

One chapter, for example, tells how 
to choose and use circular saws, how 
to put the saws on the machine, how 
to refit or joint, set and sharpen cir- 
cular saws, etc. Another chapter ex- | 
plains and illustrates the correct use | 
of narrow band saws. | 

An entire section, devoted to hack | 
saws, tells how to select the right type | 
and point of blade for any class of 
work, how to hold the work in the 
vise, and how to cut metals and other 
materials most efficiently, with mini- | 
mum breaking or dulling of blades. 
Another section takes up in detail the 
correct use of files. 

This manual also covers such im- 
portant subjects as how to use and 
sharpen hand saws, hack saws, com- 
pass saws, etc., how to use coping 
saws, and how to sharpen and use 
cabinet scrapers. 

A brief history of the saw indus- 
try, given in the book, shows that the 
first Disston hand saws were made 
91 years ago, and that Henry Disston 
invented the skew-back hand saw 


in 1874. 


* * * 


Hoist Manufacturers Meet 

A regular meeting of the Electric 
Hoist Manufacturers’ Association 
was held Thursday, February 19, at 
Hotel McAlpin, New York City. 


The next meeting, which will be 
the annual meeting, will be held in 





New York City on March 19. 





GROBET SWISS 
FILES 


GROBET SWISS FILES have 
won a reputation for suprem- 
acy wherever accuracy in fil- 
ing is essential, wherever exact 
and precise work must be done 
with files. Likewise the dis- 
tributors of files have come to 
know the promptness of Gro- 
bet shipments. 





In order that our service may 
surpass the service rendered by 
other file manufacturers, we 
have on hand over 3,500 styles 
and types of files ready and 
waiting to be delivered to you 
immediately. 


Orders for Grobet Files, no matter 
how large, how small, or how varied 
they may be are invariably shipped 
on the day of receipt, enabling our 
distributors to fill any order in mini- 
mum time. 


Ask for Catalog B, and also special 
Catalog CC on Circular Cut files. 





GROBET FILE CORPORATION 
OF AMERICA 
3 PARK PLACE NEW YORK CITY 























Parnes 


HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
— today on Distributor 
Plan. 


W.O.BARNES CO., 


1297 Terminal Ave. 
DETROIT, MICH. 
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INC. 
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Stays put 
while one 
man_ loads 
and unloads 





There’s good money 
in this specialty! 


MARION Dollies are easily manipulated in 
dificult aisles. Built to Jast, they handle 
loads up to 4000 pounds. 

They are used in warehouses, industrial plants, 
on loading platforms and by newspaper pub- 
lishers. Hundreds are in use-—every plant's a 
prospect and when they buy one they usually 
der more. 


The margin of profit is attractive. 


Write us today for our dealer prop- 
osition and descriptive literature. 


Marion Malleable Iron Works 
920 Miller Ave., Marion, Indiana 





Made in 6 models—low wheel, high wheel 


and flat top—a model for every purpose. 




















A Complete 
Metal Service 
for Distributors 


Distributors selling our bear- 
ing metals are not required to 
look to several sources to se- 
cure the different grades that 
a supply house must be ready 
to furnish. 


A glance at the list of our 
products shows its complete- 
ness. Other formulas _re- 
quired will be made to specifi- 
cation, enabling distributors to 
satisfy every customer, what- 
ever his requirements may be. 


Ask for booklet, “‘Cogecerning 
Frictionless Metals” 


Frictionless Metal 
Company 


1458-60 Collins St. - St. Louis, Mo. 





We Make 


“Frictionless” Metal 

Nickel Genuine Metal 

Genuine Babbitt (Gov. Formula) 
Copper Hardened Metal 

Industrial Metal 

Nos. 1, 2, 8 and 4 Hardware Grades 
Special Formulas 

Solder. 























| Malleable Iron Elects Officers 





When this picture was taken, E. R. Klein- 


lein, representing the American Pulley 
Company, had just moved his headquarters 
to Atlanta, Georgia. He will have a desk 
in the office of the J. M. Tull Rubber and 
Supply Company there. Mr. Kleinlein 
covers seven southern states, going as far 
north as Virginia. 


The Illinois Malleable Iron Com- 
pany elected new officers recently. 
Results were as follows: chairman of 


| the board, H. E. Bullock; president, 


W. H. 
JR. 


surgess ; first vice-president, 
Steneck ; second vice-president 


| and secretary, George J. Reeling ; and 


| treasurer, R. J. Wuerst. 
* * * 
Worthington Makes Annual 
Report 


The Worthington Pump and Ma- 
chinery Corporation, Harrison, New 
Jersey, has just compiled its Fifteenth 
Annual Report for the fiscal year 


| ending December 31, 1930. The re- 


port shows that the company’s net 

income for the year was $2,056,093, 

after deduction of $611,758 for de- 

preciation, and $171,929 for slow 

moving and obsolete inventory items. 
x * * 

New Bulietin on Pressed Steel 
Products 


A complete new book on “Hallo- 


well” steel work-benches and_ steel 
factory - equipment made by the 
Standard Pressed Steel Company, 


Jenkintown, Pennsylvania, is just off | 


the press. The catalog has 20 pages, 











HARRIS FLOATS 
The Complete Line 








To meet all present engineering 
requirements we manufacture 
standard lines of floats of 
various metals—Copper, Steel, 


Stainless Steel, Aluminum, 
Nickel, Monel, etc. 
Harris Floats give users a 





REG EE 


describing this company’s products. | 


Complete Float Service. 
DISTRIBUTOR S—Send us 
vour float orders. Thousands of 
floats in stock. Have you our 
float catalog? 


Arthur Harris & Co. 


210-218 N. Curtis St., Chicago, Il. 














If your Customers 
could get better Service 


you would want to give it 
to them 





Style BB50 





| And it is to your advantage to show them 
|the extra service Chase Industrial Trucks 
| and Cars give in material handling. They 
| are smooth running, easy to handle and in- 
| sure long life. Roller bearings give extra 
service and cut material handling costs. 
| Customer satisfaction assures you year 
| round repeat business selling the Chase line 
of Industrial Cars and Trucks. 


Send for catalog No. 300 


THE CHASE FOUNDRY & MFG. CO. 
| COLUMBUS, OHIO 


Manufacturers of Roller Bearing Trucks and 
Industrial Cars of all kinds, 





| Chase Quality Guarantees Dependability 
| 
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BUSINESS TIPS 


ATLANTA, GA—Southern 
Spring Bed Co., 290 Hunter St., S. 
E., will make plant extensions and 
improvements. General contract has 
been awarded to Pittman Construc- 
tion Co., Rhodes Bldg. 

* * x 

AUBURN, ALA.—County Board 
of Education will build a new 2-story 
and basement school, 120x209 ft., 
with one-story vocational school unit 
adjoining. Project will cost about 
$175,000 with equipment. W. Y. 
Fleming, Opelika, Ala., is superin- 
tendent of county schools, in charge. 
sids have been asked on general con- 
tract. 

* * x 

BARABOO, WIS.—Sauk County 
Board will erect a building, 40x100 
ft. for storage and service of high- 
way equipment. Total cost will be 
about $25,000. Contract has been 
placed with Esline Co., Oconomowoc, 
Wis. William Halbersleben is county 


commissioner, 
* ok * 


BATAVIA, N. Y.-—Massey-Har- 
ris Co. is planning to expand local 
foundries and concentrate production 
of gray iron and malleable iron cast- 
ings at this point. William S. Milne 
is general superintendent at Batavia. 

* * x 

BELLVILLE, I LL.— Peerless 
Enameling and Stamping Co. is 
building a one-story, 110 x 120 ft. 
addition to factory at 1500 West 
Lincoln St. R. G. Willman is secre- 
tary of the company. 

x * x 

BRECKENRIDGE, MINN.—City 
Council has plans for a municipal 
electric light and power plant, to cost 
over $50,000, including machinery. 
R. R. Waite is city clerk. 

e * 

BREWSTER, N. Y.—A. T. W. 
Corp., care of Hugh Heradon, Jr., 
Brewster, plans operation of local 
factory for manufacture of aircraft 
and parts. This company has recently 
been organized. Emil Roth, Jr., 
Fayetteville, N. Y., is interested in 
the new organization. 

x * * 

BRISTOL, CONN.—Connecticut 
Light & Power Co., Hartford, Conn., 
has plans under way for a steam 
power plant to cost over $90,000 with 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








equipment. The present power plant 
on Highland Court is to be disman- 
tled and the property used for an 
electric power substation. Architect 
is Harold A. Hayden, Bristol. 

kk 


CHARLOTTE, N. C.—Bids on 
general contract have been ‘asked by 
Swift & Co., Union Stock Yards, 
Chicago, for an addition to the 
branch plant at Charlotte, to be two 
stories, 35x75 ft., and to cost about 
$40,000 with equipment. 

x« ££ 2 

CHICAGO, ILL. — Himelblau, 
Agazim and Co., 30 N. Dearborn St., 
manufacturer of power plant equip- 
ment, with electric and gas welding 
division, has leased 500 sq. ft. in a 
building of Ashland Industries Build- 
ing Corp., at Seventy-fourth St. and 
Ashland Ave. 

e ¢@ *@ 

CLEVELAND, O.—General Elec- 
tric Co., is erecting a new factory 
building to be one-story, 323x412 ft., 
with a two-story section, 50x323 ft., 
for general offices. The plant will 
be used for the manufacture of all 
wire filament for incandescent lamps 
and all gases used in works of Na- 
tional Lamp Co. An argon depart- 
ment and oxide house will be located 
in separate units.. The company will 
also build a boiler house, 80x80 ft. 
The new works will provide manu- 
facturing space several times larger 
than the present wire works at 
Hough Ave. and 45th St., Austin 
Co., Cleveland, will build the plant. 

* * * 

CONSHOHOCKEN, PA.—Ford 
and Kendig, 1428 Callowhill St., 
Philadelphia, is planning a one-story 
pipe shop, storage and distribution 
plant to be 75 by 360 ft. Estimated 
cost is $100,000. 

* * x 

COVINGTON, K Y .— Contract 
has been awarded by Covington and 
Cincinnati Bridge Co., Second and 
Greenup Sts., for a 3-story auto- 


mobile repair and service building. 
Cost is estimated at $125,000. 
* * * 

DAYTON, O.—The Board of 
Education plans to install manual 
training equipment in the new junior 
high school, at an estimated cost of 
about $300,000, with equipment. 
Architects are Herman and Brown, 
Reibold Bldg. 

* * * 

DENVER, COLO. — Department 
of Parks and Improvements, City 
Hall, has plans foraone-story hangar, 
102x151 ft., with two-story and base- 
ment lean-to extension, 21x151 ft., 
including repair and reconditioning 
facilities, at municipal airport. Cost 
will be about $75,000 with equipment. 
F. J. Altvater is the manager. 

a 

DETROIT, MICH.—Detroit Me- 
tallic Casket Co., 2950 Gratiot Ave., 
will erect a one-story addition and 
make alterations in its present plant. 
General contract has been awarded to 
Campbell Construction Co., 6132 
Michigan Ave. 

* * * 

ERIE, PA.—Erie Resistor Corp., 
644 W. 12th St., is considering plans 
for a one-story addition to cost about 
$35,000 with equipment. 

a. 

FORT DODGE, IA.—Fort Dodge 
Gas and Electric Co. has under way 
a two-story addition to its steam-op- 
erated electric power plant, 35x75 ft., 
to cost about $200,000. About $135,- 
000 of this amount will be spent for 


machinery. Company engineering ~ 
department is in charge. 

* = 4 
FORT SMITH, ARK.—Quix- 


Kold Corp., Oklahoma City, Okla.. 
is planning a new dry ice-manufac- 
turing plant to cost about $50,000 
with equipment. Work is to begin 
early in April. 

x *k * 

FRESNO, CALIF. — Consumers 
Ice and Cold Storage Co. has plans 
for making an addition to car refrig- 
erating and icing plant. Project will 
cost about $150,000 including equip- 
ment. 


2 ¢ s 

GRAND RAPIDS, MICH. — H. 
F. Cox and associates have organized 
Cox-James Co., with capital of $150.- 
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POWER! 
PUSH? 


‘| 000. The company will operate a | 
| plant at 41-48 Coldbrook St., for | 
| making sheet metal products. | 
| o * « | 

GRUNDY CENTER, IA— | 

Northwestern Light and Power Co., | 

Cedar Rapids, Iowa, will begin work 

| soon on an addition to steam-operated | 

| electric power plant to cost close to | 

$60,000 with equipment. Company 


SPEED! | engineering department is in charge. 
* 


| 
| * * x 
| 
| 


all combine 1M | A. Danzer and Co., manufacturer of 


flooring and other mill products, 
plans to rebuild part of its plant re- 


| > 
cently destroyed by fire. Loss was 
over $100,000 with machinery. 


CAR MOVERS 


Actual tests speak in more 
convincing terms than do 
mere words. Yet we can 
only invite you to let us 
present the facts and fig- 
ures on the outstanding 
efficiency of Atlas Car 
Movers as shown in com- 
parative tests. 
POWER—PUSH— 
SPEED—the three great 
factors that make up car 
mover efficiency—are so 
fully combined in the 
ATLAS that you cannot 
afford to overlook its 
value in your line. 

If you are at all interested 
in the salability of this 
every-day tool, write us 
for material which you 
can use as sales ammuni- 
tion, 


APPLETON 
CAR MOVER 


CO. 


Appleton, Wis. 


* *K x 


Refining Co., Falls City, Tex., has 
plans under way for a gasoline re- 
| finery near here to cost close to $100,- 
000 with equipment and storage fa- 
cilities. s* ¢ 
HIGH POINT, N. C.—The Board 
of School Commissioners plans to in- 
stall manual training equipment in 
two- and three-story and basement 
junior high school to cost about 
$325,000. Harry Barton, Jefferson 
Bldg., Greenboro, S. C., is architect. 
es 


HOPEWELL, VA. Swanson 
Aircraft Co. is planning to install 
equipment for manufacture of two- 
passenger airplanes, and parts, in- 
cluding lathe, grinder, drills, and 
portable electric-operated sander. 

x * x 

IRVINGTON, N. J.—Board of 
Education, 1253 Clinton Ave., will 
install manual training equipment in 
new three-story junior high school 
to cost about $400,000. General con- 
tract has been let to Louis Deutsch, 
Inc., 879 Bergen St., Newark. Victor 
H. Strombach, 1243 Springfield Ave., 
Irvington, is architect. 


* * * 


JAMAICA, N. Y.—Hyman’s New | 


York and Jamaica Express, 145 
101st Ave., is planning a_ service 
garage and shop at 165th St. and 
| Jamaica Ave., to be 100 x 200 ft., 
| and cost about $40,000. Architect 
is T. Guterman, 16 Nassau St., 
3roeklyn. 


x x 
KILGORE, TEX.—Dixie Gas and 
uel Co., Longview, Tex., plans to 








HAGERSTOWN, MD.—William | 


HENDERSON, TEX.—Falls City | 
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TWO GOOD 
SELLERS 


The “Badger” 
Car Mover and 
**Advance”™ Safe- 
ty Car Wrench 
are both fast 










sellers — and 
profitable for dis- 
tributors. They 


are an ideal pair 
to sell in com- 
bination. 


The ‘‘Badger’”’ 


Car Mover 
This great mover is 
one man _ operated, 
with compound lever- 
age and _ slip-proof 
spurs. It is quick, ef- 
ficient and economical. 
Weight, 17 pounds. 


Write for further details on these two items, 
for our distributor terms. 








APPLETON WISCONSIN 














Emery Wheel 


Dressers 







They Sell 


because they | 
are Better! 


The bushing, pin, and 
cutter teeth are specially 
heat treated. 

Cutters can be easily 
and instantly removed 
from handle. Cutters 


teeth. 

Their longer life and 
more efficient dressing 
performance guarantee 
repeat orders! 


The VINCENT STEEL 
PROCESS CO., 
2434 Bellevue Ave., 
DETROIT, MICH. 


Send for catalog and 
our proposition 


are full size and have 18 | 





| 


rebuild gas plant and install addi- 
tional npayene, - — $80,000. 


KINGSPORT, ‘eee 
see Eastman Corp., manufacturer of 
cellulose products, has plans for a| 
new multi-story mill addition, 100x | 
300 ft., to cost about $1,000,000 with | | 
machinery. Company engineering 
department is in charge. This com- 


pany is a subsidiary of Eastman 
Kodak Co., Kodak Park, Rochester 
mn. ¥. 


* * * 


COOPERATION 
PLUS 


+ + 


W 





When the manufacturer of a 





JACKSON, MICH.—Automotive | 
Fan and Bearing Co. is planning to 
expand in production and to estab- 
lish a division for manufacture of | 
airplane parts. 

x * * 

JERSEY CITY, N. J.—The ~ 
sey City Ladder Co. 677 Montgom- | 
ery St., is planning a 2-story factory | 
on Crawford St., to be 45 x 140 ft., | 
and cost about $50,000. Bids will be | 
received by B. Singer, 921 Bergen 
Ave., architect. 

ok 

LAFAYETTE, IND.—The Board | 
of Trustees, Purdue University, has | 
acquired 157 acres to be developed 





* * 


good product cooperates 100% 
with his Distributors, the latter 
will profit. 


Back of MONARCH 
BALL—the steel process 
babbitt—is such a Distrib- 
utor policy—a policy that 
has been in effect for over 
35 years. 


We will be glad to provide you with 
information on our line and policy. 


MONARCH METAL COMPANY 


Established 1895 
119 South Lincoln Street Chicago 
Manufacturers of MONARCH BALL, the 
**Steel Process Babbitt’’ 








as an airport in connection with 
aeronautical course of instruction, | 
and plans to erect hangar with re-| 
pair facilities and other field units. 


* 2 6 
LITTLE ROCK, ARK.—Hudson | 
{and Dugger Co. plans to rebuild | 


barrel heading mill recently destroyed | 


| 





} 


} 


by fire, including one-story unit, | 
|75x100 ft., with four kilns, 20x200! 
| ft., to cost over $45,000 with equip-| 
/ment. The company will install en-| 
gine-generator set for power service, 
planers, heading saws and other 
tools. 
x * x 





RRS 2 este | 


LONG ISLAND CITY, N. Y.— 
Standard Sealing Equipment Corp. | 
has leased a one-story factory total- 
ing 20,000 sq. ft. floor space, for ex- | 
pansion. This company is a manu- 
facturer of automatic sealing and| 
packing machinery. 

x * * 

MILWAUKEE, WIS.—Bids will | 
be called shortly after March 1 for | 
a new $1,000,000 high school for the 
village of Whitefish Bay, Milwaukee 
suburb. Structure will be 250 x 520 
ft., three stories and basement with 
two industrial shops. W. A. Klatte is | 
secretary of the school district. M.| 
Tullgren and Sons Co., 1234 N.| 
Prospect Ave., is architect. 








SALESMEN! 








VV Vat Manufacturers 
/ Wood Tank Makers 
V Boat Builders 


V Laundries 
Buy 


Brass and Bronze 


Bolts, Nuts, Washers 


especially brass 


CARRIAGE BOLTS 


Do Not Neglect This Source Of 
Added Profit 


THE H. M. HARPER 
COMPANY 


2622 FLETCHER STREET 
CHICAGO, ILL. 
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MINNEAPOLIS, MINN.—Twin 
City Machine Co., 39 Power St., will 
build a new one-story machine shop, 
60 x 120 ft., and a one-story storage 
and distributing building, 50 ft. 
square, to cost over $40,000. Clyde 
W. Smith, Essex Bldg., is architect. 
General contract has been awarded 


to Ernest M. Ganley Co., 2922 Oak- | 


land Ave. 

x * x 

NEWARK, N. J.—Plans are be- 

ing prepared for the Unique Art 
Mfg. Co., 196 Waverley Ave., for a 
2-story addition to its factory. Es- 
timated cost is $40,000. S. Shew 
and Co., 24 Commerce St., is archi- 
tect and engineer. 

* * * 


OKLAHOMA CITY, OKLA.—A 
new gasoline refinery will be erected 
by Anderson-Pritchard Oil Co., Col- 











Co-operation 


not Competition 


from your source of supply 





A Vital Factor to the Distributor Today 


Linear maintains a strict 
Resale Sales Policy, and is 
not connected with any 


company selling to the 
consumer. ‘This assures 
you of absolute freedom 


of competition from your 
source of supply. 


We manufacture a com- 
plete line of Piston and 
Sheet Packings of uniform 
high quality, attractively 
boxed and labelled, which 
you can offer your cus- 
tomers with perfect confi- 
dence. 








cord Bldg., to cost about $65,000 with | 
machinery. 


Consult us on all your Packing problems 


LINEAR 
L ineatPacking & Rubber Co.ine. 


* « 4 
PHILADELPHIA, PA. — Rich- 

ardson and Boyton Co., 260 Fifth 

Ave., has leased space in new Termi- 


nal Commerce Bldg., for factory PISTON AND SHEET PACKINGS 

branch, storage and_ distributing | Crane: Ce eee Sees: Seeven 
™4.° ° Philadelphia 

plant. This company is a manufac- 





turer of furnaces, heating equipment, 
etc. The main plant is at Dover, 


N. J. 





ae. 
PORTLAND, ORE. — Beaver 
Wood Products Co., Spalding Bldg., 
is having plans prepared for new 
plant, consisting of 3 one-story units, 
to occupy site, 50 x 300 ft., including 


SELL 


= » #3 . 


Seamless Pipe Couplings 


Simplex 


Sell X-L Seamless Pipe Couplings 


j j < 25 Post = } to your best industrial customers. 
main mill, 48 x 258 ft., to cost about WORED FROM SOLID BARS 
$7 5,000 with equipment. and bevelled by our special patented 


KANT BURR _process—they insure 
tight joints, perfect alignment and real 


satisfaction. 


* * * 


PROVIDENCE, R. I—M. Gor- 
don, Hospital Trust Bldg., will build 
a one-story repair garage and service 


No Seams No Leaks 








X-L lit | 
station at 34 Branch Ave., at an  —aa ed ms y | 
estimated cost of $50,000. Build- om Nipples 





ing will be 80 x 180 ft. H. W. 
Castor, St. Girard Bldg., Philadel- 
phia, is architect. | 
* * * 

REDLANDS, CAL. — Johnson 
Tractor Co., manufacturer of farm 
tractors, etc., is planning a new one- | 
story plant for parts production and | 
assembling, to cost over $40,000 with 
equipment. H. A. Johnson is presi- 
dent. 


X-L Quality Merchant Nipples are | 
only manufactured from NEW MILL 
LENGTH TESTED PIPE, No sal- 
vaged—crop ends—or other inferior | 
pipe is considered good enough in the | 
manufacture of XT nipples. They 
insure you and your trade the best 
nipples obtainable. Once tried, always 
used, 





Every field of industry—Railways 
Mines — Contractors — Utilities — Oil 
Companies, etc., will attest to the qual- 
ity and performance of Simplex Jacks. 


Our line covers Industrial Jacks— 
Screw Jacks—Track Jacks—Pipe Push- 
ing Jacks—Pole and Reel Jacks and 
Trench Braces. 


Generous freight 
allowance 
on combination 
shipments 
weighing 300 
pounds or 
more. 


Combinatio 


Shipments 


* * * 


REDWOOD CITY, CAL.—Pa- 
cific Gas and Electric Co., 445 Mar- | 
ket St., San Francisco, has awarded 
contract for the building of a group 


Write us today for prices. 


Wheeling Machine Products Co. 


Wheeling, W. Va. | 


Write for descriptive literature 








| 
| 
| 
| 
| 
| Sold thru distributors only 


Templeton, Kenly & Co. 
Est. 1899 
Chicago 
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you can gua rantee 


Definite Service 
with 


GENUINE HETTRICK 


stitched Canvas Belting 


You can offer more 
than quality when you 
sell Genuine Hettrick 
Stitched Canvas Belt- 
ing. For 38 years we 
have been manufactur- 
ing a product fully 
guaranteed to perform 
a definite service — 
economically. Wher- 
ever Genuine Hettrick 
is in use, it is giving 
more service per dol- 
lar than other types of 
belting. Our distributors 
are realizing a good profit, 
too. Write for details. 


See our Catalog Page 
{35 Mill Supplies cf 
alog & Directory. ~ 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 











Copper Tubing 


Seamless. Sizes—from 7 to 144 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from zs to 14% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 144 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from ;; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices. 


- WOLVERINE TUBECO. 


SEAMLESS copreny 





=e e BRASS & ALUMINUM 





1451 Central Ave. Detroit, Mich. 





of service buildings, including shops, 
etc. Cost will be about $40,000. 
* * x 

RICHMOND, VA.—Virginia 
Electric and Power Co. will expand 
and improve power plants and sys- 
tem with an expenditure of $4,000,- 
000, of which about $1,000,000 will 
be spent in Richmond district, in- 
cluding Fredericksburg and Roanoke 
Rapids for transmission and distrib- 
uting lines, power substation exten- 
sions, equipment for generating 
plants, etc. Company engineering 
department will be in charge. 

x * x 

RIDGEFIELD, N. J.—Lowe Pa- 
per Co., River Rd., will build a 
2-story, 100 x 160 ft. lithograph 
shop, at an estimated cost of $50,- 
000. 

* ok x 
JOSEPH, MICH.—Skid- 
Corp., Vine Street, has been 
organized by B.* Skidmore and as- 
with capital of $25,000 to 
a local plant for manufac- 


SAINT 


more 


sociates, 
operate 


turing hydraulic machinery, pump- 
ing equipment, etc. H. A. Laity, 
Benton Harbor, Mich., is also inter- 


ested in the new company. 
xk * x 
SAN ANTONIO, TEX.—Board 
of Education plans to re ania pres- 
ent high school for a new vocational 
training school, Phelps and DeWees, 
Gunter Bldg., are architects. 


** < 
SANBORN, N. Y.—Peter C. 
Meyer, 162 Hedley Place, Buffalo, 


is heading a project to erect an in- 
dustrial and trade school for Indians 

1 Tuscarora Indian Reservation, 

* * * 

SEATTLE, WASH.—tThe Board 
of King County Commissioners is 
having plans prepared for a 
hangar, 100 x 200 ft., 
to, with repair and reconditioning 
facilities at Boeing Field, to cost 
about $80,000 with equipment. 

* * x 

SHARPSVILLE, PA. — Sharps- 
ville Boiler Works will erect a one- 
story addition for production of 
pumping machinery, parts, etc., to 
cost about $70,000 —_ equipment. 

x * 


new 


and 20-ft. lean- 


SOUDERTON, ., \.—Board of 
Education is considering installation 
of manual training equipment in new 
multi-story high school, to cost about 


$160,000. Plans are being drawn by 
C. M. Talley, 14 W. Broad St., ar- 
chitect. 

















THEIR 
EXTREME 


SIMPLICITY 


MAKES THEM EASY TO SELL 





Class B. 1 to 20 Ibs. 


Class C. 
Sidelug. 


20 to 70 Ibs. 
40 to 150 lbs. 


Distributors and their salesmen will find 
Nason Time Tested Traps and other spe- 
cialties increasingly profitable to handle. 
Write us for catalogs and other sales helps 
we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 











DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 






The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, ete. 
Liberal profits and fast 
turn over. 
No. 








3 Sells for 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S.A. 
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GUARANTEED 


to contain 
no Resin 






Smith-Courtney Co. 
Richmond, Va., sold 
ninety gross of 
WIZARD in 1929 


Not a Single Consumer 


is on Our Books 

That means that our distribu- 
tion is 100% through the sup- 
ply trade. 

Many jobbers in the U. S., 
England, Canada and _ the 
Philippines are getting good 
results from our system of 
mailing samples of WIZARD 
to their customers. The plan 
will work as well for you as 
for them. 


Write for our proposition. 


RICHMOND BELT DRESSING 
MFG. CO., Inc. 
Richmond, Va. 


ye INDUSTRY 
eet g 
a ai Sa COy, 




















‘COLD TURKEY” 


Distributors like the Davis 
line of valve specialties be- 
cause theyrequireless “cold 
turkey” selling. The line is 
known from coast to coast; 


50 years of goodwill are 
behind it. 


The line is complete; a valve 
specialty for every auto- 
matic pressure regulation 
requirement. 


DAVIS REGULATOR CO. 
2544 South Washtenaw Ave. 
CHICAGO, ILLINOIS 





MS 3—Gray 


| SPRINGFIELD, MASS.—F ire 
| Department is considering building a 
| one-story repair shop and signal sta- 
| tion, to cost over $30,000 with equip- 
|ment. William H. Daggett, Court 
| Street is fire chief. 

* * x 

| SWAMPSCOTT, MASS.—Board 
jot Education contemplates installing 
|manual training equipment in new 
| multi-story high school, to cost about 
$300,000. Cram and Ferguson, 248 
| Boylston St., Boston, architects are 
drawing plans for it. H. S. Baldwin 
‘is chairman of the building com- 


4 | - 
| mittee. 


x * 
| SYRACUSE, N. Y.— Niagara 
| Hudson Power Corp., Hiawatha 
| Blvd., plans to build a 2-story, 100 
|x 200 ft. garage, at an estimated cost 
| of $100,000. Bley and Lyman, 505 
Delaware St., is architect. 

* * * 

TRENTON, N. J.—Servusoil Co., 
307 S. Warren St., has bought about 
13 acres on Delaware River water- 
front, as a site for new bulk oil stor- 
age and distributing plant, to cost 
about $80,000, with equipment. 
| * bd * 

TULSA, OKLA.—Welders Sup- 
ply Co., 317 E. Third St. will build 
a one-story and basement shop, to 
cost about $25,000 with equipment. 
|General contract has been awarded 
‘to E, W. Chambers, 51st and Lewis 
Sts. Charles Harter is manager. 
| x * x 

VERSAILLES, KY.—City Coun- 
cil is planning the installation of 
high-lift| pumping machinery and 
other power equipment in connection 
with extensions and improvements in 
|municipal waterworks. Project will 

'cost about $65,000. Howard K. Bell, 
Lexington, Ky., is engineer. 
* * * 
| WASHINGTON, D. C.—General 
| Purchasing Officer, Panama Canal, 
| will receive bids until March 7 for 
ltraveling cranes, chain, files, ham- 
mers, tackle blocks, wire rope, ete. 
* * * 
WATERBURY, CONN .—Water- 
bury Steel Ball Co. is repairing plant 
| recently damaged by fire. Harden- 
|ing equipment will be bought. 
*- o 
| WAUKESHA, WIS.—Waukesha 
| Pattern Works, 139 North Street, 
| will begin work March 1 on one- 
|story extension, 40 x 80 ft., designed 
'by Frank D. Chase, Inc., 720 N. 
| Michigan Ave., Chicago. 


| 











Maximum 
Power Efficiency 
and 
Increased Sales 


Atlas Leather Fibre Pulleys 
are particularly adaptable to 


electric motor service and 





| other drives where speed con- 


stancy and service durability 
are essential. 


METAL 
DOWELS 


WELL 
BALANCED 


METAL 
SIDE 
PLATES 





Stimulate sales with Atlas 
Leather Fibre Pulleys. 
Greater efficiency at no in- 
creased cost over other motor 
pulleys. 


Prices on application. 








DISTRIBUTORS: Write for 
AGENCY DETAILS 




















ATLAS LEATHER 
COMPANY 


CASEYVILLE, ILLINOIS 
Established 1905 
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Index to Advertisements on Page 148 


BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 





Yost Mfg. Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


ARBORS 
Brown & Sharpe Mfg. Co. 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


AW 
Goodell-Pratt Co. 


BABBITT METALS 
Buffalo Fdy. & Machine Co. 
Dodge Manufacturing Corporation 
Frictionless Metal 
Monarch Metal Co 


BARROWS 
The Fairbanks Company 


BEARINGS, BALL AND ROLLER 
S K F Industries, Incorporated 


BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Codge Manufacturing Corporation 
Sprout, Waldron & Co., Inc. 

T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
S K F Industries, Incorporated 
Sprout, Waldron & Co., Inc. 


BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
Richmond Belt Dressing Mfg. Co., 


Inc. 
Chas. A. Schieren Co. 


BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
Safety Belt Lacer Co. 


BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


BELT SHIFTERS 
T. B. Wood’s Sens Co. 


BELT TIGHTENERS 
wy Manufacturing Corporation 
. Wood’s Sons Co 


BELTING CANVAS 
Hettrick Mfg. Co. 
Thermoid Rubber Company 


BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Ciamond Rubber Co., Inc. 


Company 


Hettrick Mfg. Co. 

The Mechanical Rubber Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


BELTING, LINK 
Chas. A. Schieren Co. 
Graton & Knight Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


BELTING, RUBBER 

Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 

Whitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc 
Graton & Knight Co. 

Hettrick Mfg. Co. 

The Mechanical Rubber Co. 
Chas. A. Schieren Co. 
Thermoid Rubber Co. 


BELTING, TWISTED 
Graton & Knight Co. 
Chas. A. Schieren Co. 


BELTING, “Vv” 
Chicago Rawhide Mfg. Co. 
Dayton Rubber Mfg. Co. 
L. H. Gilmer Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Chas. A. Schieren Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 


BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Goodell-Pratt Company 


BITS, TOOL HOLDER 
Armstrong Bros. Tool 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 


BLOCKS, CHAIN 
Ford Chain Block Co. 
Reading Chain & Block Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
S K F Industries, Inc. 
Sprout, Waldron & Co., Inc. 
T. B. Wood’s Sons Co. 


BLOWERS, FORGE 
Electric Blower Company 


BLOWERS, GAS AND OIL 
COMBUSTION 
Electric Blower Company 


BLOWERS, PORTABLE, 
ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 


BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 


BOLTS, CARRIAGE 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
H. M. Harper Co. (Brass) 
a a ee & Ward Bolt & 
ut e 


BOLTS, COACH OR LAG 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BOLTS, EYE, HOOK, RING AND 
LAG 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

H. M. Harper Co. (Brass) 


BOLTS, MACHINE 
Buffalo Bolt Co. 
Clark Bros. ay Co. 


Harper Co. (Brass) 
(_Burdeall & Ward Bolt & 


M. 
Russell 
ut 


BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Russell, Burdsall & Ward Bolt 
Nut Co. 


BOLTS, STUD 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BRACES, TRENCH 
Templeton, Kenly & Co. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corporation 
T. B. Wood’s Sons Co. 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Penberthy Injector Co. 

The D. T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRONZE BARS, CORED AND 
SOLID 


American Injector Co. 

Buckeye Brass & Mfg. Co. 

The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

M. L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
a nee Brusn & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, BENCH, FLOOR, 
ETC. ’ 


“ane Brush “& Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE, FLUE, ETC. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE WHEEL 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BUCKETS, ELEVATOR 
Dodge Mfg. Corp. 
Illinois Malleable Iron Co. 
BUFFERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
Marathon Electric Mfg. Co. 


Standard Electrical Tool Co. 
N. A. Strand & Co. 


BUFFING WHEELS 
Cc. B. Hunt & Son 


BUSHINGS, BRONZE 
American Injector Co 
Buckeye Brass & Mfg. Co. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

M. L. Oberdorfer Brass Co. 


The L. S. Starrett Co. 


CANS, OILY —— 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 

P. Wall Mfz. Supply Co. 


CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 


CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 


CARTS, PUSH 
The Fairbanks Company 
Lansing Company 


CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Lansing Company 


CASTINGS, BRONZE AND 
ALUMINUM 
Buckeye Brass & Mfg. Co. 
Arth 


ur Harris & Co 
T. B. Wood’s Sons Co. 


CASTINGS, GRAY, MALLEABLE 
Brown & Sharpe Mfg. Co. 

Illinois Malleable Iron Co. 

Marion Malleable Iron Works 

T. B. Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


CATALOGUES 
The Cuneo Press, Inc. 
R. R. Donnelley & Sons Co. 


CEMENT, BELT 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc. 
Graton & Knight Co. 
Chas A. Schieren Co. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHAIN 
Reading Chain & Block Corp. 


CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 


CHARGING WAGONS 
The Fairbanks Co. 


CHISELS, COLD 
American Swiss File & Tool Co. 
Goodell-Pratt Company 
Stanley Electric Tool Co. 


CHUCKS, panel on TAP 
Goodell-Pratt Compa: 
Morse Twist Drill cs Machine Co 
The Standard Tool Co. 


CHUCKS, LATHE 
Cushman Chuck Co. 


CHUTES, COAL AND CONCRETE 
Lansing Company 


CLAMPS, BELT 
Chas. A. Schieren Co. 
T. B. Wood’s Sons Co. 


CLAMPS, “‘C” 
Armstrong Bros. Tool Co. 


CLAMPS, HOSE 
Boston Woven Hose & Rubber Co. 
Dixon Valve & Coupling Co. 


CLAMPS, GIRDER 
Bond Foundry & Machine Co. 


CLEANERS, FLUE 
The Milwaukee Brush Mfg. Co. 


CLEANERS, STEEL 
Concrete Surfacing Machinery Co. 





